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If you had to replace your home furnishings today —should fire destroy 
them — you know that you’d have to pay far more for them. Have you 
enough fire insurance to cover these higher values, in case of loss? 


You know how prices of nearly everything in your home have gone up-UP-UP. 
For example: the sofa that may haye cost you $100 when you bought it 


easily could cost you “auble or m- ‘ Si 7" to replace it after a fire. 











The same —" true 
kitchen equipr’: 


\" own—your clothing, your 





“HE teas aR BETWEEN 
YOU AND LOSS! 


Your Insurance Agent is your 
protector...working in your 
interest. He helps you select 
the right kind of protection 
.. personally sees to it that 
- you get prompt, just claim 
settlement if you have a loss. 





Wouldn’t yo ent and find out 
One of the North America Companies’ full you have? 

’ jazine advertisements to help you 
Remember . . . wS GUC MaIUP Raa anol nsuranec* still is 


one of the biggest —and featuring YOU, the Agent 











: ,N , founded 1792 in 
INSURANCE COMPANY OF Schemuneds teh dis sites amanons ana ae 


” 
marine insurance company. It heads the “North America 


Companies which meet the public demand for practically 
all types of Fire, Marine and Casualty insurance. Sold only 


through Agents or Brokers. 
COMPANIES, idadetphia 





Insurance Company of North America » Indemnity Insurance Company of North America » Philadelphia Fire and Marine Insurance Company The Alliance Insurance Company of Philadel Me 
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Gens Fats Group 
Glens Falls, New York 








Without obligation on my part, please 
send a copy of “Guide to Better 
Letters”. 
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This 58 page booklet is a valuable reference 
work for both those who dictate and those \" 


who transcribe letters. It even contains a 


\ | 


slossary of insurance terms. 
The “Guide to Better Letters” was originally written for our own employees and 


agents. It has proven to be so popular and so valuable that we have decided 


to make it available to all agents as a part of our 100th Anniversary celebration. 


INSURANCE COMPANY 
Glens Falis, N.Y. F A 





MODERN MANAGEMENT TEMPERED BY TIME 











INSURANCE STOCKS 
Closing Bid Prices 

























































































Insurance News 


Furnished through the courtesy of The First Boston Corporation” 
1949 Range Jap, 
UNITED STATES ii a 
Aetna Casualty & Surety Company ........ Sl 76 8 
Aetna Insurance Company ............-006 53844 4814 By 
CASUALTY COMPANY Aetna Life Insurance Company .......... Whe 414 Ar 
Agricultural Insurance Company .......... 64 61 “+ 
American Alliance Ins. Company .......... 2344 21% 23h 
American Automobile Ins. Company ...... 4544 4414 45h 
American Casualty Company .............. 12% 94 124 
American Equitable Assurance Company’ .. 21% 2044 OY 
American Insurance Company (Newark) .. 18% 17% 18 
American Re-Insurance Company ......... 28% 2844 Ry 
American Surety Company ............+.. 63% 60% @ 3 
Automobile Insurance Company .......... 3644 36 36y 
Bankers & Shippers Insurance Company .. & $144 M 
Boston Insurance Company ............... 66 6244 8, 
Camden Fire Insurance Association ....... 20% 20 » 
Connecticut General Life Insurance Co. .. 85% 7914 Sh 
Continental Casualty Company ........... 57 51% iT row 
Continental Insurance Company .......... 6342 60 61 
Eagle Fire Insurance Company ............ 1 1 1 cory 
Employers Group Associates .............. 34% 33% 33% pan 
Employers Reinsurance Corporation ...... 63% 61% bly 
Excess Insurance Company of America ...: 8 7% oth 
Federal Insurance Company .............. 5944 59 50, com 
Fidelity & Deposit Company of Maryland .. 166 161 ltt 
Home Office Fidelity-Phenix Fire Insurance Company .. 68 4% 44, reg 
Fire Association of Philadelphia ........... 64 59 64 pag 
60 John Street New York City Fireman's Fund Insurance paigy td (sow) 83 31% sy we 
Firemen’s Insurance Company (Newark) .. 16% 15% 16 
General Reinsurance Corporation ......... 28 25% 7% Tru 
Glens Falls Insurance Company .......... 4914 4814 4h, 4° 
: : bs 7 whi 
Globe & Republic Insurance Company .... 10% 10 104 
Globe & Rutgers Fire Insurance Company — 30 27 30 syst 
Great American Insurance Company ...... 3414 31% 33% Vor 
Ilanover Fire Insurance Company ........ 32% 31% 31% 
Hartford Fire Insurance Company ........ 121 117%, = 1204 Stat 
Ilartford Steam Boiler Inspection & Ins. Co. = 3 321% of law: 
Ilome Insurance Company ................ 29% 28% Hy in ¥ 
Insurance Company of North America .... 108% 103% = 108% . 
Jersey Insurance Company of New York .. 40 39 cal on 
Kansas City Fire & Marine Insurance Co. 19% 18% 1S4 Dise 
Lincoln National Life Insurance Company 63 él 63 
Maryland Casualty Company ............. 15 are 
Maryland Casualty Conv. Pfd. ............ ah fact 
Massachusetts Bonding & Insurance Co. 2 
Merchants Fire Assurance Corporation .... 294, Sura 
Merchants & Mfgrs. Fire Insurance Co. .... ih meri 
Monumental Life Insurance Company a cove 
National Casualty Company ...........65- By 
National Fire Insurance Company ........ 524 brok 
National Union Fire Insurance Company a Bus 
New Amsterdam Casualty Company ...... 304 
New Hampshire Fire Insurance Company .. 44 42 4 page 
New York Fire Insurance Company ...... 15% 144 44 19 } 
Northern Insurance Company ............+ 88 8414 8 
‘ North River Insurance Company ......... 26% 24% 25% tik 
ATLANTIC CITY Ss Northeastern Insurance Co. of Hartford .. 6% 54% 6 cons 
HOTEL of DISTINCTION Northwestern National Insurance Co. ..... 133 129 1383 } : 
: : Ohio Casualty Insurance Company (The) .. 49 49 49 aws 
Devoted to the wishes of a discriminating clien- aclite ile Heamnes Celianey ........:. 2 102 105 We. 
tele and catering to their every want and embrac- Pacific Indemnity Company nial coscocsee be ) ww Hh to le 
ing all the advantages of a delightful boardwalk Sidi Dianeenie CMMNUNE <oiaios ss 9% s71 sh es 
hotel. Preferred Accident Insurance Company .... 31% 3 3h tion 
Spacious Colorful Lounges—Sun Tan Decks atop Providence Washington Insurance Company 35% 3344 Soy at pi 
pen and inclosed Solaria—Salt Water Baths in Reinsurance Corporation of New York .... 54 5 54 disct 
rooms—Garage on premises. Courteous atmos- Republic Insurance Company (Dallas) .... 27% 26 a 7 
phere throughout. Rhode Island Insurance Company ........ 15 1% 1% sural 
——————— St. Paul Fire & Marine Insurance Company 80% cs) a's 
When in Atlantic City visit the Seaboard Surety Company ..............+- 50% 19 504 wink 
FAMOUS FIESTA LOUNGE Security Insurance Company (New Haven) 33% 31% ah to in: 
RENOWNED FOR FINE FOOD Springfield Fire & Marine Insurance Co. .. 46% 44 sale ufact 
——_-@-—__——_— Standard Accident Insurance Company .... 33% 32% = 
OPEN ALL YEAR Travelers Insurance Company ...........+.. 683 608 5 May 
; U. S. Fidelity & Guaranty Company ...... 531% 45%4 h lines 
Under Ownership Management U. S. Fire Insurance Company ..........-- 61 59% Ld | 
Exclusive Penna. Ave. and Boardwalk U. S. Guara utes Company .. ee ‘ s meek 74% 73 wh Grox 
Westchester Fire Insurance Co. (New) .... 21% 20% wh rs 
Best's Entered as Second o~ a at Post Office at Albany, N. Y. PUBLICATION Ad ge BOX 1259, ALBASY. 1, WY. 7 
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ui #t* Each year there are hundreds of changes in the 
él : <a ; : 

; corporate structure of insurance companies. New com- 
334 ff panies are formed, others retire from business, while still 
‘J others change the name under which they operate. Many 
504 companies make changes in their capital structure. Our 
104 regular annual compilation of these changes appears on 
tAS, = . ~ . + a 
a page 13 under the title Company Changes. 

8] . eo e 7.3% 9 ° 
my #tk In his “State of the Union” message, President 
2, Truman called for a national health insurance program 
= while on the same day, Governor Dewey advocated a 
0 system of non-occupational disability benefits for New 


33% York State. Taking cognizance of the fact that three 


a states have already adopted non-occupational disability 
34 laws, the trend is evident. Furthermore, it is a trend 
% § inwhich far more is at stake than the premiums directly 
_ involved as is pointed out in the editorial Compulsory 


1% § Disability on page 15. 


5 *** Tt has been estimated that only 50% of the manu- 
“+ J facturing firms presently carry business interruption in- 
208 surance and that a much smaller percentage of the 
ws § mercantile firms are so protected. Believing that the 
a coverage can and should be sold by every agent and 
524, broker, we have published articles on three phases of it. 
ra Business Interruption Insurance—Why and How on 
a | Page l7, the Agents’ Viewpoint on page 16 and on page 
wi § 19 Business Interruption Adjustments. 

88 

2% § *** The enactment of rate regulatory laws does not 
6 . : ° rp —_ . e 

“ constitute regulation per se. The administration of these 
9 laws is necessary to complete the regulatory pattern. 
1065 We sometimes forget that it is difficult, if not impossible, 


sth to legislate good administration and uniform interpreta- 
% | tion of regulatory statutes. These and other questions 
at present occupying the minds of insurance men are 
m1 discussed by the Massachusetts Commissioner of In- 
1§ F surance in Present Problems on page 23. 


#4 — *** Reporting forms provide a safe economical way 
oa insure contents values of stores, warehouses and man- 
ufacturing risks which are constantly varying and which 
may be in any number of locations regardless of state 
lines. The assistant secretary of the America Fore 
7H Group describes these forms and ventures some predic- 
tions of possible changes in Reporting Forms of Fire 
. Insurance on page 27. 
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*** As a fully qualified professional insurance coun 
selor, an agent must be prepared to offer a buyer com- 
plete coverage for all his hazards and to explain how the 
various coverages operate and the function they will 
perform. It is not sufficient to merely write a client’s 
fire and automobile insurance, he must be given an 
opportunity to decide, on the basis of a full understand- 
ing, what other protection he needs. Beginning on page 
31, a number of specialists in their particular lines ex- 
plain how you can Increase Your Premiums. 


*** This month our Ouis of the Month considers ques- 
tions and answers prepared by the National Bureau of 
Casualty Underwriters on the recently announced pre- 
mium discount program for liability insurance in New 
York. It appears on page 34. 


**ek Are agents underwriting their business or just 
writing it? And why should they underwrite? These 
two questions act as a springboard from which a suc- 
cessful Ohio agent launches into an interesting discus- 
sion on such matters as—can losses be controlled, the 
information which an agent should furnish to the home 
office, how field men can help an agent and the basic 
principles to remember in underwriting. It’s all in 
Agency Underwriting on page 37. 


*x*x* There is a great public faith in the system of capital 
stock insurance which has been built up by years of 
honest effort. It would be extremely short-sighted for 
any segment of the industry to do anything which might 
jeopardize this great asset. On page 41, the past com- 
missioner of Indiana warns Don’t Sell Insurance Short! 


xx Since the January issue, the Modern Aids to Of- 
fice Efficiency section has appeared as a separate de- 
partment. This month the section, which includes ar- 
ticles on Work Simplification and Visual Controls, Guy 
Fergason’s comments on office problems, new products 
introduced and our Office Equipment Directory, begins 
on page 51. 


**x* The two questions of most importance to insurance 
men as far as cash sickness insurance plans are con- 
cerned are (1) will they spread to the states which have 
not as yet adopted them and (2) can private insurance, 
over a period of years, successfully compete in states 
like California and New Jersey where provision is made 
in the law for the voluntary substitutions of private 
insurance for state fund coverage. In Cash Sickness 
Legislation on page 83, an actuary of the Life Insurance 
Association of America gives his answers to these ques- 
tions and outlines a constructive path for insurance men 
to follow. 


**k* This month we publish another of the “Improve 
Your Risk” series designed to assist the agent in render- 
ing increased service to his insureds and his community 
with resultant credit both to himself and to the insur- 
ance industry as a whole. On page 87, the director of 
public relations of the American Insurance Group tells 
how to Improve Your Hospital Risk. 











There are only three com- 
panies west of the eastern 
seaboard writing more 
fidelity and surety business 
than the Western Surety 
Company. 


WESTERN SURETY COMPANY 


ONE OF AMERICA’S OLDEST BONDING COMPANIES 


175 W. Jackson Blvd. 21 W. 10th Street 
Chicago 4, Illinois Kansas City 6, Mo. 


Sioux Falls 
South Dekoto 











BEST’S STOCK INDEX 








1935 1936 19371938 199D 1980819821983 19H DHS 1986 March dune Sent, gy 


1923 19" 
* Based on Standard & Poor’s daily stock price indexes of 50 industriz 
20 railroad and 20 public utility stocks combined. 


CASUALTY FIRE 

1947, 1948 += -1949 1947 1948194 

Jan. 31 399.7 390.1 420.2 209.8 201.4 273 
Feb. 28 399.4 371.0 210.8 195.4 
Mar. 31..... 390.1 388.6 204.9 206.7 
Apr. 30..... 374.3 396.3 195.1 213.4 
May 3! 372.5 410.5 188.9 2273 
June 30 383.2 400.4 199.9 215.1 
July 31 382.0 388.4 197.9 203.8 
Aug. 3! 381.0 388.4 193.7 206.2 
Sept. 30 372.3 375.6 190.0 212.5 
Oct. 31 372.9 410.1 196.2 232.2 
Nov. 30 377.9 384.6 196.4 223.3 
Dec. 31 383.4 403.2 199.5 2363 


NSURANCE share prices advanced in Januar 

reaching the highest levels since the spring of 1% 
Continued strength in insurance shares, despite the 
lethargy of the general stock market, is attributed t 
the improvement in earnings recorded for 1948 and the 
favorable outlook for 1949. The stocks in our fire index 
advanced only one point in January to 237.3 following 
their rapid recovery in December, while casualty shares 
advanced about 4% to reach 420.2, ten points above th 
strong October closing. 


Fire Stocks 


Gains outnumbered losses by two to one in the fire 
field with Aetna, National Fire, Fire Association, Great 
American, St. Paul and Providence Washington recoté- 
ing gains of between 5% and 7%. Fidelity-Phenix, Cor 
tinental and Boston showed the largest declines for the 
month—between 4% and 5%. 


Casualty Stocks 


American Surety, which advanced nearly 9% in De 
cember, was the only casualty share in our index t 
decline in January, off 2%. Leading on the upside we 
Maryland Casualty with a gain of better than 9%, 10 
lowed closely by General Reinsurance, Continental (4 
ualty and United States Fidelity & Guaranty. 
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HIS paper cutter can slice a five inch log as 

quickly and cleanly as you might snip a string. 
If this worker’s hands carelessly fell beneath the 
blade he would be permanently crippled. But he 
will stay on the job because of an ingenious idea 
... it takes BOTH hands, pulling separate levers 
at the same time, to lower the blade. Efficiency 
might say one lever . . . Safety orders two! 


The engineers of capital stock casualty insurance 
companies, in surveying the risks of their individual 
companies, constantly recommend such safety de- 
vices and cooperate with management in organizing 
safety procedures. The numerous humanitarian 
and economic benefits to the policy holder and his 
employees are obvious. 





YOUR PREMIUM DOLLAR 
IS WORKING FOR YOU! 


Ol 
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Bolstering individual company efforts is the Acci- 
dent Prevention Department of the Association of 
Casualty and Surety Companies which conducts 
research in accident prevention and formulates 
broad standards of safety. 


Through its affiliation with the Association of 
Casualty and Surety Companies, The American 
Insurance Group emphasizes the strength of its 
slogan: 





Quality Insurance through ever-expanding and 


ever-improving Quality Protection since 1846. 














Newark, New Jersey 


The American Insurance Co. Te Columbia Fire Insurance Co. 
Bankers Indemnity Insurance Co. The Jersey Fire Underwriters 








Wren bidding for prospects is tough and competitive, 





NATIONAL FIRE INSURANCE COMPANY OF HARTFORD FRANKLIN NATIONAL INSURANCE COMPANY OF NEW YORK 
MECHANICS and TRADERS INSURANCE COMPANY TRANSCONTINENTAL INSURANCE COMPANY 


UNITED NATIONAL INDEMNITY COMPANY 
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WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
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MEMBER THE ASSOCIATED AVIATION UNDERWRITERS 
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INSURANCE STOCKS 


Bought—Sold—Quoted 


ANALYSES OF MANY OF THE 
LEADING STOCK 
FIRE AND CASUALTY INSURANCE 
COMPANIES 


NOW AVAILABLE 


Copies upon request. 


MACKUBIN, LEGG & COMPANY 


Established 1899 


Members New York Stock Exchange 
New York Curb Exchange (Associate) 


BALTIMORE NEW YORK 
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ROCK ISLAND Seger ILLINOIS 


SPECIALIZING IN WORKMEN’S COMPENSATION 
AND ALL LINES OF LIABILITY COVERAGE 





COMPANY DEVELOPMENT, 


A SUMMARY of the insurance company developmen 
throughout the United States and Canada in recent month 
appears hereafter. This summary includes notices of examina. 
tions conducted, and also new, licensed and retired Companies 


ALABAMA 
Admitted 
American Title and Insurance Company........... Miami, Fla 
CALIFORNIA 


Licensed 


Cal-Farm Insurance Company.....,.....++++++- Berkeley, (yl 
Admitted 
Implement Dealers Mutual Fire Ins. Co....Grand Forks, N, p 


CONNECTICUT 
Withdrew 
The Hamilton Fire Insurance Company......Des Moines, Iowg 
DELAWARE 
Retired 
Guaranty & Indemnity Insurance Company... .Wéilmington, Del 
FLORIDA 


Licensed 


\merican Bankers Ins. Co. of Florida........... . Miami, Fla 
Admitted 

American Fidelity Fire Ins. Co................. Richmond, Va 

Electric Mutual Liability Ins. Co...............-. Lynn, Mass 
Examined 

All Florida Surety Company.................. ... Miami, Fla 

American Title and Insurance Company......... Miami, Fla 

Southern States Indemnity Company............ Miami, Fla 


GEORGIA 
Admitted 


Farmers Fire Insurance Company................... York, Pa 
United Insurance Conmpany.. .........csceccsess . Chicago, III 
Virginia Auto Mutual Insurance Co............. Richmond, Va 
IDAHO 
Licensed 
Inland Empire Insurance Company............... Boise, Idah 
ILLINOIS 
Licensed 
Prudence Mutual Casualty Company.............. Chicago, Ill 
Admitted 
DEM ae PELY COMMON «oe oc nce tcccecsseus Lansing, Mich 
North American Life and Casualty Co....... Minneapolis, Mim 
INDIANA 
Admitted 
Protective Mutual Casualty Insurance Co.......St. Louis, Mi 
Washington Fire & Marine Insurance Co...... St. Louis, M 
MARYLAND 
Admitted 
Michigan Mutual Liability Company............ Detroit, Mich 
Examined 
Mutual Fire Insurance Co. of Cecil Co.............E Elkton, Md 
Mutual Fire Insurance Co. of Carroll Co...... Westminster, Md 
MINNESOTA 
Admitted 
Union Casualty Company... ..2..cscececse0. New York, N.Y 


MISSOURI 


Licensed 


Equitable Mutual Assurance Company..........$ . Louis, Mi 
Examined 
Bakers Town Mutual Plate Glass Ins. Co........St. Louis, Mo 
Jefferson Mutual Fire Insurance Co.............St. Louis, Mo 
Northeast Mutual Insurance Association......... _ Mex, Mo 
St. Louis Fire & Marine Insurance Co...........5 . Louis, Mo 
Supreme Mutual Casualty Company............! . Louis, Mé 
eee Casualty COMbOG....... ccc cccccvesccseen Louis, Mo 
Washington Fire & Marine Insurance Co....... “St Louis, M 
NEBRASKA 
Admitted 
Farmers Elevator Mutual Casualty awd Des Moines, Iowa 
xamined 
Farmers Mutual Fire siiitias SR arene eee Madison, Neb 
German Mutual Insurance Co.................-Seribner, Neb 
Svea Fire and Lightning Assessment Ins. Assn. of P 
ee a ee rrr ere Wahoo, Neb 
NEVADA 
Admitted a 
Peersces Castalty Compeny <.oc ccc scccsc ccc scccs Keene, N. H 
NEW HAMPSHIRE 
Admitted ' 
National-Ben Franklin Fire Insurance Co....... Pittsburgh, Pa 


NEW JERSEY 
Admitted . 
Birmingham Fire Insurance Co. of Pa......... Pittsburgh, Pa 


Best’s Fire and Casualty New 
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NEW MEXICO 


Admitted 
National Retailers Mutual Insurance Co...... Glen Cove, N. Y. 
; NEW YORK 
Admitted 
The Copenhagen Reinsurance ( ARS Copenhagen, Denmark 
Withdrew 
Keystone Automobile Club Casualty Co .. Philadelphia, Pa. 
Keystone Automobile Club Fire Co........... Philadelphia, Pa. 
Merged 
Richmond Insurance Company.............-. New York, N. Y. 
Examined 
\ccident and Casualty Insurance Co...Winterthur, Switzerland 
The Copenhagen Reinsurance Co......... Copenhagen, Denmark 
OHIO 
Examined 
Buckeye Union CRONE Ue cccosienexcseslcdas Ce umbus, Ohio 
Buckeye Union Fire Insurance 1 ES ieee Rene ( olumbus, Ohio 
Lightning Rod Mutual Fire Protective Assn...... Wooster, Ohio 
Western Reserve Mutual Casualty Co........... Wooster, Ohio 


OKLAHOMA 
Withdrew 
Union Mutual Life Insurance Co................. Portland, Me. 
PENNSYLVANIA 


I iss »Ived 


Oakland Mutual Fire Insurance Co.......... Dempseytown, Pa. 
Examined 
\merican Mutual Benefit Insurance Co........ Philadelphia, Pa. 
Clarion County Mutual Fire Insurance Co.......... Clarion, Pa. 
Commonwealth Mutual Fire Ins. Co. of Pa.... Philadelphia, Pa. 
Crawford County Mutual Insurance Co.......... Meadville, Pa. 
Farmers Alliance and Industrial Union Mutual 
CIE Ge oo. . os cba cccacvcectioeede Guys Mills, Pa. 
Millers Mutual Fire Insurance Co.............. Harrisburg, Pa. 
Mutual Fire Insurance Co. of Reading............ Reading, Pa. 
Tioga County Grange Mutual Fire Ins. Co.......Millerton, Pa. 
Washington County Fire Insurance Co........ Washington, Pa. 
RHODE ISLAND 
Admitted 
Michigan Mutual Liability Company............ Detroit, Mich 
SOUTH CAROLINA 
Admitted 
Christiania General Insurance Corp. of N. Y...New York, N. Y. 
Globe & Republic Ins. Co. of America....... New York, N. Y. 
Mansfield Mutual Fire Insurance Co........... Mansfield, Ohio 
Virginia Auto Mutual Insurance Co............. Richmond, Va. 
TENNESSEE 
Admitted 
Inter-Ocean Reinsurance Company........ Cedar Rapids, Iowa 


TEXAS 


Licensed 


I 5 cc sn Sua g Fo uric ww 6in SSE aie AOS Dallas, Texas 
General Lloyds Fire & Casualty............San Antonio, Texas 
Reinsured 
suty Casualty Company... ...........ccceeeeee. Dallas, Texas 
VERMONT 
Admitted 
Bankers and Shippers Ins. Co. of N. Y....... New York, N. Y. 
VIRGINIA 
, Admitted 
Michigan Mutual Liability Company............ Detroit, Mich. 
Otsego Mutual Fire Insurance Co....... Burlington Flats, N. Y. 
Utica Fire Insurance Co. of Oneida Co............ Utica, N. Y. 
WEST VIRGINIA 
Admitted 
Industrial Insurance Company......... Raritan Township, N. J. 
WISCONSIN 
ee i Admitted 
Electric Mutual Liability Insurance Co............ Lynn, Mass. 
Farmers Elevator Mutual Insurance Co....... Des Moines, lowa 
DOMINION OF CANADA 
a Admitted 
British Commonwealth Insurance Co., Ltd........ London, Eng. 
Christiania General Ins. ( o., Ltd.....Storebrand, Oslo, Norway: 
—— _ Withdrew 
lina Fire Insurance oe Hong Kong 
MANITOBA 
“a Admitted 
“vetla Swiss Fire Insurance Co., Ltd... ..St. Gall, Switzerland 


NOVA SCOTIA 


Cons : Admitted 
Ingency Insurance Company, Ltd London, Eng 
. ‘y In apany, Ltd............. uF . Eng. 
Philadelphia Fire and Marine Ins. Co......... Philadelphia, Pa. 





























The Hotel 
Pennsylvania 
in 
New York City 
is now 


known as 


HOTEL 
STATLER 


Hotels Statler Co., Inc. 
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COMPANY 


ERY few people outside of the insurance business 

realize that there are literally hundreds of insurance 

companies, and even few people within the business 
realize how many changes take place each year ; retire- 
ments, the organization of new companies, changes in 
title, contributions to surplus, or changes in capital. 

The vear 1948 was relatively quiet yet, thirty-three 
retired from business, eighty new companies entered 
the business and eighteen changed their names. Capital 
changes or contributions to surplus were made in fifty- 
six companies. 

Nearly $45,000,000 of new money was paid-in during 
1948 by stockholders, either through the organization 
of new companies or in augmenting the funds of exist- 
ing companies. This total does not include $3,000,000 
paid into subsidiary companies by parent insurance 





companies. 
NEW COMPANIES 
Stock Fire and Casualty Companies 


Aoricultural Indemnity Company of Wyoming, Laramie, 
Wyoming: Licensed August 27 as a casualty afhliate of the 
Agricultural Insurance Company of Wyoming with a capital of 
$100,000 and contributed surplus of $15,000. ; ‘ 

Agricultural Insurance Company of Wyoming, Laramie, 
Wyoming: Licensed August 27 as a fire affiliate of the Agri- 
cultural Indemnity Company of Wyoming with a capital of 
$100,000 and contributed surplus of $10,000. 

All-American Insurance Company, Washington, D. C.: This 
organization was incorporated February 10 and licensed on 
February 12th with a paid in capital of $151,500 and contributed 
surplus of $175,000. 

American Agricultural Insurance Company, Indianapolis, In- 
diana: Licensed May 26 with capital of $750,000 and surplus of 
$250,000 to write multiple line reinsurance and direct risks. 

American Bankers Insurance Company of Florida, Miami, 
Florida: Licensed during the month of December with a paid 
in capital of $250,000 and surplus of $100,000. The company will 
specialize in automobile physical damage coverage. 

American Universal Insurance Company, Providence, Rhode 
Island: Licensed July 1 with paid in capital of $50,000 and 
paid in surplus of $25,000. This company succeeded the Ameri- 
can Motors Mutual Insurance Company, Providence, R. I. 

Balboa Insurance Company, Los Angeles, California: Licensed 
March 26 with paid in capital of $250,000 and contributed sur- 
plus of similar amount. Formed by the Seaboard Finance Com- 
pany, operations are confined to automobile fire, theft and $50 
deductible collision coverages. 

Cal-Farm Insurance Company, Berkeley, California: This 
company was licensed November 27 to write liability, automo- 
tile and miscellaneous insurance. Initial capital of $200,000 
and surplus of $200,000 was produced through the sale, at twice 
a —_— stock, par value $100 and common stock, par 
value $1. 

Casualty Underwriters, Inc., St. Paul, Minnesota: This par- 
ucipating organization was licensed February 16. It began busi- 
ness with capital of $100,000 and surplus of $100,000 produced 
through the sale of stock at $20 per share, par value $10. Opera- 
tions presently confined to full coverage automobile. 

Central Trust of China (U. S. Insurance Branch), Shanghai, 

: Licensed April 2 to write fire and marine lines. Branch 

Was established with initial resources of $2,500,000 and will be 
managed by S. W. Hsiang. The American International Marine 
Agency, New York, N. Y., is U. S. marine manager. 

Commercial Benefit Insurance Company, Phoenix, Arizona: 

sed August 31 with capital of $150,000 and surplus of 
$197,459 to write accident and health insurance. This company 
succeeded a benefit corporation with the same title. 
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CHANGES 


Eastern Insurance Company, Wilmington, Delaware: On 
August 16, this company was licensed to write excess automo- 
bile casualty lines on taxicabs with a capital of $100,000 and 
surplus of $50,000. 

Echo Fire and Title Insurance Company, Charleston, South 
Carolina: Licensed August 4 with a paid in capital of $100,500 
and paid in surplus of $25,125. 

Farm Bureau Insurance Company of Nebraska, Lincoln, Ne- 
braska: This company was incorporated late in 1947 and licensed 
on February 23 with capital of $100,000 and surplus of $25,000. 
Capital funds were produced through the sale of stock at $125 
per share, par value $100. Organizational expenses were limited 
to $9,820. 

General Bonding & Insurance Company, Oklahoma City, Ok- 
lahoma: This company incorporated on February 26, 1947 and 
was licensed February 26, 1948 with capital of $71,000 and 
surplus of $81,000 produced through the sale of stock at $25 
per share, par value $10. 

General Casualty and Surety Company, Atlanta, Georgia: 
Licensed August 9 with a paid in capital of $250,000 and a 
surplus of $150,000. 

Georgia Casualty & Surety Company, Atlanta, Georgia: This 
company was incorporated on December 17, 1947 and licensed 
February 20. It began business with a capital of $100,000 and 
surplus of $200,000 produced through the sale of stock at $30 
per share, par value $10. 

Great Central Insurance Company, Peoria, Illinois: This com- 
pany was incorporated February 10 and licensed March 5 with 
a capital of $250,000 and a surplus of $150,000 produced through 
the sale of stock at $16 per share, par value $10. It was formed 
for the purpose of absorbing the Great Central Mutual Insur- 
ance Company. 

Great Western Fire and Marine Insurance Company, San 
Francisco, California: Licensed July 8 with capital of $250,000 
and surplus of similar amount. It writes general fire lines on 
board basis and is closely affiliated with California Compensa- 
tion Insurance Company. 

Inland Empire Insurance Company, Boise, Idaho: Licensed 
December 1 with $100,000 capital and $50,000 surplus. The com- 
pany commenced active underwriting on January 1, 1949 at 
which time it reinsured and rewrote all of the business of the 
Inland Empire Casualty Underwriters, a reciprocal operated by 
interests identified with those of the new stock company. 

Latonia Insurance Company, Incorporated, Covington, Ken- 
tucky: This company was licensed August 4 with a capital of 
$50,000 and surplus of like amount to write taxicab lines. 

Lexington Insurance Company, Boston, Massachusetts: Li- 
censed under the laws of Delaware on November 10 with a 
paid in capital of $100,000 and paid in surplus of $50,000 to 
transact fire and allied lines. 

Midwestern Insurance Company, Oklahoma City, Oklahoma: 
Licensed June 16 to write all classes of casualty business with 
a capital of $200,000 and surplus of $250,000. 

Mobile Fire & Marine Insurance Company, Mobile, Alabama: 
Licensed August 4 with capital of $100,000 and surplus of $50,- 
000 to write automobile fire, theft, and collision and fire and 
windstorm on protected buildings only. 

Moral Insurance Company, Tulsa, Oklahoma: Licensed Oc- 
tober 1 to write full coverage automobile except fire or theft 
alone, with a capital of $50,000 and contributed surplus of 
$10,000. 

National Service Automobile Insurance Company, Arlington, 
Texas: Licensed during September with a capital of $100,000 
and contributed surplus of $25,000 to write fire, marine, light- 
ning, tornado and automobile, except public liability. 

Ohio Valley Automobile Insurance Company, East Liverpool, 
Ohio: This company was licensed August 20 with a capital of 
$100,000 and surplus of $50,000 to write automobile, physical 
damage only. 

Oregon Farm Bureau Insurance Company, Pendleton, Oregon: 
This company, owned and controlled by the Oregon Farm 
Bureau Federation Members, was licensed March 20 to write 
automobile, farm liability, employers’ liability and farm equip- 
ment insurance on a participating basis. It began business with 
a capital of $101,000 and a surplus of $75,750. 


(Continued on the next page) 








COMPANY CHANGES—Continued 


Professional Business Men's Casualty Insurance Company, 
Denver, Colorado: Licensed March 22 with a capital of $100,000 
and a surplus of $30,000. This company succeeded the Pro- 
fessional and Business Men's Mutual Insurance Company, 
Denver, Colorado. 

Safety Casualty Company, Wilmington, Delaware: This com- 
pany licensed under the laws of Delaware on November 22 with 
paid in capital of $100,000 and contributed surplus of $221,000 
has its executive offices in Dallas, Texas. It was formed by 
the Magnolia Petroleum Company. 

San Jacinto Insurance Company, Nacogdoches, Texas: Li- 
censed August 31 with paid in capital of $100,000 and paid 
in surplus of $100,000 with authority to write complete fire 
and marine lines. 

Southwestern Fire and Casualty Company, Dallas, Texas: 
Licensed July 8 with paid in capital of $250,000 and paid in 
surplus of $500,000. Sponsored by T. A. Manning & Sons, 
Texas insurance managers, the company is empowered to trans- 
act a multiple line fire and casualty business. 

Tennessee Farmers Insurance Company, Columbia, Tennessee: 
This company was licensed November 15 with a capital of 
$105,000 and contributed surplus of $52,500. Initial resources 
were paid through the issuance of 800 shares of preferred 
stock, par value $100 each and 2500 shares of common stock, 
par value $10 each, at a 50% premium. 

Texas General Indemnity Company, Denver, Colorado: This 
organization, a subsidiary of the American Indemnity Company, 
Galveston, Texas, was licensed March 29 with a capital of 
$100,000 and a surplus of $50,000, produced through the sale of 
stock at $15, per share, par value $10. 


Mutual and Assessment Companies 


Agricultural Workers Mutual Auto, Fort Worth, Texas: 
Licensed April 30 as a non-profit organization. 

Airport Operators Mutual Fire Insurance Company, Bethesda, 
Maryland: Licensed May 1 to write aircraft hull insurance. 

American Mutual Fire Insurance Company, Morrilton, Arkan- 
sas: Licensed May 11 to write fire and allied lines of insurance. 

Automotive Mutual Insurance Company, St. Louis, Missourt: 
Licensed October 8 as a general mutual company. 

Dodge City Mutual Hail Insurance Company, Dodge City, 
Kansas: Licensed May 6 to write hail coverage on. growing 
crops. 

Equitable Mutual Assurance Company, St. Louis, Missouri: 
Licensed December 28 as a misce a mutual company. 

Farmers Union Mutual Insurance Company, Salt Lake City, 
Utah: This company was licensed on March 1 with a guaranty 
fund of $10,000. 

Farmers Union Mutual Insurance Company, Torrington, 
V'yoming: This mutual was incorporated on February 12 and 
granted a license as a non-profit organization on March 18. 

Gillespie County Reserve Mutual Life Insurance Company, 
Fredericksburg, Texas: This company was licensed on August 17 
to transact life, health and accident lines. 

Grain Growers Protective Association, Denver, Colorado: 
Licensed January 15 as a county mutual protective association. 

Harvesters Protective Association, Denver, Colorado: Li- 
censed March 23, 1948 as a county mutual association. 

Independence Mutual Fire Insurance Company, Little Rock, 
Arkansas: This mutual was incorporated November 15th and 
licensed on November 18th with a paid in surplus of $15,000. 
Fire and allied lines are written on the industrial plan, weekly 
premiums with a 15 day grace period. 

Independent Mutual Fire Insurance Company, East St. Louis, 
Illinois: Licensed on March 19 to write fire and allied lines on 
the industrial plan. 

Independent Mutual Fire Insurance Company, Indianapolis, 
Indiana: Licensed July 16 to write fire, lightning, windstorm and 
hail on household goods only. 

Insurance Company of Maryland, Baltimore, Maryland: 
Licensed March 19 with authority to write general fire, marine 
and casualty lines. The new company utilized the charter of 
the dormant Mutual Fire Insurance Company in Baltimore 
County which had been formed in 1849 and ceased business 
July 31, 1944 when all assets and liabilities were assumed by the 
Mutual Fire Insurance Company of Cecil County, Elkton, 
Maryland. 

Integrity Mutual Casualty Company, Appleton, Wisconsin: 
This company incorporated January 28 and was licensed April 1 
with a contributed surplus of $140,000. 

Towa Home Mutual Fire Insurance Company, Des Moines, 
Towa: Formed during 1948 as an affiliate of the Iowa Home 
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Mutual Casualty Company to take over the existing general 
fire coverage under a reinsurance contract. 

lowa Mutual Hail Insurance Company, Des Moines, low 
Licensed February 13 with initial resources of $300,000 ti 
underwrite hail insurance for members of the Iowa Farp 
Bureau Federation. j 

La Salle Fire & Marine Mutual Insurance Company, Chicag 
Illinois: Licensed May 29 to write fire, marine and allied lings 
It is an affiliate of the La Salle Mutual Casualty Company 

Merchants Mutual Casualty Company, Kansas City, Missoyy; 
Licensed November 4 with approved applications for insurance 
amounting to $25,000 in paid premiums and approved real estat 
mortgages of $20,044 as surplus. 

Mercury Mutual Insurance Company, San Antonio, Texas 
Licensed August 20 with authority to write fire, windstorm, hail 
rent and automobile fire, theft and collision. 

Metro Mutual Insurance Company, Detroit, Michigay 
Licensed April 14 as an assessment or cooperative insurer. 

Mid-State Mutual Casualty Company, St. Louis, Missoyy 
This company was incorporated on July 9 and licensed Septem. 
ber 8 by the Missouri Insurance Department. 

Midwest American Mutual Insurance ( ompany, Des Moines 
lowa: Reactivated in August to write accident and health ang 
full cover automobile. The company in reality is a continuation 
of the Protective Health & Accident Company, Des Moines 
Iowa. 

Midwest Mutual Casualty Company, Clayton, Missouri: This 
organization was incorporated May 14 and received its licens 
on August 31. 

Midwest Mutual Insurance Company, Des Moines, lowe 
This mutual was licensed and began operations September | 
with a contributed surplus of $25,000. It writes automobile liabil- 
ity, property damage and collision coverages. 

Mutual Benefit Casualty Company, Huntingdon, Pennsylvania 
Licensed July 1 with a contributed surplus of $125,000. Sponsored 
by Swigart Associates, Inc., the company writes accident, health 
hospitalization, automobile liability, liability other than auto 
workmen’s compensation, fidelity, surety, plate glass, burglary 
theft and automobile property damage on a non-assessable basis 

Mutual Fire & Automobile Insurance Company, San Antoni 
Texas: Licensed October 11 with a paid in surplus of $20,500 

National Protective Association, Holyoke, Colorado: Licensed 
March 23, 1948 as a County Mutual Association. 

New Mexico Farm Mutual Insurance Company, Las Cruces 
N. M.: Licensed July 21 with a paid in surplus of $150,000 t 
write automobile insurance primarily. 

Producers Protective Association, Denver, Colorado: Licensed 
March 22, 1948 as a County Mutual Association. 

Professional and Business Men's Protective Association 
Denver, Colorado: Licensed April 30 as a county mutual pro 
tective association. 

Prudence Mutual Casualty Company, Chicago, Illinois 
Licensed December 28 to write automobile insurance. 

The South Dakota Mutual Insurance, Aberdeen, S. D 
Licensed August 2 to write fire coverages. It was consolidated 
with and assumed all the assets and liabilities of the South 
Dakota Mutual Insurance Company, Aberdeen, S. D. 

Valley Mutual Insurance Company, Logan, Utah: Incor- 
porated on March 2 this company was licensed August 16 wit 
a paid in surplus of $1,000. 

Wayne Mutual Fire Insurance Company, Detroit, Michigan 
Licensed April 22 with a surplus of $50,000. 

Western Plains Insurance Company, Lincoln, Nebraska 
Licensed March 15 as an assessment hail association. 


Uoyds and Reciprocals 


American Lloyds, Dallas, Texas: Licensed during December 
to write full coverage automobile, liability, accident and health 
and workmen’s compensation with a guaranty fund of $80,000 

Argonaut Insurance Exchange, San Francisco, Californa 
Licensed August 6 to write workmen’s compensation insurance 
with subscribed surplus of $200,000. Argonaut Underwriters 
Inc., is attorney-in-fact. 

Empire Indemnity Exchange, Denver, Colorado: Licensed 
August 24 to write casualty lines. Underwriters Associates 
Incorporated, is attorney-in-fact. 

General Lloyds Fire & Casualty, San Antonio, Texas 
Licensed during December with a guaranty fund of $100,000 t 
write fire, automobile, accident and health, workmen's com- 
pensation, liability, burglary and plate glass. 

International Inde mnity Exchange, St. Louis, Missown: 
This exchange was licensed July 28 with a guaranty fund of 

$50,000 to write accident and health, automobile physical dam 
age and inland marine. International Underwriters, Inc, 
attorney y-in-fact. 

(Continued on page 96) 
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IIPULSURY SHI 


TRUMAN in his 
Union” message, said in part: “We must spare no 
effort to raise the general level of American health 


“State of the 


RESIDENT 


in this country. Moreover, we need—and must 
have without further delay—a system of prepaid medical 
insurance which will enable every American to afford 
good medical care.” 

"It is significant that on the same day, January 5, 
Governor Thomas E. Dewey, Mr. Truman’s Republican 
opponent in the recent presidential race, recommended 
that non-occupational disability legislation be adopted 
in New York State. Politicians of varying stature have 
lost little time in jumping on this newest band wagon 
with the result that social insurance schemes will re- 
ceive strong backing on both the federal and state levels. 

President Truman’s recommendations are not new 
and embody much that appeared in legislative proposals 
previously sponsored as the Wagner-Murray-Dingell 
Bill. This type of proposal is generally classed under 
the head of socialized medicine and has been roundly 
attacked by important segments of the medical pro- 
fession. 

The available facts do not indicate that such a sys- 
tem of itself would materially improve the health of 
the people. The Research Council for Economic Se- 
curity recently made a study in this field, based on 
pre-war figures to avoid distortion. These statistics 
clearly indicate that there are no major differences in 
the health of the people in countries having compulsory 
(France, England and Germany), subsidized (Sweden, 
Denmark and Belgium) or voluntary (United States, 
Canada and Australia) systems. The Council points out 
that good health depends on many things—medical 
facilities, opportunity, living standards, nutrition, etc. 


Spending Habits 


It is at least questionable that the majority of people 
who allegedly do not receive adequate medical care are 
in such a position due to lack of money. Most of them 
appear to spend rather freely on other items out of 
choice. For example, the average individual (in 1947) 
spent only 1.0% of his net income for physicians and 
1.1% for life insurance, while spending 2.4% for to- 
bacco, 74% for automobiles and services, 1.7% for 
jewelry and theaters. 

Furthermore, over 52,000,000 Americans are now 
covered by some type of voluntary hospital expense in- 
surance, 26,000,000 have surgical and 9,000,000 medical 
msurance coverage. Considering only these two facts— 
spending habits and voluntary coverage—we question 
whether a compulsory system is a crying need of the 
people or a popular cry of the politician. 

In the compulsory non-occupational disability field 
we do not have to go abroad for data. Three plans are 
dready in effect—Rhode Island, California and New 
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Jersey. In the first state the system is monopolistic, 
while in the last two both the state and private com- 
panies underwrite the coverage. 

However, the New Jersey Council of the C.1.Q. is 
advocating repeal of the sections of the law which per- 
mit private insurance to function and seeks the estab- 
lishment of a monopolistic state fund for non-occupa- 
tional disability benefits and for workmen's compensation 
insurance as well. The C.I.O. advocates at the same 
time an increase in benefits and the repeal of all workers’ 
contributions toward its cost. 

In New York, the State Federation of Labor (A.F.L.) 
has officially endorsed a combination plan, i.e., state 
and private. The union group feels that an all-inclusive 
private plan is objectionable on two grounds: (1) enor- 
mous profits would be received by the companies ; and 
(2) companies would charge a high rate for the worst 
risks. 


Rates and Profits 


In view of the competition among private companies, 
supervision of rates by the state, and the fact that most 
group plans are written on some retrospective or par- 
ticipating basis, the contention as to excessive profits 
can pretty well be ruled out. Experience in the field 
of workmen’s compensation insurance, another form of 
social insurance, bears this out as does the experience 
in the two states now permitting privately underwritten 
non-occupational disability insurance. In California and 
New Jersey, private companies competing with the state 
provide equal over-all benefits for less premium or more 
benefits for the same premium. In addition, they pay 
state taxes and a commission to the writing agent. 

The second contention, that private companies would 
charge a high rate for the worst risks, is not only true 
but just. Moreover, the state rate supervisory authori- 
ties would insist upon it. Any rating group which does 
not contribute its proportionate share to the insurance 
pool and yet receives full benefits would be getting a 
partially free ride at the expense of the others—a clear 
case of unfair discrimination. 

The trend of the times is clear: Three states have 
already adopted non-occupational disability laws; thir- 
teen states have had such legislation proposed in either 
their 1947 or 1948 legislative year and additional states 
will press for such laws in the future. From the stand- 
point of private insurance, the trend so far has been 
encouraging—the first state monopolistic, the second 
state competitive and the third state competitive on an 
improved basis. It is clearly up to the companies and 
their agents to keep the trend favorable and to further 
improve the position of private insurance. A lot more 
than the estimated one billion dollars in premiums is 
at stake. 





BVIOUSLY one reason why 
such a large number of auto- 
mobile insurance policies are 
sold is that both the buyer and the 
salesman know the coverages avail- 
able and feel a need for the protec- 
tion. Business interruption insur- 
ance unfortunately has been kept in 
the closet by the agent and many 
merchants and probably some manu- 
facturers do not even know it is 
available unless they learn of it 
through their own trade associations 
or through the unfortunate experi- 
ence of having an uninsured loss. 
Considering the one field of busi- 
ness interruption insurance, an agent 
who has not sufficiently qualified 
himself to understand and to sell the 
coverage cannot hope to maintain 
indefinitely a competitive position 
with other agents. He is not render- 
ing a proper service to his present 
clients who trust him to provide for 
and to acquaint them with forms of 
insurance protection available. When 
his business is lost he has no one to 
blame but himself, although it is 
usually the companies, rating bu- 
reaus, or someone else that gets the 
blame. 


Get Out and Sell 


From a potential sales standpoint 
there is nothing really new. There 
is no magic formula and it still takes 
calls to get results. There is no sub- 
stitute for a knowledge of the cover- 
age you are selling and a proper 
presentation of the subject. Any 
magazine on salesmanship can give 
you a lot of good points of presenta- 
tion, but the main trouble it seems, 
asa special agent put it to me once, 
is the glue that holds an agent in his 
seat. 
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AGENTS' VIEWPOINT 


JAMES W. MARTIN 
Manager, Insurance Department 
Percy H. Goodwin Company 


The R.F.C. has for many years 
considered the carrying of business 
interruption insurance as a neces- 
sary factor in connection with their 
loans. Many private banking organ- 
izations are becoming increasingly 
interested in the subject and I think 
it would be time well spent for an 
agent to discuss with his local banker 
the advantages of the coverage which 
can often avoid, in the event of a fire 
or other catastrophe, a sour loan and 
a lost customer. One approach to a 
banker is to ask whether or not the 
bank would consider a loan on a 
business that was suspended by fire 
and using up the direct damage in- 
surance to pay continuing expense 
and the salaries of men it needed to 
resume business. I believe you would 
find that the money market had 


tightened up considerably. 
Lack of Coverage 


In my own state approximately 
43% of the businesses that suffer a 
severe fire loss are not able to re- 
sume operations, mainly for credit 
reasons. Obviously at least this per- 
centage is uninsured. It would pos- 
sibly be a close guess to say that 50% 
of the manufacturing firms are 
carrying interruption coverage, how- 
ever | would that a much 
smaller percentage of mercantile 
firms have it. From a numerical 
rather than a volume of business 
standpoint, probably 75% of the 
mercantile firms in California do not 
have the coverage and constitute a 
potential market, for some form of 
interruption coverage. As you know, 


guess 





even doctors, dentists and_ beaut 
parlor operators are prospects, 

The first criticism for the small 
unit volume of business sold is prop- 
erly directed at the agent who is up- 
familiar with the coverage and shows 
no inclination toward self improve- 
ment either through study or solicit- 
ing the assistance of special agents 

An agent should have a good 
understanding of what the various 
contracts will do and be able to ex- 
plain them to a prospect in non-tech- 
nical language. He has to be able t 
sell the coverage practically without 
letting the prospect see the policy 
form or he is lost. 

Several years ago one of the com- 
panies published a_ business inter- 
ruption values guide which was very 
useful. It gave a nation-wide average 
of gross profit for retail businesses 
and other information which enabled 
an agent in a solicitation to quote a 
rough premium by just finding out 
a merchant’s estimated annual sale 
I have a copy of this and it would 
seem desirable for some enterprising 
company to make an up-to-date re 
view of the advantages of this type 
of sales material. 


Reasonable Cost 


From a standpoint of cost, which 
usually creeps into the sale conver 
sation early, it might be useful to 
mention that usually the three yeaf 
cost of interruption insurance is les 
than the loss which would result 
from three days interruption in bus- 
ness. Make this comparison on the 
next risk you work on. Also a study 
of fire losses on mercantile firms it- 
dicates that in one fire out of three 
the amount of loss suffered from 


(Continued on page 94) 
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HE simplest yet most convinc- 

ing answer to the question 

“Why business interruption in- 
surance” is found in the relationship 
of two one dollar bills. Think of one 
bill as representing the dollars in- 
vested in the buildings, machinery, 
equipment and materials used by a 
mercantile or manufacturing busi- 
ness. Think of the other bill as rep- 
resenting the dollars of earnings pro- 
duced by the use of the property rep- 
resented by the first dollar. The first 
dollar was spent to produce the 
second dollar. The second dollar 
exists because of the first dollar. 
Both dollars are of equal value. If 
the value of the first dollar is insured 
against loss by property damage in- 
surance against fire, explosion, wind- 
storm or other hazards and perils, 
it is equally necessary to insure the 
second dollar against loss by the 
same hazards and perils. 


Same Hazard 


The owner of a two story building 
does not insure only the first story 
against loss. He insures both stories 
because obviously both are subject to 
destruction by the same hazard or 
peril. For the same reason the mer- 
chant and manufacturer should in- 
sure both the dollars of his earnings 
and the dollars of his property 
values. Therefore business interrup- 
tion insurance exists as the form of 
insurance designed to insure the 
dollars of business earnings against 
loss, thereby doing for a business 
what that business would have done 
for itself in the production of earn- 
ings through its ability to use and 
occupy its premises had not business 
interruption resulted from damage 
to or destruction of such premises. 
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WHY AND HOW 


HENRY C. KLEIN 
Secretary, 
New York Underwriters Insurance Co. 


Because business interruption in- 
surance protects the earnings value 
of lost time, it has demonstrated its 
value to American business during 
every cycle of our nation’s economy 
throughout the seventy years since 
it was first written. 

In times of business depression 
such as 1932 when many businesses 
were operating without net profit 





and not even earning all charges 
and expenses, business interrup- 
tion insurance indemnified for loss 
sustained to the extent of actual 
earnings and thereby prevented the 
greater loss that would otherwise be 
sustained if business were completely 
suspended by property damage. 
How effectively business inter- 
ruption insurance has protected busi- 
ness earnings in wartime was amply 
demonstrated during the recent war 


when tremendous amounts were pur- 
chased and indemnified many busi- 
nesses for the earnings that would 
have been produced during the time 
rehabilitation of physical damage 
was delayed because of wartime 
shortages of materials and _ labor. 
Some business interruption policies 
paid total losses because priority 
regulations prohibited reconstruction 
in the interest of the nation’s war 
effort. Events since V-J Day testify 
to the value of business interruption 
insurance in postwar years. 


Business Preservation 


The answer to our query “Why 
business interruption insurance” is 
therefore clear. It is that in peace or 
war, in times of depression or pros- 
perity, business interruption insur- 
ance is the one form of insurance de- 
signed to provide a business crippled 
by property damage with the funds 
with which to prevent lost time be- 
coming lost earnings, the funds for 
dividends to stockholders, the funds 
for the payment of bills for taxes, in- 
terest and other necessarily continu- 
ing expenses, and the funds with 
which to preserve the efficiency of 
the insured’s organization by paying 
the salaries and wages of the neces- 
sary executives and employees who 
must be retained so that operations 
can be promptly and efficiently re- 
sumed. 

Moreover by performing this serv- 
ice business interruption insurance 
sustains credit and guarantees 
against insolvency and by function- 
ing as a form of collateral security 
business interruption insurance pre- 
vents good credit risks from becom- 
ing bad losses. In a very real way, 
business interruption insurance is 

(Continued on the next page) 
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Why and How—Continued 


business preservation insurance. So 
much for the “Why of business in- 
terruption insurance.” 


Insurable Interest 


Of course before a policy is 


written the buyer must have a busi- 
ness interruption insurable interest 
in the object of coverage. To pos- 
sess that interest ownership of the 
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WITH the Saint Paul Companies, welcome is more than 
a word. By the way we do business, we aim to live up 


We welcome your questions, your problems, regardless 
of size. For assistance and for the latest in insurance 
coverages, call our state agent or.write the home office. 


Members American Foreign Insurance Association, 
offering world-wide insurance facilities. 


ST. PAUL FIRE and MARINE INSURANCE COMPANY 
MERCURY INSURANCE COMPANY 
SAINT PAUL - MERCURY 


object is not necessary. Wherever 
an individual, partnership or cor- 
poration has an interest in the earn- 
ings derived from a business, it has 
a business interruption insurable in- 
terest in the premises of that busi- 
ness irrespective of ownership of 
such premises. 

The lessee of a building he occu- 
pies for his business has a business 
interruption insurable interest in 
the building as complete as though 
he owns the building. The user of 
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electric power generated by a public 
service company, the user of castings 
purchased from a foundry, or of cloth 
purchased from a mill, has a busp 
ness interruption insurable interes 
in that power plant, foundry or mil} 
notwithstanding he does not own of 
even occupy or operate it. But some. 
thing more than occupancy, use, of 
dependence upon the object of cover- 
age is also necessary. There must be 
prospective earnings because busi- 
ness interruption insurance covers 
only net profit and fixed charges and 
necessarily continuing expenses to 
the extent they would have been 
earned had not fire or other peril 
occurred. 


Policy Forms 


Since the amount of insurance 
needed and the premium cost depend 
upon the form of policy purchased 
and since the choice of form depends 
upon Mr. Buyer's requirements, it is 
necessary to understand how the 
available policy forms differ. Elimi- 
nating from consideration the old 
per diem and per week indemnity 
policies which are practically extinct, 
also the specified time form policies 
which are written only in Pacific 
Coast States, Mr. Buyer’s choice 
lies between the two item form and 
the gross earnings form. 

These two policy forms are avail- 
able because business managements 
differ with respect to their need for 
insurance on ordinary _ payroll 
Therefore under one item the two 
item form covers net profit and 
necessarily continuing expenses ex- 
cept ordinary payroll and under the 
2nd item, if desired, ordinary pay- 
roll may be insured for a minimum 
of 90 days. The gross earnings form 
consists of only one item which 
covers gross earnings less discon 
tinuable expenses and _ therefore 
covers ordinary payroll to the extent 
it necessarily continues following the 
occurrence of property damage. 

The fact that the two item form 
covers net profit plus necessarily 
continuing expenses whereas the 
gross earnings form covers gross 
arnings less discontinuable e& 
penses is immaterial. Both indemnify 
for the same actual loss sustained. To 
offset the greater basis of contribu- 
tion or coinsurance because it covers 


(Continued on page 76 
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Business Interruption Adjustments 


ANY words have been writ- 

ten upon the subject of co- 

operation between companies, 
agents and adjusters towards culti- 
vating the respect and good will of 
the public—our customers—in the 
conduct of our business. Its im- 
portance is manifest. In our business 
agents sell agreements to perform 
under certain specifications. The ad- 
juster produces that which is sold 
and it is through the adjustment that 
the specifications are tested. Cer- 
tainly teamwork between agent and 
adjuster is most desirable. 


Losses More Varied 


In business interruption adjust- 
ments the specifications are more 
complicated than in other classes 
of coverage. Losses through which 
experience is derived are more 
varied—have been fewer in number. 
The forms use different methods of 
arriving at the same result. It is no 
wonder therefore that there is some 
confusion about this type of cover- 
age in the minds of our customers 
which it is the duty of all of us to 
expel. Toward this end it is my 
thought that explanations given to 
assureds and their auditors in the 
course of an ordinary adjustment, 
and problems encountered in the ad- 
justment itself, may be helpful. The 
‘ollowing comments apply to all 
lypes of risks. The basic principles 
are the same for all. 

_ The most important initial step 
many adjustment, under this type 
‘coverage, is to impress upon the 
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K. W. WITHERS 
Executive Adjuster, 
General Adjustment Bureau 


assured that we are insuring against 
loss of income. True some of our 
forms read to cover net profits and 
continuing expenses—but they so 
cover “to the extent to which they 
are being earned.” Income to the 
extent of net profits and continuing 
expenses. If it is kept in mind that 
income is the subject of insurance 
under all of our forms much of the 
confusion will disappear. 

Under gross earnings forms we 
cover income to the extent of gross 
margin over cost of merchandise or 
materials entering into sales; under 
the contribution forms we cover in- 
come to the extent of net profits 
and continuing charges and ex- 
penses ; and under the specified time 
forms we cover income to the ex- 
tent of net profits plus fixed charges 
and expenses. All forms cover in- 
creased costs or expense incurred 
to reduce the loss under the cover- 
age that would otherwise have been 
sustained—in other words cost of 
salvaging income, generally referred 
to as expediting expense. 

The amount of additional income 
needed by an assured in the event of 
the impairment of his business de- 
pends upon the nature and extent of 
the impairment. During short pe- 
riods of total suspension there may 
be little saved expenditures—most 
items continuing. During long pe- 
riods of total suspension many items 
of expenditure can be saved or re- 


duced—continuing expenses would 
be small. During partial suspen- 
sions, short or long, there may be a 
reduction of income with or without 
savings of expense; or there may 
be an increased cost to maintain a 
normal volume; or there may be a 
combination of all of these situa- 
tions. 

In many cases this loss may be 
determined by an over-all computa 
tion of net profits resulting from 
impaired operations compared with a 
normal net profit. Loss would be the 
reduction in the normal net earn- 
ings—or it might be the normal net 
profit plus the net loss resulting 
from impaired operations. Working 
out of the amount of income needed 
by the assured from his insurance, 
in order that his normal net earn- 
ings be maintained, is purely a mat- 
ter of accounting. 


Salvage 


Cooperation with assured is vital 
in order that salvaging the business 
after an impairment be constructive 
and in accordance with sound busi- 
ness practice. The assured is re- 
quired to do what any prudent busi- 
ness man would do if he had no 
insurance. The forms provide that 
he must make use of other property, 
equipment or supplies if by so doing 
the loss would be reduced. It is a 
logical assumption that a purchaser 
of business interruption insurance 
desires continuation of his business. 
Where a claimant does not show a 


(Continued on the next page) 
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Adjustments—Continued 


desire to resume normal operations 
at the earliest possible moment, or to 
salvage his operations, the adjuster 
instinctively wonders if the business 
has a prosperous future. 

The recovery of loss is subject 
to certain limitations as to time. The 
important limitation is the time it 
would take with due diligence and 
dispatch to repair or replace the 
property being used to produce in- 
come—that is such property as is 
described in the coverage. This does 
not mean the time it does take but 
the time it would take with diligence 
and dispatch. There is no liability 
for delays to make changes; or de- 
lays on the part of the owner of a 
building being leased; or delays re- 
sulting from lack of finance; or de- 
lays resulting from unusual time 
taken to settle physical property 
losses unless such latter delay is at- 
tributable to the insurance company 
covering business interruption. Pat- 
ently an insurance company would 
not insure against an assured having 
difficulties with a landlord or against 





difficulty in settling a loss with an- 
other carrier. 

All coverages also exclude addi- 
tional time resulting from strikes on 
the insured’s premises or by reason 
of cancellation of lease or license. 
All coverages limit loss of income 
to a year except the specified time 
forms which are used to fix the limit 
of time from three months up. Un- 
der all coverages total recovery can- 
not exceed the loss that would have 
been sustained if the business was 
totally suspended. Therefore in- 
curred expense, referred to as expe- 
diting expense, should be watched 
in order that the total of loss—in- 
cluding incurred expense—does not 
exceed the loss that would have been 
sustained under total suspension. 


Which Form? 


Many times we are asked which 
of the four types of forms is best 
to use for certain risks. My experi- 
ence has been that the per weekly 
form need never be used. The par- 
tial suspension clause can be very 
stringent and is not only in our per 
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weekly forms but in every so-callej 
agreed amount per day or per weekly 
form I have seen. These agregj 
amount forms are fine for total sys. 
pensions but in partial suspensions 
which are by far the most numeroys 
the partial suspension clause is yery 
restrictive. 

As to our other forms, when ther 
is full compliance with the contr. 
bution clauses, they all provide {yl} 
protection for losses previously 
enumerated with the exception of 
the extent to which payroll is ¢gy. 
ered and, unendorsed, the period 
over which loss as the result of de. 
struction of stock is covered. The 
gross earnings forms cover all labor 
other forms exclude unimportant or 
dispensable employees but provid 
coverage for them under separate 
items. 

Loss during time to replace stock 
is limited to thirty days in all coy- 
erages, unless increased by endorse. 
ment, except in the specified time 
forms in which there is no limit ex- 
cept the specified time limit if the 
word “stock”’ is inserted in the space 
on the form provided for it. 


Net Profits Plus 


In respect to income to the extent 
of net profits and necessary continv- 
ing expenses, all forms provide the 
same indemnity, although they cover 
to different extents. True the spec- 
fied time form covers income to the 
extent of net profits and_ fixed 
charges but the courts have held 
that any charge is fixed if it is neces- 
sary to continue it in order to tt 
sume business with the same degret 
of efficiency as before the interrup 
tion. Therefore the specified time 
form actually indemnifies to the e&- 
tent of net profits plus secessaf) 
continuing expenses as do tiie othe! 
forms. 

The gross earnings form indemnt- 
fies to no greater extent except # 
to payroll as gross earnings less 
abatable expense is the same as ne 
earnings plus necessary continuing 
expense. In other words, the differ 
ent forms cover and require di 
ferent amounts to comply with the 
average clause (the specified tim 
form the least amount) but they al 
pay the same loss to the extent 0 
net profits and necessary continuilf 
expense. I believe you will find tha 
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the rates compensate for the dif- 
ferent requirements to comply with 
the contribution clauses. 

The answer then seems to be a 
study of assured’s requirements as to 
maximum time needed to replace 
ghysical properties; the need for 
insurance of payroll; and the time 
needed to replace stock. It should 
be kept in mind that both the gross 
earnings and contribution forms can 
be endorsed to increase the time for 
replacement of stock and the speci- 
fed time form can be made to cover 
ordinary payroll to any extent. Or- 
dinary labor can be covered under 
the contribution form for only ninety 
days. 

Rental Income 


Recently I have noted the use 
of the rental income form instead 
of a business interruption form for 
hotels. In doing this remember the 
rental income form covers only in- 
come from rents and would not 
cover loss of income from catering, 
cigar stands owned by the hotel, 
service charges for telephone calls, 
laundry or dry cleaning. 

Insufficient insurance to comply 
with the contribution clause will 
spoil the coverage under any of the 
forms. Subject to the differences 
above noted all our business inter- 
ruption forms will fully indemnify 
for direct losses as noted if sufficient 
insurance is provided in compliance 
with the contribution clause. It is 
my suggestion that values and pre- 
mium cost be determined under all 
three forms of coverage, properly 
written as to the client’s require- 
ments for coverage of payroll, re- 
placement of stock and period of 
suspension, for comparison before 
finally selecting the form to be used. 


Points to Watch 


Out of adjustments have come 
experiences that indicate other mat- 
tts to watch in writing business 
interruption coverages. In_ busi- 
nesses with fluctuating income 
through the year it may be neces- 
saty to carry more insurance than 
tequired by the average clause. For 
mstance a merchant carrying 50% 
specified time coverage might have 
@ total suspension loss in a six 
months’ period including Christmas 
which would be more than 50% of 
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a year’s loss. Although 50% of a 
year’s coverage would comply with 
the contribution clause the amount 
of insurance should be equal to the 
loss in any six months’ period. 


Under the contribution form item 
II 80% of ninety days’ labor payroll 
costs is a sum equal to only seventy- 
two days. If ninety days protection 
is desired, 100% of ninety days pay- 
roll costs should be covered although 
the contribution clause requires only 


80%. 


One of the questions usually 
asked by an assured is why insur- 
ance is based upon a year. Our 
answer is that a fiscal period is 
necessary in order to determine net 
profits being earned. Many ex- 
penses are annual, and in most busi- 
nesses income fluctuates during dif- 
ferent periods of the year. In some 
businesses there is no net profit ex- 
cept from the Christmas and Easter 
trade. Many businesses are seasonal 
and all costs and profits are earned 

(Continued on page 44) 
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Our advertising in the 
national magazines this 
month points out that 
many anxieties can be 
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insurance man. 








Present 


HE enactment of rate regula- 
+f tory laws in the opinion of a 

large number of people does not 
constitute regulation per se. The 
administration of those rate regula- 
tory laws is necessary to complete 
the regulatory pattern. Great care 
has been exercised in developing 
comprehensive and detailed legisla- 
tive instructions for the guidance of 
the commissioners of insurance, but 
the interpretation of this legislation 
may vary widely. 

We sometimes forget that it is 
dificult, if not impossible, to legis- 
late good administration and uni- 
form interpretation of regulatory 
statutes. I do not mean that we 
should not endeavor to attain these 
objectives, but I submit that to do 
so requires adequate personnel, ade- 
quately educated in the problems 
confronting the business. It should 
be borne in mind * “that the Con- 
gress intended no grant of immunity 
for monopoly or for boycott, coer- 
cion or intimidation. Congress did 
not intend to permit private rate 
fixing, which the Anti-Trust Act 
forbids, but was willing to permit 
actual regulation of rates by af- 
firmative action of the States.” 


Liberal View Necessary 


Recognition of the necessity for 
broad and liberal interpretation of 
rating laws by all concerned with 
the calculation of rates and the regu- 
lation thereof is essential if the pub- 
lic is to receive adequate and prompt 
insurance protection. People in the 
insurance business should realize 
that by the enactment of statutes 
granting authority to an insurance 
commissioner to regulate the busi- 
ness, the legislature has also im- 
posed the responsibility upon the 
commissioner to be guided by the 
legislative mandate in that regard. 
Enlightened understanding of our 
fespective problems will minimize 

area of disagreement between 


* . 

From text of President Roosevelt’s state- 
ir accompanying his signature of insurance 

lon March 9, 1945. 
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HON. CHARLES F. J. HARRINGTON 


Massachusetts Insurance Commissioner 


the commissioner and those whose 
activities he is required to supervise. 

Negotiations which have for their 
objective the adjustment of intra- 
industry problems assume consider- 
able importance in this era of com- 
prehensive regulation of the busi- 
ness. One of these problems which 
deserves some comment at this time 


is the one which has developed con- 
siderable feeling between the in- 
surance agency system and the com- 
panies they represent—the matter of 
commissions. This problem seems 
destined to produce serious reper- 
cussions affecting both the com- 
panies and their producers unless 
both sides face the problem in a 
spirit of fairness and willingness to 
negotiate. 

The rating bills offer no protec- 
tion to those companies who would 
fix commissions in concert; hence, 
without specific legislation authoriz- 


ing action in concert with respect 
to commissions, the matter of com 
mission agreements continues to be 
subject to negotiation between the 
individual company and the insur- 
ance agent. | see no violation of law 
arising from a conference between 
the representatives of an individual 
company and the representatives of 
an agency group, concerning the 
subject of commissions. This situa- 
tion differs from the ex parte agree- 
ment of a group of companies to 
determine the commission allow- 
ances which will be paid by all of 
them to all agents regardless of the 
extent or quality of service rendered. 


Commissions Not Regulated 


Evidence of the fact that the rat- 
ing bills were not intended to pro- 
vide the medium for 
regulation is contained in the fol- 
lowing extract from the report of 
the Committee on Rates and Rat- 
ing Organizations dated May 22 
and 23, 1946: ‘“‘While the Commis- 
sioner should consider the expense 
components of a rate in order to 
determine its over-all correctness, 
the bill does not authorize the Com- 
missioner to regulate the actual dis- 
bursements made by an insurer for 
expenses.” Mr. John A. Diemand 
is absolutely right when he states: 
“There were, moreover, a number of 
court decisions to the effect that 
the grant by a legislature to a super- 
visory official of power to control 
premium rates did not include a 
grant of power to control the ele- 
ments of expense, including commis- 
sions, which made up these rates. 
Leading insurance commissioners 
expressed the same view.” 


commission 


(Continued on the next page) 
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THE INSURANCE 
"“BOOK-OF-THE-YEAR!"’ 


BEST’S 
INSURANCE 
GUIDE 
WITH KEY RATINGS 


Any year—every year—but 
this year particularly you 
need BEST'S GUIDE for com- 
we accurate and unbiased 
nowledge of the stock, mu- 
tual, reciprocal and Lloyds 
fire, marine, casualty and 
surety insurance companies 
operating in the United 
States, whether domestic or 
foreign! 


BEST'S GUIDE presents, in- 
stantly, a five-year financial 
and underwriting exhibit, a 
five-year comparative distri- 
bution of assets, classes of 
business written, where writ- 
ten and much other vital 
data for each of the above 
mentioned companies! 


Also, BEST'S GUIDE contains 
a list of approximately 2,600 
mutual fire and casualty in- 
surance companies, giving 
principal figures on each 
company and including all 
county, township and district 
mutuals. 


All this information so neces- 
sary for the protection of 
agents and their clients— 
only $6.08 [including post- 
age)! A small investment for 
immense security! Order 
your copy today! 


¢ 
ALFRED M. BEST CO. 


Incorporated 
75 FULTON STREET 
NEW YORK 7, N. Y. 














Some states included in the rating 
bills at the request of insurance 
producers, the following language: 


“(d) Nothing in this section or 
in this act shall abridge or restrict 
the freedom of contract between 
insurers and agents or brokers 
with respect to commissions or 
between insurers and their em- 
ployees with respect to compen- 
sation.” 


Right of Private Contract 


I construe this clause to mean 
that the commissioner of insurance 
is warned not to become involved 
in negotiations between the insur- 
ance carrier and the insurance pro- 
ducer with reference to commis- 
sions or salaries. This does not mean 
that the commissioner is not to be 
concerned with the total amount 
included in the rate level for the 
purpose of paying salaries or com- 
missions ; it simply prevents the in- 
terference with the right of private 
contract whether that private con- 
tract be a unilateral contract or a 
bilateral contract. The absence of 
the foregoing language from other 
rating bills has led to the conclusion 
on the part of some commissioners 
that they are empowered with the 
authority to regulate commissions. 
It will be interesting to watch the 
results of supervisory activities in 
this connection. 

There appears to be considerable 
doubt among some people in the 
insurance business that the fixing of 
commissions in concert is authorized 
by the rating laws. The subject of 
commission regulation did not es- 
cape the attention of the New York 
Joint Legislative Committee on In- 
surance Rates and Regulation. Leg- 
islative Document (1948) (No. 46). 
As a matter of fact, the warning of 
that Committee presents a strong 
reason for negotiation, compromise 
and, if possible, agreement between 
insurance companies and _ their 
agents without intervention of the 
Legislature. The Committee said: 


“While this Committee cannot 
now recommend what regulatory 
legislation, if any, as to commis- 
sion agreements should be en- 
acted, this much can be said: 


(1) Companies and producers 
must desire such agree- 
ments. 

The’ rights of the publi 

must be preserved under 

them. 

(3) The agreements must be 
fair and reasonable or they 
will not serve either the 
parties or the public. 


w 


“After permissive legislation js 
enacted, the agreements must be 
voluntarily observed. If they are 
not observed and excesses appear, 
there may follow either state polic- 
ing of the observance of such 
agreements or, as a last resort. 
state fixing of commissions. 


“Perhaps developments will so 
shape during the coming year that 
a more definite and positive body 
of opinion on the commission 
problem will be formed.” 


Company Viewpoint 


Most executives are reluctant to 
publicly discuss the commission 
question; hence, those who see fit 
to discuss it attract attention. Mr. 
John A. Diemand, on the com- 
panies’ side, says, ‘“There should be 
no regulation of how producers and 
insurers negotiate for commissions 
so long as neither side seeks more 
than a fair return on services ren- 
dered, and so long as both together 
do not demand more than these 
services are worth to the policy- 
holders. All this means is that in 
our dealings with each other, we 
must protect the public interest.” 


Mr. Walter Attridge, a producer, 
makes the following observation: 


“Whenever a producer’s com- 
mission is reduced to a point that 
he must reduce his quality of serv- 
ice, the insuring public suffers. 
It is the insurance agent who 
serves as mediator between the 
insurance company and the pol- 
icyholder and it is he who pro 
tects his customers’ interests by 
securing insurance in _ propef 
form and assisting him in collect- 
ing his just claims under his poli- 
cies. Accordingly any act which 
is harmful to the American 
Agency System is equally damag- 
ing to the public benefit.” 


Best’s Fire and Casualty News 
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These two statements set the stage 
jor negotiation on a high plane. Leit 
to their own devices and guided bv 
the principles set forth above, the 
company executives and agents 
could probably agree upon a contract 
fair to all parties concerned. I won- 
der if it is that simple? There are 
producers who do not agree that 
anyone may negotiate for them in 
the matter of commissions. There 
are company executives who are un- 
willing to continue agreements with 
each other relative to commissions 
without legal protection lest they 
expose the company or themselves 
to the possibility of criminal or civil 
action under the Anti-Trust Laws. 
Mr. Diemand observes “In point of 
fact, there are signs that public offi- 
cials may no longer be willing to 
admit as freely as they have in the 
past that control of rates and con- 
trol of commissions are divisible 
problems.” 


The State Has the Right 


Let me sum up this discussion by 
pointing out that the State has the 
power to regulate commissions. 
There appears to be some disposition 
among some companies to seek the 
right to fix commissions in concert 
under authority of legislation. Some 
commissioners have already asserted 
an intention to regulate commissions 
under rate regulatory laws. The 
Mahoney Committee in New York 
has left the subject in abeyance. 
These are all straws in the wind 
which convince me that the agents 
and the companies should make an 
effort to further explore this prob- 
lem to the end that a satisfactory 
agreement may be reached without 
legislative assistance. 


State Fair Trade Practices Acts 


There is one other problem I will 
touch on briefly since space will not 
permit an extensive discussion of 
the subject. It concerns the regula- 
tion of fair trade practices at the 
State level. Only a few States have 
enacted laws which would confer 
authority upon the commissioner to 
tegulate fair trade practices. Some 
states modified the bill agreed upon 
by the commissioners of insurance 
designed to occupy the field super- 
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vised by the Federal Trade Com- 
mission under the lederal Trade 
Commission Act. If the business 
and the States desire the most com- 
plete and effective regulation pos- 
sible at the State level, they will 
seek the enactment of carefully 
drawn State fair trade practices acts. 

Preliminary discussions with rep- 
resentatives of the Federal Trade 
Commission indicated that new and 
different processes are due for ex- 
ploration before we can delineate the 
sphere of activity in which the 
States or the Federal Government 
are supreme. Every evidence of a 
cooperative attitude on the part of 
the representatives of the Federal 
Trade Commission has been mani- 
fested. The commissioners of insur- 
ance, I am sure, will exemplify a 
similar cooperative attitude. 

Early in our consideration of the 
impact of the South-Eastern Un- 
derwriters case on the business of 
insurance, former Superintendent of 
Insurance Scheufler and I pointed 
out that the first Federal activity 
affecting the business of insurance 
would develop through action on the 
part of the Federal Trade Commis- 
sion. If we all go forward har- 
moniously seeking the solution of 
our problems—-if we seek to under- 
stand one another’s responsibilities 
—if we manifest a spirit of coopera- 
tion—we have nothing to fear in the 
days ahead. It is evident, however, 
that new and different problems will 
arise. Let us strive to solve them 
in the public interest. 


_ From an address before the Surety Associa- 
tion of America. 


MULTIPLE-LOCATION RISKS 


EW YORK would make rate 

filings for multiple-location risks 
under legislation recommended by 
Superintendent of Insurance Robert 
FE. Dineen. Disappointed with the 
industry’s failure to find a solution 
to this problem, the Superintendent 
advocates legislation which would 
convey to the Insurance Department 
rights such as are now held by mi- 
nority members of the rating bureau 
in initiating separate rate filings. 
The proposal was made at the latest 
hearing conducted by New York’s 
Joint Legislative Committee on In- 
surance Rates and Regulations. 


ATTORNEY AVAILABLE 


Early 40's—thorough casualty 
home office legal and claims 
experience. Fully conversant 
with rate regulatory laws and 
allied legislation. Now em- 
ployed, but desires change in- 
volving greater responsibility. 
Address Box 109 C, Alfred M. 
Best Co., Inc., 75 Fulton Street, 
New York 7, N. Y. 
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INSURANCE C 





On February 15, 1898, the battleship 
Maine was destroyed by a mysterious explosion in 
Havana Harbor, Cuba,Coming at the fag end of 
years of bad feeling between the two countries, 
the sinking of the Maine precipitated the Spanish- 


American War. Short as it was, this war forced 
prices of most things up sharply. After World 
War II, prices have skyrocketed. Prudence de- 
mands a corresponding increase in insurance to 
offset possible loss. 
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1949 —FEBRUARY hath 28 days. **Look before you leap!"’ 
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1—Tov.—1733, English Colonists settled Georgia. 
2— W.—1928, Fall River, Mass., fire started—estimated property loss, $6,000,000. 
3—Th.—If you are planning to buy more insurance, do it now . . . delay may 
prove costly! 
4—Fr.—1861, Southern Confederacy formed. 
5—Sa.—1945, U. S. Troops liberated Manila. 
6—Su.— } First Quarter, 3:05 A. M.,E. S. T. 
1904, Russo-Japanese War Began. 
7—M.—1904, Start of Baltimore fire—estimated property damage ranged up to 150 
million dollars. Only 20% covered by insurance. 
8—To.—1910, Boy Scouts of America chartered by Congress. 
9— W.—1942, Normandie burned and capsized. 
10—Th.— To avoid the penalties of shrunken coverage, have your property 
insurance reviewed often by your Agent or Broker. 
11-—Fr.—1893, The Noronic, a White Star Liner, vanished on her maiden trip. 
12—Sa.— 1809, LINCOLN’S BIRTHDAY 
13—Su.—(@>\ Full Moon, 4:08 A. M., E. S. T. 

“1795, University of North Carolina opened. 
14—M.— St. Valentine's Bay. 1912, Arizona admitted to the Union. 
15—Tu.—1942, Singapore surrendered unconditionally to the Japanese. 
16—W.—1846, First Texas Icgislature met at Austin. 
17—Th.— 1865, Charleston, S. C., devastated by fire. 
18—Fr.— 1562, Huguenot colonists sailed from France for Florida under Jean de Ribaut. 
19—Sa.— ref Last Quarter, 7:43 P. M.,E. S. T. 

1803, Ohio admitted to the Union. 
20—S0.—1917. U.S. purchased Danish West Indies, 
21—M.—1912, Houston, Texas fire—$45,000,000 loss. 
22—Tu.—1732, WASHINGTON’S BIRTHDAY 
23—W.—1905, Rotary International founded at Chicago. 
24—Th —Checks on property insurance should be regular, frequent—through your 

Agent or Broker. 
25—Fr.— 1836, First patent to Colt for a revolver that has since become famous. 
26—Sa.—1918, Hurricane swept New York City. 
27—Su.—@>, New Moon, 3:55 P. M., E. S. T. 
28—M.—~ 1943, Great quantity of food stuffs destroyed in $3,000,000 

Oakland, Calif. fire. 








OBSERVATION for February : With fire losses exceeding two million dollars a day, 
and replacement costs higher than ever, it is im- 
_oewnenmmmt perative that you maintain adequate insurance 


To paopEnTY we URANCE | Call your Agent or Broker, today ! 
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FIRE ASSOCIATION GROUP 


Fire Association of Philadelphia 








NN 
a BY Lumbermen’s Insurance Company 
The Reliance Insurance Company le={j Philadelphia National Insurance Compeny 


PHILADELPHIA 7 PENNSYLVANIA 
SYMBOL OF SECURITY SINCE 1811 








| 


h 











| 
| 
| 
| 
| 


ehwele ke rwnwohwote nie awwawehw ote % eawetwotwote abe etretwotwote teotwote at K 





st 
= 


Paint y vlicall a 
TINE ARTS" 
picture of Profits... 


How many of your prospects own valu. 
able pictures, rugs, antiques . . . fine 
arts items? 





You can find them galore, and wher. 
ever you go you can picture for yourself 
rosy profit prospects. For usually such 
Owners are insured only against losses 
from specified risks such as fire and 
theft, whereas they need adequate "all. 
risks” coverage. 


All too frequently loss or damage to 
valuable art objects is due to some cause 
not covered by a combination of Fire 
insurance and Residence Burglary in- 
surance. Perhaps leaky steam or water 
pipes, carelessness of servants, malicious 
damage, unavoidable accidents, mysteri- 
ous disappearance — a myriad of things, 
all seriously destructive. 

The answer done up in a very neat, 
comprehensive package is the standard 
Fine Arts policy. This provides broad, 
“all risks” protection to private col- 
lectors on specifically itemized valuable 
paintings, tapestries, rugs, statuary and 
other works of art. It may be written 
separately or in connection with a Per 
sonal Floater policy. It is profitable and 
easy to sell in the right places, with the 
right explanation. 

Point out the advantages of Fine Aris 
insurance to your old clients, and new 
prospects who might be interested in an 
“all risks” policy. Any help you may 
need will be gladly given by your local 
Fire Association Group field representa 
tive. 

Fire Association Group, 401 Walnut 
Street, Philadelphia 6, Pa. Branches in 
Atlanta, Chicago, Dallas, New York, 
San Francisco, Toronto. 


LIFT USEFUL IDEAS... 


for local advertising from 





our Insurance Calendar ad. 
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“Reporting Forms of Fire Insurance” 


generally referred to in the fire 

insurance industry as general 
cover forms, are designed to take 
care of two problems of the insur- 
ance buyer. In the first place, they 
provide a safe, economical way to 
insure contents values of stores, 
warehouses, and manufacturing 
risks that continually increase or 
decrease by reason of changing 
quantities and prices at what might 
be constantly changing locations. 
This is done on either a reporting or 
non-reporting basis at any number 
of locations regardless of state lines. 


Re YRTING forms, which are 


Combination of Locations 


The reporting form gives more in- 
surance than the insured believes he 
will need and then provides for a 
premium adjustment on the average 
value actually at risk. This solution 
to the problem of the buyer who has 
constantly fluctuating values of goods 
has been a happy one, because it 
has granted over-insurance for safety 
and yet is a prudent contract be- 
cause a final premium charge is 
made only on the amount of this 
overinsurance that is actually repre- 
sented by values at risk. 

The second underlying purpose 
setved by these policies is that they 
combine anywhere from two to hun- 
dreds of locations into the broad 
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STANLEY W. TEBBETTS 


Assistant Secretary, 
America Fore Group 


designation of the “United States of 
America.” This provision of the 
contract has solved the problem of 
the insurance buyer, who, from one 
office, is trying to adequately in- 
sure properties at many locations. 
He needs a broad contract and he 
needs one that will automatically 
pick up or provide for insurance at 
newly acquired locations without ad- 
vance notice. This latter feature is 
especially important because buyers 
or branch managers may acquire or 
place property at locations that the 
insurance buyer in the home office 
will not learn of for weeks. These 
general cover forms do all of these 
things if they are properly under- 
stood and written by the agent or 
broker who is handling the account. 


It is in handling interstate risks 
that the new regulation of insurance 
as commerce as proposed under the 
various state laws creates a baffling 
problem. An answer must be found 
for the supervision of multiple lo- 
cation insurance. At this stage no 
one knows whether it will be done 
by some rating organization similar 
in operation to the Interstate Un- 
derwriters Board acting as an or- 
ganization to assist many local rat- 
ing associations, or whether this 


board itself will become in fact a 
national rating organization. It is also 
possible that a number of companies 
may find it desirable to meet the prob- 
lem with unilateral action. I am confi- 
dent, however, that the experience 
of the insurance industry, together 
with a desire on the part of insurance 
departments to find a solution, will 
produce a workable plan to con- 
tinue to serve the large segments of 
American industry that are now be- 
ing cared for by general cover poli- 
cies, rather than that these units will 
tend to have recourse to inaugur- 
ating self-insurance funds with for- 
eign stop-loss or excess-of-loss 
covers. I have faith that the prob- 
lem will be satisfactorily resolved 


Aid to Capacity 


In passing, may I refer to another 
way that the general cover depart- 
ments of the fire insurance com- 
panies have been of service in a man- 
ner that was not originally con- 
templated. They have been able to 
a degree to help alleviate the ca- 
pacity shortage of the fire companies 
which has been brought about by 
the very marked inflation of com- 
modity values. 

Because of the nature of the forms 
and of the fact they are not issued for 
a fixed amount at a fixed premium at 


(Continued on the next page) 
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| Reporting Forms—Continued 


completely known locations the com- 
panies writing them have done so 
either through outside pools or in 
separate departments with reinsur- 
ance that is especially designed, usu- 
ally on an excess-of-loss basis, to 
follow the widely varying changes. 
As a result of such reinsurance and 
pool arrangements, many companies 
will write another entirely inde- 
pendent. general cover line in addi- 
tion to that which may be handled 
in their recording department. So 
we find that during the last two or 
three years a far greater number of 
accounts than normally would have 
been placed have in fact been on 
one of these general cover forms in 
order to take advantage of this ex- 
panded capacity. 


Three Forms 


At the present time there are in 
use three_forms which are success- 
fully caring for the bulk of this busi- 
ness. Two of these are reporting 
forms. They are referred to as 
Forms A and 1. Form A is the one 
you find described in considerable 
detail in your local Rule Book and, 
if written to cover locations in but 
one state, is the one that you write 
on your own policy series. Form 1, 
which is devised for concerns having 
five or more locations, is written un- 
der an average rate which is esti- 
mated upon application by the In- 
terstate Underwriters Board. The 
third form, known as Form 5, is 
a non-reporting form. This form, 
providing everyday blanket insur- 
ance, contains limits of liability per 
location and—very important—a 
provision for insuring locations 
which are acquired after the insur- 
ance is written. 

One of the reasons why it has been 
possible for the companies to write 
these broad forms and still feel that, 
as they meet other possible unknown 
insurance (which we term specific 
insurance), they obtain fair treat- 
ment, is because of the excess insur- 
| ance clause. Since this clause is of 
| such basic importance to the de- 
| velopment of reporting form insur- 
| ance, and is one that is so generally 
| misunderstood, I should like to de- 

vote a few moments to a description 

of it in operation. 





In substance it reads : “This policy 
does not attach to or become ingyy. 
ance against any hazard upon prop. 
erty herein described, which at the 
time of any loss is insured as defined 
by the specific insurance clause, unt 
the liability of such specific ingyr. 
ance has been exhausted, and the 
shall cover only such loss or damagy 
as may exceed the amount due frop 
such specific insurance (whether 
valid or not and whether collectible 
or not) after application of am 
contribution, coinsurance average or 
distribution or other clauses cop. 
tained in policies, of such specific in- 
surance affecting the amount col. 
lectible thereunder, not, however 
exceeding the limit as set forth 
herein.” 

The prime purpose of this clause 
is to determine in what manner loss 
payments will be divided between the 
companies interested on the same 
claim. As previously stated, this 
solution is a happy one because it 
has made the payment under the re- 
porting or general cover policy fall 
in line with the basis on which its 
premium is received. 


Allocation of Loss 


No company wants to pay a larger 
reporting policy loss than its pre- 
mium share of the account warrants 
A reporting policy actually deals 
with three amounts: (1) the limit 
of liability, (2) the amount on 
which the deposit premium is based 
and (3) the amount at risk on which 
the actual retained premium is based 
This clause in effect says: The in- 
surance under the reporting policy 
is the difference between any other 
insurance and the whole value a 
risk, up to the stated limit of lia- 
bility. 

Let us for the sake of ease 0! 
illustration assume that there are 
but three months in a year, that the 
month-end values of a certain risk 
are $200,000, $100,000 and $300,00 
that there is $100,000 specific insur 
ance carried, and that the “report: 
ing” limit is $250,000. 

At the end of the first month the 
amount that goes into the final pre 
mium calculation of the reporting 
form policy is $100,000 compared te 
the total of $200,000, so it should 
pay half the loss. At the end of the 
second month no premium goes int 
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fnal audit, because the value is but 
$100,000 and the specific insurance 
js $100,000, so the general cover 
policy should pay no loss if the loss 
occurs on that date. But at the end 
of the third month it would pay 
two-thirds of a loss occurring on 
that month-end because its share 
of the premium is based on $200,- 
000 of the $300,000 value. 

The above example assumes that 
100% coinsurance will be applied to 
the specific insurance. If 80% or 
90%, or even flat insurance, is in- 
volved, the payment by the general 
cover policy will be less because the 
provisions of the specific insurance 
call upon it to pay a greater per- 
centage than might be paid if 100% 
coinsurance were a part of the spe- 
cific insurance. 


Rule Revisions 


To look a bit into the future I 
shall mention some of the rule revi- 
sions which have been adopted by 
the Interstate Underwriters Board 
for use on the policies they super- 
vise, and some further rule revisions 
which they recommend that the vari- 
ous local rating bodies, such as the 
Middle Department Association of 
Fire Underwriters adopt for the 
Form A Policies they supervise. 

I expect that the minimum pre- 
mium for Form 5, and the earned 
premium for Form 1 which has been 
$300, will become $500. Secondly, 
in addition to some technical changes 
in the wording of certain mandatory 
clauses, a rather revolutionary 
change is proposed with respect to 
adding new locations and to charg- 
ing deposit premiums thereon. In 
the past, Form A has had a place 
to fill in a limit of liability to apply 
to newly acquired locations and no 
charge or deposit premium was re- 
quired for this limit as was made 
for the existing or known locations. 
The fact that no deposit premium 
charge was levied encouraged cer- 
tain agents, brokers, and insureds to 
demand limits that were way in ex- 
cess of the actual needs, or if needed, 
a limit so large that this unknown 
factor controlled the underwriting 
of the account. 

Likewise, on Form A_ policies 
some accounts would be in and out 
of locations many times during a 
year, and the form provided that 
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these newly acquired locations be 
endorsed on the policy on a pro rata 
basis, using 75% or 30% (seasonal 
manufacturing) of the amount re- 
quired for a premium basis. This put 
a considerable burden of work on 
the agent and on the company. 

To eliminate some of this work, 
and to keep the amount of limit at 
new locations within bounds, the 
suggestion is made that new lo- 
cations be added by written endorse- 
ment only when the limit of liability 
requested for a new location ex- 
ceeds the “pick-up” limit of liability 
provided for the “acquired loca- 
tions,” and then that another pro- 
vision be incorporated to the effect 
that no deposit premium shall be 
charged for an open item if the 
limit of liability is $10,000 or less, 
but that if the limit exceeds $10,000 
there shall be levied a deposit pre- 
mium based on 75% of the full 
amount of the limit at an annual rate 
of $1 for all perils covered. 

As a third and concluding pre- 
view of what we may expect in the 
future I believe that agents generally 
as well as companies will be pleased 
with the further recommendation 
that the provision calling for a $100 
premium per Form A Policy be 
changed to $200 per account. The 
obtaining of twelve reports of value 
and the servicing of a reporting form 
certainly involve more expense than 
can be earned from the commission 
on a policy of but $100 to $150 
premium. 
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BUYERS' SURVEY 


N A survey of over 200 companies 

conducted by the National Indus- 
trial Conference Board, it was found 
that the majority had increased their 
insurance coverage from 50 to 200 
per cent since the early 1940's. In 
more than nine out of ten of the com- 
panies top management takes a di- 
rect interest in the company’s insur- 
ance program. Of the companies 
surveyed, less than 4 per cent self- 
insure all their hazards, while about 
a third self-insure to a limited ex- 
tent. Only about 25 per cent of the 
companies regularly use the serv- 
ices of outside insurance analysts. 
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The Value 


ofa 


Good Name 


“Who steals my purse 
steals trash... 


But he that filches from 
me my good name 


Robs me of that which not 
enriches him, 


And makes me poor in- 
deed.” 


Shakespeare said it, and we be- 
lieve he would have made an 
outstanding insurance agent. 
For in insurance the value of 
a@ good name cannot be over- 
estimated. There is no easy 
way to acquire a good name. 
No amount of money can buy 
the confidence and good will 
it inspires. A good name can 
be earned only by years of con- 
sistently sound service and 
prompt payment of all just 
claims. In view of Hanover’s 
and Fulton’s outstanding rec- 
ord we feel that Bard of Avon 
would be the first to pardon us 
for pointing with pride to our 
own good name. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 
Org. 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 


HOME OFFICE 
111 John St., New York, N. Y. 


WESTERN DEPT. 
Insurance Exchange Building 
Chicago 4, Ill. 


PACIFIC COAST DEPT. 
340 Pine Street 
San Francisco 4, Cal. 
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The smallest state in the Union is one of the richest 
in tradition. Settled in 1636 by Roger Williams who 
sought religious freedom, Rhode Island declared its 
independence on May 4, 1776. Four years earlier, a 
group of Providence citizens blacked their faces and 
burned the British revenue sloop, Gaspee, an act 
which has been termed the curtain-raiser of the Rev- 
olution. The state was settled as farm land, but the 
magnificent harbors of Narragansett Bay turned the colo- 
nists’ thoughts to trading. Rhode Island mariners be- 
came renowned on the seven seas and only an embargo 
could convince them that they could excel in industry. 
The “state lives by its wits,” for with practically no 
natural resources it supports more people per square 
mile than any other. Its textiles, machine tools and metal 
goods, jewelry and silverware, rubber goods and lace are widely 
known. Visitors are awed by the wealth of cultural background 
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within its borders: the homes of its famous sons, Nathanael Greene, 
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William Channing, the Perry Brothers, Gilbert Stuart; Providence 


I 





with its universities, old mansions, historic buildings, Annmary Brown 

Memorial which houses the priceless first editions of Europe’s earliest 
presses; Newport, home of half our Atlantic Fleet and scene of the {_ 
“Who Built It?” Stone Tower; Pawtucket and the Slater Mill; Mount ' 
Hope where Massasoit lived peaceably with the White Men; South Light 
on Block Island. Insurance potentialities also are . 
inverted in proportion to the size of this state., 


A ae 





LEER S 


eee Za 


ms FORSTER 


MANAGER 
110 WILLIAM STREET . i ns ee OO a ey A) 2, ee OS 


UNITED STATES FIRE INSURANCE CO Organized 1824 THE WESTERN ASSURANCE CO., U. 5. Branch . . Incorporated 1851 

THE NORTH* RIVER INSURANCE CO Organized 1822 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch Incorporated 1833 

WESTCHESTER FIRE INSURANCE CO Organized 1837 SOUTHERN FIRE INSURANCE CO., Durham, N.C. . . Incorporated 1923 
THE ALLEMANNIA FIRE INSURANCE CO. of Pittsburgh. Organized 1868 


WESTERN DEPT FREEPORT iit PACIFIC DEPT ‘SAN FRANCISCO SOUTHERN DEPT ATLANTA ALLEGMENY DEPT PITTSBURGH CAROLINAS DEPT, DURHAM. N 
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A Sales Symposium 


ON INLAND MARINE— 
COMMERCIAL LINES 


CHARLES A. MORGAN, 
Marine Special Agent 
Home Insurance Company, 


Pittsburgh Office 


HERE will an agent, in his 

town, obtain prospects for in- 
land marine insurance. He doesn’t 
have to go very far. Right in his 
present files is a stack of golden op- 
portunities. Practically every busi- 
ness, large or small, makes shipments 
by parcel post. Selling one $5.00 
coupon book may mean getting other 
business. If the firm is using $50.00 
or more of coupon books annually, 
the open or reporting policy should 
be considered. 


That new truck insured the other 
day, after something of a struggle—. 
What is hauled in that truck ? Whose 
merchandise is it? Does the owner 
of the truck haul for himself or for 
others? If he is a public hauler, he 
must carry cargo insurance but the 
values carried may be well in excess 
of the amount required by law and he 
may be grossly underinsured. Con- 
versely, the merchandise might be- 
long to the owner of the truck and be 
subject to the perils of transporta- 
tion, such as fire, collision, upset, 
overturn, collapse of bridges and 
sometimes theft. 


Installment Sellers 


Of late years Installment buying 
and selling has become increasingly 
popular. Just as financial institutions 
know it to be sound to insist on 
proper insurance when a mortgage 
sinvolved, so is it sound for a local 
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furniture dealer or appliance store 
to protect their unpaid balances in 
financed equipment. Two forms are 
available—(1) Single interest—pro- 
tecting only the seller’s balance or 
(2) Dual interest—where the insur- 
ance covers both the purchaser's and 
seller’s interest. 

An interesting policy which is 
rapidly coming into its own is the 
jeweler’s block policy. It can be 
written for retailers, wholesalers and 
manufacturers. Policy covers stock 
(but not fixtures in some states) and 
property of others delivered or en- 
trusted to the assured. The insuring 
clause reads “from any cause” which 
means practically “All Risks,” but 
with certain exclusions. Very com- 
prehensive proposals are required. 
Rates are based on information de- 
veloped by the proposals which are 
made part of the contract. 





Transportation Insurance 


And then, the great grand- 
daddy of them all—the transporta- 
tion policy—covers merchandise in 
transit by rail, railway express or 
public motor truckmen. It provides 
warehouse to warehouse cover and 
can be tailored to fit most situations. 
Prospects are legion—for instance, 
wholesalers, distributors, retailers— 
anybody who ships merchandise by 
the methods listed above. 

There is no black magic nor 
hokus-pokus connected with the 
marine business. It is just plain in- 
surance against a multiplicity of 
perils, at a rate! The field is not 
over-sold and golden opportunities 
await an agent who is “savvy” on 
marine lines. Company men are 
anxious and willing to help. Use 
them! 


ON INLAND MARINE— 
PERSONAL LINES 


HENRY E. GAILLARD, 
Manager, 
Appleton & Cox, Inc. 
Pittsburgh Office 


LMOST every assured whom 

the agent has on the books is a 
dual prospect, insofar as personal 
marine lines are concerned. The 
same assured who, as a business man 
or industrialist, orders and pays for 
O. L. & T. on his building or a 
boiler policy on his plant, has a per- 
sonal side as well. He has a home, a 
wife and possibly a family. He has 
belongings and interests outside of 
his business life. That makes him a 
marine prospect. 

The assured who carries fire and 
extended coverage on his house or 
fire, theft and collision on his car is 
a prospect for the same reason. The 
agent already knows this man from 
his previous business on the books 
and can walk into his house or his 
office at any time. Why not figure 
his personal side in and find out 
what he needs? 


Personal Property Floater 


Possibly a _ personal property 
floater should be recommended or it 
might be that a personal effects 
policy would fit the bill. Our man 
may travel, go on vacations and take 
his family with him. He'll need cov- 
erage. Let’s analyze our prospect fur- 
ther. If his hobbies or interests are 
out of doors, he may be a golfer or 
a fisherman or a hunter. He might 
have a lot of expensive equipment. 


(Continued on the next page) 
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Personal Lines—Continued 


He may have a canoe or an out- 
board motor or a runabout. All of 
this is marine coverage, represent- 
ing additional premium volume on 
the agent’s books. 

This same man might prefer in- 
door occupation instead. He may 
collect coins or stamps or paintings. 
Possibly he is a camera enthusiast. 
Here is more marine coverage repre- 
senting more additional premium. 

Our prospect has a wife and 
daughter. Here is a possible jewelry 
or fur policy, or a silverware floater 
on the family silver. Next spring 





the daughter will be married, in 
which case the agent has a potential 
wedding present floater. 

“This is all new to me and too 
complicated,” some agents will say. 
On the contrary, personal line cov- 
erage is almost exclusively all-risk. 
That makes production easy for the 
He can say to his prospect 
in almost every without fear 
of contradiction, “I can get you an 
all-risk policy.” 

To sum up, the agent has his 
marine prospect already on the books 
and his foot in the door. The cov- 
erage is simple. Why not take ad- 
vantage of it! 
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ON BOILER AND 
MACHINERY INSURANCE 


FRANK M. KERRIGAN, 
Manager 
Pittsburgh Office of The Hartford 
Steam Boiler Inspection and 
Insurance Company 


ESPITE its great value to ana. 

sured boiler and machinery jp. 
surance is one of the most, if not thy 
most, neglected line on the ingy. 
ance agendum. It is neglected eithe; 
wholly or in part by far too many oj 
the agents or brokers writing busi 
ness today. There are still som 
agents and some brokers who, whe 
they go into a client’s place of bus. 
ness will be very conscious of his 
needs in so far as fire, plate glass 
compensation and other lines ar 
concerned but will completely over- 
look or self-consciously avoid con- 
sideration of the hazards and the in. 
surance needs pertaining to his 
boiler and machinery equipment. 


You can realize the situation this 
agent or broker is building up for 
himself. In addition to the loss of 
commission on this business which 
should have been written he is con- 
stantly facing two possibilities. Firs, 
the chance of some one else calling 
to his client’s attention the fact that 
possibly his entire business has been 
in jeopardy due to carelessness or 
neglect on the part of his agent; and 
secondly, a major accident to the 
equipment and the inevitable ques 
tion which has no answer “Wh 
wasn't I covered?” 


Pressure Vessels 


Many agents are aware of the 
possibilities of a boiler explosion am 
its disastrous results and_ strongly 
recommend boiler insurance and 
then feel that their mission is ended. 
that they have properly protected 
their client. But have they? 


This same client may be operat 
ing in addition to the boilers, othie 
equipment, an accident to whic 
could mean disaster. I’m thinking 
of explosions of pressure vessels 
primarily air, steam and hot watet 
tanks, refrigeration systems, an & 
plosion of an air compressor, a 
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piping, the fly wheel of an engine or 
the explosion of a steam turbine. 
These accidents can result in wide- 
spread destruction of surrounding 
property and could mean the very 
future of the concern. 


To stress the exposure clients are 
facing in the operation of such equip- 
ment and the real need for adequate 
insurance protection allow me to 
point out that a steam engine can 
speed to destruction in 9 to 11 sec- 
onds after the load has been lost and 
in the case of the steam turbine this 
time element is reduced to 3 to 4 
seconds. 

There are some other factors 
which tend to stress not alone the 
importance but the absolute neces- 
sity of this type of protection. For 
instance, an air tank, the air piping 
or the air compressor can explode 
with the relief valve in perfect condi- 
tion. A steam turbine can wreck it- 
self with all safety devices in operat- 
ing condition. In addition to the 
physical damage, these accidents in- 
variably result in a complete or par- 
tial interruption of business. Speak- 
ing of these costly interruptions— 
an agent must give the required at- 
tention to business interruption in- 
surance as regards the boiler and 
machinery exposure? Statistics 
prove that business interruption 
losses average five times that of di- 
rect damage losses and there are 
some fine examples to bear this out 

This line has been neglected, pri- 
marily because it is a specialized line 
and agents generally speaking do not 
have the time to devote to the study 
required to keep them abreast of it. 
But this fact should not cause an 
agent to avoid the issue or to neglect 
the line. The companies realize the 
situation and as a result they main- 
tain a corps of men for the purpose 
of advising and aiding in the servic 
ing of the line. 

There are a lot of commissions 
lying waiting to be picked up on un- 
written boiler and machinery busi- 
ness but of far greater importance is 
the fact that there is a lot of much 
needed protection which has not 
been afforded. Almost every com- 
mercial building is a prospect. Many 
operate machinery equipment as well 
as boilers and pressure vessels. The 
need is there. The surface has only 
been scratched. 
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ON BURGLARY AND 
ROBBERY INSURANCE 


PAUL W. FULLER, JR.., 
City Supervisor, 
United States Fidelity and Guaranty 
Company, Pittsburgh Office 


HAT other lines in the insur- 

ance offer as many 
unsolicited prospects, whether the 
individual account or the mercantile 
establishment, as the burglary insur- 
ance field? What other classification 
of our business offers a greater vari- 
ety of coverages to meet the needs 
of the individual or mercantile es- 
tablishment? And last, but of prime 
importance to the average agent, 
what other of the so-called “new” 
lines has had the necessity of the 
coverage pounded into the ears of 
the public as has the burglary lines? 
With all of this in his favor, Mr. 
Agent still has two duties to per- 
form. First, to familiarize himself 
with the coverages. Second, to crys- 
tallize the needs for the coverage into 
a positive action on the part of the 
public, that is to sell this insurance 


business 


to protect against losses which might 
result from the present unprece- 
dented crime wave. 


Prospects are unlimited, but there 
is no better place for an agent to 
start than with his present clients. 
When delivering that fire policy re- 
newal and talking of protecting a 
man’s home or furnishings against 
fire, isn’t that a perfect opportunity 
also to crystallize the need for pro- 
tecting the same things against loss 
by burglary, robbery, theft or lar- 
ceny? The insured has been hearing 
and reading accounts of just such 
losses every day. It’s the agent’s 
duty to call his attention to the 
greater probabilities of loss through 
burglary, robbery, theft and larceny, 
than fire. Tell the story of how the 
insured is protected against loss 
through the residence burglary pol- 
icy and a high percentage will buy 
the coverage. 

Then there are the mercantile 
establishments. Their needs are 
greater than ever, especially since 
banks are closed on Saturdays and 
a larger sum of money is accumy- 


(Continued on page 48) 
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QUIZ = the MORTH 





1. Do the premium discount rules apply to the New 
York premium on every policy for which the policy 
premium ts in excess of $1,000? 

The premium discount rules are not optional and 
must therefore be applied to the New York standard 
premium for every policy on which the premium is in 
excess of $1,000, subject to the exceptions in the rules 
to the effect that (1) premium discount shall not serve 
to reduce the New York standard premium below $100, 
and (2) premium discount shall not apply to any New 
York standard premium subject to retrospective rating. 





Dis- 
Gen. Liab. Premium Discount counted 
Standard Amount Premium 
Examples State Premium % (3)x(4) (3)—(5) 
(1) (2) (3) (4) (5) (6) 
I New York $900 46 $41.40 $858.60 
Others 1,090 ~~ ia 1,090.00 
Total 1,990 41.40 1,948.60 
II New York 90 ‘a a 90.00 
Others 1,900 sa - 1,900.00 
Total 1,990 1,990.00 
III New York 102 4.6 2* 100.00 
Others 1,888 1,888.00 
Total 1,990 2 1,988.00 


*See exception in Premium Discount Rules—New York 
reading as follows: 


“Premium discount shall not be applied to the New York 
portion of the standard premium if such portion is less than 
$100. If the New York portion of standard premium exceeds 
$100 and application of premium discount would reduce such 
portion below $100, a premium of $100 shall be charged for 
New York.” 


2. Is the combination of automobile and general lia- 
bility insurance, or of subdivisions of such, optional for 
premium discount purposes? 

If automobile and general liability insurance are in- 
sured under a single policy the combination for premium 
discount purposes is mandatory. If these coverages or 
subdivisions thereof are insured under separate policies, 
the combination may be made subject, however, to the 
rules governing the combination of separate policies. 


34 


A new rate making plan related to premium discounts reflecting 
graduation of expenses by size of risk and retrospective rating was 
approved December 22, 1948 by the New York Insurance Depart- 
ment. It became effective on December 31. Under the approved 
plan automobile liability and general liability may be combined for 
premium discount purposes. The following questions and answers 
were prepared by the National Bureau of Casualty Underwriters. 





3. Is it permissible on a policy covering in New York 
and in other states to determine premium discounts on 
the basis of the New York standard premium? 

For purposes of entering the premium discount table, 
the total standard premium for all exposures covered 
under the policy regardless of location must be used 
and the discount percentage so determined applies to 
the New York standard premium only. 


4. How are the premium discounts applied on a policy 
covering general liability, buses and private passenger 
cars in New York only, for the risk illustrated in the 
following example? 

For purposes of entering the table, the total standard 
premium for the risk is $5,000 and the discounts for 
the several coverages are applied as follows: 





Dis- 
New York Premium Discount counted 
Kind of Standard Amount Premium 
Insurance Premium % (2)x(3)  (2)—(4 
(1) (2) (3) (4) (5) 
General liability..... $500 7.6 $38.00 $462.0) 
Automobile—buses .. 4,300 3.3 141.90 4,158.10 
Automobile—private 
passenger ........ 200 49 9.80 190.20 
ae 5,000 189.70 4,810.30 


5. Is it necessary on a policy under which the ex- 
posures vary during the policy period to adjust the pre- 
mium discounts for the risk at the time of each change 
in exposures? 

The simplest and most practical way of handling such 
a risk would appear to be to determine the appropriate 
premium discounts at the inception date of the policy 
on the basis of the known exposures to be insured under 
the policy, to use such premium discount percentages 
on subsequent changes during the policy period, and to 
make a final adjustment of the premium reflecting ap- 
propriate premium discounts at policy expiration on the 
basis of the premium earned under the policy during 
the policy term. 

6. How are the commission tables applied on a coun- 
trywide risk including exposures in New York? 

For purposes of illustration, assume (1) that the risk 
is operating buses in New York and elsewhere and m 
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addition owns and operates several terminals, (2) that 
the business comes from a general agent and (3) that the 
premiums for the risk are as shown below. For pur- 
poses of entering the table the total standard premium 
of $21,000 is used and the percentages for the several 
coverages are applied as follows: 


Total Production 
Cost Allowance 


Kind of Standard Amount 
State Insurance Premium % (3)x(4) 

(1) =  €2) (3) (4) (5) 
New York General liability $000 16.4 $98.40 
Automobile—buses 6,200 98 607.60 

Sub-total for 

New York 706.00 
Other General liability 2,300 25.0 575.00 
States Automobile—buses 11,900 15.0 1,785.00 


Sub-total for 


$21,000 Other States $2,360.00 


Grand total production cost allowance $3,066.00 


7. Does total standard premium mean the policy pre- 
mium at total policy limits? 
Yes. 


8. May workmen's compensation standard premiums 
be combined with lability standard premiums for the 
purpose of determining the premium discount percentage 
applicable to New York liability premiums? 

No. 


9. How is the amount of premium discount deter- 
mined when a part of the total standard premium is 
subject to retrospective rating? 

For illustration purposes, it is assumed in the follow- 
ing example that of the $100,000 total standard premium 
$75,000 is in New York, and that of such standard pre- 
miums $50,000 in New York and $15,000 in other states 
are subject to retrospective rating : 


(1) Total Standard Premiums, Including Retrospective and 


Non-Retrospective 


Premium 
Discount 


° Kind of Standard Amount 

State Insurance Premiums % (3)x(4) 
. 1) (2) (3) (4) (5) 
New York All other Auto Liab. $75,000 15.0 $11,250 
Other States os _ . ee A 
Total $100,000 


(2) Standard Premiums Subject to Retrospective Rating 


Premium 
Discount 


“ Kind of Standard Amount 

State — Premiums % (3)x(4) 
_ fl) (2 (3) (4) (5) 
New York All other Auto L iab. $50,000 = 13.9 $6,950 
Other States ' eae 
Total $65,000 
(3) Premium Discount for New York Non- 

Retrospective (1)—(2) 4,300 


10. Do the premium discount rules apply to risks 
assigned under any automobile assigned risk plan? 
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Yes, but the standard premium to be used for pur- 
poses of entering the table shall be the appropriate tariff 
premium for the risk prior to the application of any 
applicable surcharges provided by such assigned risk 
plans. The surcharges provided in such assigned risk 
plans are then applied to the net wc ti after appli- 
cation of premium discount, and the production cost 
allowances provided in the assigned risk plans are ap- 
plied to the total premiums including such surcharges. 


NOTE 


apply in connection with one year policies. 


-All of the foregoing questions and answers 
The follow- 
ing questions and answers apply to three year policies: 


11. How are the premium discounts applied on a 
three year general liability policy for which the three 
year premium is $9,000? 

lor purposes of entering the table, the total stand- 
ard premium is $3,000 (the three year premium of $9,000 
divided by the number of years that the policy is in 
force) and the premium discount percentage for a $3,000 
risk is applied to the policy premium of $9,000 as fol- 


lows: 
Standard Premium Discount 
Three Premium % Discounted 
Year Used to Determined Amount Premium 
Premium Enter Tables from (2) (1)x(3) (1)—(4) 
(1) (2) (3 ) (4) (5) 
$9,000 $3.000 6.3% $567 $8,433 


12. How are the commission tables applied on a three 
year general liability policy for which the three year pre 
minum is $9,000? 

For purposes of entering the commission table, the 
total standard premium is $3,000 (three year premium 
of $9,000 divided by the number of years that the policy 
is in force) and the production cost allowance shown in 
the table for a $3,000 risk is applied to the policy pre- 
mium of $9,000. Assuming that the business comes from 
a general agent and that the entire risk is located 
New York the commission is determined as follows: 


Total 
Standard Production Cost Allowance 
Three Premium % 
Year Used to Determined A mouftt 


Premium Enter Tables from (2) (1)x(3) 
(1) (2) (3) (4) 
$9,000 $3,000 21.6% $1.944 
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O GUARD against Indians, river 


raiders and other marauders likely to 


prey on a wealthy landowner, Frederick 
Philipse made his house a sort of fortress. 
Its stone walls were two feet thick and 
seven-foot cannon were placed in a row 
of gun ports facing the Hudson. In the cel- 
lar a year’s supply of food could be stored 
and there was an emergency stable in which 





Manorial office; set up for business even to the sanded floor 


Castle 
in Sleepy Hollow 


Trading Fast of a Latroon 


cattle could be quartered during a raid. A 
secret room provided refuge from unwel- 
come visitors. 

Now known as Philipse Castle, the house 
which is located in the Sleepy Hollow sec- 
tion of Tarrytown, New York, was erected 
in 1683 as country seat, manorial office and 
trading post of a pioneer industrial settle- 
ment. Philipse, who built the house, was one 
of the earliest and greatest of 
the patroons. On the estate 
was produced virtually every- 
thing needed to feed, clothe and 
house the family and tenants. 
There were facilities for dairy- 
ing, spinning, carpentering, 
coopering and smithing; there 
was a mill where the farmers 
brought their grain to be ground. 
With typical Dutch thrift, Phil- 
ipse utilized every asset. The 
water which turned the mill- 
wheel was made to form a basin 
where ships could be loaded with 













“The Widow Beekman's parlor” 





products of the estate in exchange for goods 
from far-off lands. 

According to local legend when Philips 
was building the mill dam, it kept washing 
away. Then a slave told of his dream that 
Philipse would not be successful in his ¢f- 
forts until he erected a church to the glon 
of God. Thereupon he built the nearby 
Sleepy Hollow Church and, as foretold 
work on the dam proceeded satisfactorily 

During the Revolution, because the 
Philipse family, like many of their neigh- 
bors, were loyalists, the estate was confis 
cated and the Lord of the Manor obliged 
to flee to England. The house itself together 
with 750 acres was purchased by Gerard( 
Beekman, husband of the famous Cornelia 
Van Cortlandt, and in 1785 the wooden 
wing, now known as the Beekman addition 
was built. 

In the Beekman wing are relics dealing 
with the capture of the British spy, Major 
Andre, in which Cornelia Beekman played 
a part. An American officer left a valis 
containing his uniform in the house wher 
she was living, and though a Royalist at 
tempted to secure the valise, the patrioti 
Cornelia was able to foil him, thereby de 
priving Andre of a desired disguise. 

Through the generosity of John D. Rocke 
feller, Jr., Philipse Castle has now been re 
stored and is maintained as a museum 

* * * 

The Home, through its agents and 
brokers, is America’s leading insuranct 
protector of American Homes and th 
Homes of American Industry. 


THE HOME? 
Srsurance Company 
Home Office: 59 Maiden Lane, New York 8,N.! 
FIRE ® AUTOMOBILE © MARIE 


The Home Indemnity Company, an affiliate 
writes Casualty Insurance, Fidelity & Surety Bont 
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business or just writing? Why 
should they underwrite their 
business? The company has under- 
writers, they subscribe to inspection 
services, there is the inspection bu- 
reau and what are field men for? 
That line of reasoning costs money. 
The agent’s money and the com- 
pany’s money. Agents are primarily 
interested in their own income, but 
the company’s income must also be 
considered for both are tied together 
bya percentage, or commission. 
Agency expenses have risen tre- 
mendously, but so has agency in- 
come. The final percentage of profit 
hasn't climbed very much and with 
the rising expenses agents feel that 
they should get as much as possible. 
In addition there were years when 
agents had to work hard—awfully 
hard to place that business on the 
books. Then they had to work just 
as hard to collect it. Now it flows 
in freely and it isn’t too hard to 
collect. In fact, today’s new business 
is limited solely to the amount of 
time necessary to pick it off. 


Aw: agents underwriting their 


The Premium Dollar 


The whole insurance picture must 
fit inside the premium dollar ; losses 
paid, company expenses, agents’ 
commissions and profits. It is true 
that there is a surplus available to 
protect against a catastrophe. That 
surplus is someone else’s money, and 
when total expenses and losses pass 
that 100 cents mark, the profit for 
the company is squeezed right out 
of the premium dollar. Losses must 
be paid, so it is just as probable that 
the expenses, including agents’ com- 
mission will be squeezed into that 
“Other People’s Money” zone just 
above the 100 cents mark. That can 
be done once in a while, but it cannot 
average out over a period of years. 

The internal cost of doing business 
by the companies is increasing. Their 
payrolls are jumping two ways, one, 
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through ordinary cost of living in- 
creases and second, through the tre- 
mendous increase of business. They 
have a larger percentage of trainees, 
which means lowered efficiency. 


Allied Forces 


This picture is not drawn to create 
sympathy for the companies. They 
are strong enough and old enough 
to take good care of themselves. The 
companies and their agents are allies 
in this fight though and agents 
should know the problems on the 
company’s front as well as their own. 
Company and agent are tied very 
closely together, for both their in- 
comes come out of the same dollar. 
Keep in mind that thought, the com- 
panies are big enough and strong 
enough to take care of themselves ; 
then let us start analyzing their 
problems. We have to go back to 
the premium dollar again. 

Losses must be paid. Such is re- 
quired by law. But we agents are 
the ones that put those losses on the 
books. You say, “What are we in 
business for, but to pay losses.” 
That is true, but how many of those 
losses could have been prevented by 
underwriting on the part of the 
agent ? 

Every loss we had was checked 
to find out why it occurred, and how 
it could be prevented from happen- 
ing again. An odd thing occurred 
though that happened too many 
times to be a coincidence. The slow 
pay policyholder had far more losses 
than the good pay policyholder. 


Expense 


The other item of the premium 


‘dollar that agents can control is ex- 


pense. There is a certain amount of 
fixed expenses that cannot be con- 
trolled—but the amount of home of- 
fice underwriting required can be 


controlled. Those underwriters have 
an uncanny way of sensing an agency 
attitude. The single outstanding fac- 
tor in reducing both losses and ex- 
pense is just plain information. The 
kind that is so familiar to an agent 
that he assumes others know it also. 


Education is the key to agency 
underwriting. This education comes 
in many forms, but two musts in this 
education are the trade journals and 
the field men. An agent must know 
what he is selling. Trade journals 
give analyses of new forms, showing 
the extensions and limitations of the 
coverage. After a new form has 
been introduced, an agent should 
determine several good prospects for 
that coverage, read up as much as 
he can on it, then call in the field 
man. After several calls, he will 
know the desirable classes of busi- 
ness and he will also know what to 
avoid. 


In most cases field men are real 
specialists in their lines and when 
given an opportunity, will make 
money for an agent. After over 
twenty years in the fire field, I get at 
least one good new idea or refreshers 
on many ideas on which I have be- 
come rusty, every time a fire field 
man calls. It is surprising the amount 
one forgets or shall I say “lays aside 
mentally.” It requires constant buf- 
fing to restore the polish of under- 
writing. 


Basic Principles 


There are a few basic principles 
to remember in underwriting. An 
example in fire insurance is out- 
standing. It actually is based upon 
human nature. Fire insurance 
should be carried to at least 50% 
of the actual cash value of the prop- 
erty. Where it is under fire protec- 
tion, additional insurance up to 80, 
90 and even 100% should be carried. 
To encourage this, credits are given. 
On unprotected properties such as 

(Continued on the next page) 
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Agency Underwriting—Continued 


farms and suburban dwellings re- 
mote from fire protection, the excess 
over 50% should be limited so that 
the insured is carrying a sizeable 
portion of the risk himself. When 
he also knows that part of it will 
come out of his pocket, he is much 
more interested in protecting what 
he has. The exception to the gen- 
eral farm underwriting principle is 
in the case of his livestock and tools. 
Both of these are mobile and the 
farmer will try to save them in case 
of fire. On these items we can relieve 
him with safety and insure up to 
their value. 

Automobile underwriting is an- 
other problem and really serious 
today. Every agency has a large 
volume of automobile business that 
somehow is much more personal 
business today than other lines. Yet 
no single class of business has pro- 


duced consistently higher loss ratios 
than this. 

We look our younger 
days. Some of us can remember the 
spirited horses we kids. 
Others of us can remember the cut- 
down Fords. All of those thrills are 
nice memories, but when applied to 
the youth of today we “view with 
alarm.” You cannot repress the 
youth of today any more than we 
were repressed at their age. The an- 
swer? Education! Our local high 
school has a driver training program 
which is a must before graduation. 

Human nature is such that a per- 
son can be guided into a sincere 
desire to prevent accidents or fires, 
but he'll be damned if he will be 
forced into that prevention. It is 
the job of an agent, through adver- 
tising, conversation and actions, to 
play on the human nature of others 
to make them safety minded. Agents 
are doing their fellow man a service 
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so that he will not be subjected ; 


losses. They are doing themselyes, 


service too, by instilling a conscioys 
ness in others of the need of ingy. 
ance and their ability to serve then 

It all breaks down into two que 
tions. Why should agents unde. 
write their business? and how can 
agents underwrite their business? 

Agents should underwrite the; 
business because, only in that wa 
can they relieve the squeeze on ther 
commissions. With reduced logs 
and lowered home office expenses x 
a result of better underwriting, th 
companies will no longer be forge 
to search for ways to confine logge 
expenses and profits within the pre. 
mium dollar. 

Agents can only underwrite their 
business better by education. 8; 
absorbing all they can by reading 
listening to specialists in their line 
attending educational meetings ani 
by general discussion in agenc) 
groups. Then they must go out int 
their communities and put ther 
knowledge to work. 


From an address before the Ohio Association 
of Insurance Agents. 


RECORD CONSTRUCTION 
IN 1948 


UILDING and engineering con- 

tracts aggregating $9,429,618.) 
were rewarded in the thirty-seven 
states east of the Rocky Mountain 
last year, according to a report 
the F. W. Dodge Corporation. This 
total topped the 1947 volume by 2 
per cent and exceeded by 14 per cent 
the previous record of $8,255,061; 
000 set in 1942 when the war cor 
struction program was at its peak 

The record in investment commit 
ments for building and engineering 
works was attributable mainly toe 
traordinary volume of nonresidentié 
building which was designated 1 
federal government regulations fror 
1941 to midyear 1947 as “nonts 
sential.” The classes showing the 
greatest gains, and the percentage 
creases over 1947, were : commerd 
building 25 per cent; education! 
and science building 85 per cet 
hospital and institutional building 
111 per cent; religious building lf 
per cent; social and _ recreation 
building 90 per cent. 
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GREAT FLOOD OF 1815—A combination of high tide and hurricane in 
1815 destroyed the bridge in Market Square, Providence, and drove ships 
into the main business district. The scene above shows one of the boats 
piercing the third floor of the Providence Washington Home Office. 


Although the Weather Bureau can now give advance warning of the approach of a hurricane 
or tornado, wind storms do blow up suddenly and tides rise rapidly. Every good skipper knows 
that weather is uncontrollable, so, after properly mooring his boat, he seeks the additional pro- 
tection of sound insurance in a substantial company to cover the risks which he himself can not 
forestall. Since 1799 the Providence Washington Insurance Company has specialized in marine 
underwriting and this backlog of experience is offered to every boat owner. Its network of 
branch service offices from coast to coast and thousands of well informed agents assures the 
yachtsman of competent service at all times. 


PROVIDENCE WASHINGTON 
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> House, earliest meeting place New Home Office Building 
* Providence Insurance Company to be dedicated this year 

















NATION-WIDE 
MULTIPLE LINE INSURERS— 
CONDUCTING THEIR BUSINESS 
ONLY THROUGH Naatatia) 
AGENTS AND BROKERS— 
THE KIND OF COMPANIES 
ACCREDITED AGENTS AND BROKERS 


LIKE TO DO BUSINESS WITH 


AMERICAN ASSOCIATED | 


INSURANCE WN COMPANIES 


AMERICAN AUTOMOBILE ASSOCIATED INDEMNITY 
INSURANCE COMPANY omen Seek oe Wakes, | 


SAINT LOUIS SAN FRANCISCO 
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E HAVE all known and 

heard expressed time and 

again the old story that few 
insurance buyers of fire or casualty 
policies know or care to know the 
names of the particular companies in 
which they are insured. I believe 
this is a generally accepted fact by 
all of us in the insurance business 
and, while I am sure this is discour- 
aging to those who are trying 
through advertising and other means 
to impress on the minds of the pub- 
lic the name of some specific com- 
pany, I believe it is one of the great- 
est tributes ever expressed to the 
entire industry by the buying public. 
The mere fact that an individual 
buyer shows little concern in the spe- 
cific company name, so little in fact 
that he will actually forget the name 
or never take the interest to inquire 
as to the name or condition of that 
company, evidences to me a great 
public faith in the system of capital 
stock insurance. 





























Years of Effort 







Now this faith did not just 
happen. It has not just been built 
up in people’s minds throughout the 
years by accidental means. It is the 
result of years and years of honest 
effort. It is the result of a great 
amount of self-regulation of a great 
business. It is the natural result of 
an enlightened public that has come 
to know without knowing how that 
itcan trust the product of an entire 
business. Look back, if you please, 
on all the years of effort and indus- 
ttial cooperation that have gone into 
the building of this public trust. 
Think of all the joint enterprises 
that have had to be necessary for this 
accomplishment, how the pioneers of 
this business have had to build and 
guide their separate courses to meet 
and follow a single path, how by 
inal and error they have developed 
standard policy forms, joint rate 




















For February, 1949 





Son't Sell Insurance 


procedures, joint auditing methods, 
underwriting information shared by 
all to the economic benefit of the 
individual policyholder, joint in- 
spection service and adjustment pro- 
cedures, yes, and even though | be- 
lieve on an entirely too limited basis, 
joint education and advertising pro- 
grams. 


While Mr. Gallop or other poll- 
sters might by statistical method 
prove that the insurance business is 
not so well known or accepted as 
some or many other American busi- 
nesses, I dare say any one of the 
other great industrial groups of this 
country would give millions for the 
public trust it has earned and enjoys, 
lethargic as it may seem. Think of 
the thousands upon thousands of fire 
and casualty policies that are bought 
each day throughout this land and 
are never read, even briefly, by the 
buyer, yet relatively how few losses 
are ever in dispute because of the 
lack of understanding on the part of 
the assureds. 


Mutual Faith 


It is a business of faith. The com- 
panies have had faith in the Ameri- 
can public and throughout the years 
that faith has been justified, other- 
wise, they, the companies, would 
not have grown and prospered. The 
public has returned that faith, else 
the industry could not continue in 
the manner and means of growth 
that have made it great. I do not 
want you to think that I am a Polly- 
anna or that I am enjoying, what 
the great Hoosier poet, Jim Riley, so 
aptly described as, a trip of scattering 
pie crusts down the road. I do not 
think that the stock fire and casualty 
business is perfect. I do suggest that 
we start as of now to accept the fact 
and sell the public the principle that 
the insurance business is a great and 
good business, one that has the pub- 
lic confidence and knows and appre- 





Short! 


JOHN D. PEARSON 


x ok * 
ciates that confidence. I do have a 
few suggestions which may be of 
benefit or, at least, merit considera- 
tion, wherein advertising services 
could be improved and where public 
relations could be better. 


A Suggestion 


Now going back to the things | 
know best, the state of Indiana, cap- 
ital stock companies both fire and 
casualty write approximately eighty 
million dollars in premiums in In- 
diana annually. This seems to me 
a staggering figure for I have not yet 
learned to think in terms of billions, 
yet this large volume of business 
written by capital stock companies 
and truly representing one of the 
major businesses of our state from 
a volume standpoint is the only 
major industry that I know of that 
does not have a full time paid sec- 
retary taking care of the many in- 
terests on a_ local that are 
always presented and present in 
these times. Certainly the railroads, 
the oil industry, the trucking in- 
dustry and most all others even to 
the smaller businesses have located 
a man or men to guard and improve 
their interests in the eyes of our 
people in Indiana. 


basis 


I think I know of no one who 
has been given the specific duty of 
coordinating the efforts of either the 
fire or casualty business separately 
or jointly in our state. It is true 
that there are several hundred men 
representing the companies as field- 
men, inspectors and adjustors. These 
men, I believe, are extremely capable 


Continued on the next paae 
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Don't Sell Short—C 
men. I believe them to be doing 
an excellent job in their line. There 
is none, however, who can spend his 
time exclusively in the interest of 
capital stock insurance. Many of 
them give generously of their time 
and efforts in programs such as fire 
prevention work and other public 
relations programs to build up pub- 
lic good will. 


Public Relations Program 


Recently I was invited to a con- 
ference of Indiana fieldmen who 
were meeting jointly with a number 
of local agents to discuss ways and 
means of promoting a new educa- 
tional and public relations program 
to be carried out throughout the 
year. I have the impression that this 
was a program that was suggested 
from Chicago or New York, possibly 
both, and a very interesting one and 
one which I believe will have some 
extremely good results. It starts out 
with an attempt on the part of the 
fieldmen through a joint enterprise 
to educate various groups of local 
agents. The first step of the pro- 
gram was the development of a sys 
tem of group meetings held by a 
number of fieldmen who were to 
teach groups of local agents the basic 
fire contract. Certainly any educa- 
tional program that is conscien- 
tiously entered into and earnestly 
pursued will have definite benefits 
for the whole and I am not in the 
least attempting to discredit this 
particular program. I am heartily in 
favor of it. After sitting and listen- 
ing to the discussions of some sev- 
enty fieldmen and the different 
methods suggested by a number of 
them as to how to approach the 


problem, and spending an entire half 
day with them, I could not but think 
of the lack of direction which 1s 
normally needed in any successful 
undertaking of this kind. 

The many hours time spent by 
these men at that half day meeting 
must surely have cost the companies 
some three or four hundred dollars. 
3efore the program is completed and 
after these fieldmen had to 
spend countless hours in prepara- 
tion, traveling and ultimately run- 
ning the classes, I venture the guess 
that it will have cost capital stock 
fire insurance some fifteen or twenty 
thousand dollars. I believe that it 
may be worth all this cost. What I 
am leading up to, however, 1s my 
contention that if the companies 
would have one capable man who 
would work with the hundreds of 
fieldmen and other company repre- 
sentatives and literally thousands of 
agents, much of the confusion would 
be removed, the ultimate results 
would be much more beneficial, the 
cost would be materially reduced and 
the program could be one that wou!d 
be sustained. In the past there have 
been many programs, all of which 
must have benefited public relations 
but certainly these programs have 
not been related or sustaining. They 
come and go with apparently no 
connection tying them together. It 
is, therefore, my opinion that if cap- 
ital stock interests would secure the 
services of a capable man in each 
of the major states of this country, 
whose training had the 
nature of public relations and pay 
this man on a conservative basis as 
other industries pay similar men, the 
cost would be infinitesimal to the 
whole and the saving in actual dol- 
lars and efforts expended would be 
enormous and a tremendous good 
would result. 
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Thirty nine years of factual appraisal service to 
America’s more conservative business institutions. 


District offices in principal cities. 


IMPARTIAL VALUATIONS 
of 


PROPERTY 
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Now we in the insu ince 


ness are going into a new era 
rate regulation and most states ha 
passed, as’ you know, the new ¢. 
regulatory laws. I firmly belie 
that the 
who are least regulated, and they 
fore, rather than have law 
passed which would cause any ry 
increases which are made to be giy 
public notice by law, 1 would my 


regulated are thos 


best 


S Or rule 


prefer to see the industry of insy 
ance voluntarily arrange a syste 
whereby the public was advised 

rate changes. In any rate filings th, 
have been made with the Depar 
ment by any group of the insurap 
industry I have always request 
that newspaper releases be prepare 
and that the public be properly not 
fied of these changes. I have ; 
made this as a demand but mere 
as a suggestion. 
to the best interest of the insurar 

business that the public be proper 
advised. How much better it wou! 
be if this advice were given in th 
proper form and order to the pres 
rather than have the press have 
come to the Insurance Departmen 
to get the information, yet for som 
mysterious 
mately the public will know, we hav 
made a mystery of all rate filings, 


I believe it to bh 


reason, although ult 


Now I contend that if there was 
a public relations expert located i 
Indiana, he have had the 
proper with our loca 
newspapers and that the proper news 
releases would have been issued cot 
cerning the necessity of any rat 
changes. The industry could take 
full credit for 
through proper handling justify an 
rate increases. You cannot expect 
bureau to handle this type of work 
unless they are given the speci 
personnel capable of properly hat 
dling it. The bureau men at preset! 
are rating experts and I believe att 
doing a tremendously fine job ati 
yet, at least on a local basis, no ont 
seems to be attempting to sell th 
public on the fine service and wor 
I do not believe 


would 
connection 


any decreases af 


they are doing. 
successfully at 
the 
realize it must be done on a localize 
basis. Without stretching the imag 
ination too far, I can think of é 


this will ever be 


ce ymipamiies 


complished — until 


countless number of extremely us 
ful duties that a man could perion 
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General’s Broad Coverages... 


HELP YOU TO CLOSE 
SALES PROFITABLY 













Agents everywhere—and we have more than 5,000 of 
the best—report that General’s broad coverages and Pre- 
ferred Risk plan help them to close sales quickly, 
ably. Yes, it pays to sell what the public wants. Ask 
today for details of our outstanding agency plan. It’s 


good for the agent—good for the insured. 


GENERALINSURANCE COMPANY OF AMERICA 
First NATIONAL INSURANCE Co. oF AMERICA 
GenerRAL Casuacty Company oF AMERICA 


HOME OFFICES —SEATTLE, WASHINGTON 
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that would lead to better public ac- 


eptance of the insurance business 
‘ that man were properly trained 
ind had the single duty of perform- 
ng that work. 
May I list briefly a few of the 
hings that he could do? First and 
predominantly, he could be liaison 
nan between the company associa- 
ons and the fieldmen, directing the 
arious field group activities. He 
‘ould follow through on fire preven- 
ion work, on accident prevention 
ctivities, he could work with various 
lepartments of state such as the 
‘ire Marshal's Office, the Depart- 
nent of Traffic Safety, the Motor 
‘ehicle Licensing Division and, of 
ourse, the Insurance Department. 
lis services would be invaluable to 
he insurance industry during legis- 
itive programs. He could closely 
‘sociate himself with the work of 
te local agents’ association, assist 
‘em and work with them in the 
anious programs that they put on 
hroughout the year. He could see 
it that local press releases were 
set and properly maintained. 
le could advise the various associa- 
ons, keep them in touch with local 
‘tuations and all, I say, at a rela- 
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tively low cost. The time that he 
would save the fieldmen alone would 
be ample justification for his hire. 


Resolution 


In speaking of localizing, the 
House of Representatives in the 1947 
session of the General Assembly 
passed a concurrent resolution with 
the Senate, which is brief and written 
in an entirely Hoosier style. The 
pithiness of its word and content 
might not suit all the grammarians 
but its expressiveness is indicative 
of a truly American ideal. 

“Indiana needs no guardian and 
intends to have none. We Hoosiers 
like the people of our sister states 
were fooled for quite a spelt with 
the magician’s trick that a dollar 
taxed out of our pockets and sent 
to Washington, will be bigger when 
it comes back to us. We have taken 
a good look at said dollar. We find 
that it lost weight in its journey to 
Washington and back. The political 
brokerage of the bureaucrats has 
been deducted. We have decided 
that there is no such thing as ‘federal’ 
aid. We know that there is no 


wealth to 
within the 
states. 


tax that is not already 
boundaries of the 48 


henceforward to 
tax ourselves and take of our- 
selves. We are fed up with subsidies, 
doles and paternalism. 
one’s stepchild. We have grown up. 
We serve notice that we will resist 
Washington, D. C. adopting us. 


Be it resolved by the House of 
Representatives of the General As- 
sembly of the State of Indiana, the 
Senate concurring, that we respect- 
fully petition and urge Indiana's 
congressmen and senators to vote 
to fetch our county court house and 
city halls back 
Avenue. We 
come home. 


So we propose 


care 


We are no 


from 
want 


Pennsylvania 
government to 


Resolved, further, that we call 
upon the legislatures of our sister 
states and on good citizens every- 
where who believe in the basic prin- 
ciples of Lincoln and Jefferson to 
join with us, and we with them to 
restore the American Republic and 
our 48 states to the foundations built 
by our fathers.” 


From an address before the 
vertising Conference. 
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Adjustments—from page 2! 


in short periods. For these reasons 
coverages must be based on a full 
year's experience. If a loss of in- 
come could not possibly be sustained 
for a year the specified time form 
is available, but this coverage must 
still be a percentage of the entire 
year. 

Another question is “Why require 
insurance of income to the extent of 
charges and expenses which would 
not continue?” The answer to that 
one is that none of our forms require 


insurance of values against which 
a loss could not be sustained. In 
many short periods of suspension 
no charges or expenses could be 
reduced except the cost of merchan- 
dise used or sold which is deducted 
under all forms. Many losses have 
been paid in the amount of gross 
margin over cost of merchandise on 
lost sales during short periods of 
suspension where no expenses could 
be saved. In insuring A Class 
buildings the value of exposed 
foundations are covered although 
the probability of loss is remote. 
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EVERY 3 SECONDS 


SOMEONE IS KILLED, 
MAIMED OR INJURED 
BY AN ACCIDENT! 


Accidents are preventable—and very 
costly. Let SAFETY ENGINEERING show 
you how to guard against them. 


Every alert insurance and business ex- 
ecutive who desires to contribute to safe 
working conditions, has two main objec- 
tives in mind:— 


1. To safeguard the employee. 


2. To save money. 


SAFETY ENGINEERING, pioneering in 
safety and accident prevention since 1901, 
gives definite and practical suggestions 
and methods toward preventing accidents. 
The inevitable cost of carelessness and 
lack of safety knowledge is—accidents— 
injuries—death! 





SAFETY ENGINEERING 


$4.00 A YEAR 
A DIVISION OF ALFRED M. BEST CO., INC. 


75 FULTON STREET NEW YORK 7, N. Y. 
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Indispensable Employees 


Another inquiry in all adjustmey 
is, “What employees are importy 


or indispensable?” Any employee 
such worth to the business organi; 
tion that relieving him would reg 


in impairment in efficiency upon p 
sumption of operations would be; 
important or indispensable employe 
With sufficient insurance to oie 
values under the contribution clay: 


assured has considerable leeway 
the determination of whether or y 


an employee is important or indi 


pensable. Of course a claimant woy 
be required by law to pay an e 
ployee any compensation collect 
for him so there would be no mo 
tary motive to pad the payroll clai 
It is usual therefore to check valy 
in the early stages of an adjustme 
to see if there is sufficient insurar 
to keep borderline cases on the pz 
roll. . 


In various 
business interruption coverages, 
have found sources of income whi 
are not covered and which therefor 
do not have to be included in vali 
under the contribution clause. 0; 
of these is income from investe 
capital. Income from investment 
surplus in stocks and bonds for i 
stance, is not covered as it is not i 
come from the use of property 
scribed in the coverage, the damag 
or destruction of which would bet! 
basis of claim. 


Trading Account 


Another item is profit or loss fre 
the increase or decrease in the mé 
ket value of raw stock in the har 
of a manufacturer. The value oft 
stock on hand is insured under sto 
coverage. Profit or loss on the be 
of cost is an earning or loss nott 
sulting from the use of the proper 
but rather from its ownership. " 
adjustments under manufactuns 
coverages, raw stock is charged: 
in the profit and loss statement+ 
its value at the time of use“ 
what it could be insured for a" 
surable property. Many cereal m 
carry a trading account in whe 
profits or loss in the value of g@ 
inventories is determined, the 
being charged into production at® 
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market value at the time used. These 








counts usually show a material 
rofit as grain is purchased during 


arvesting seasons. 


Physical Property 


No part of the value of physical 
property is insured under business 
nterruption coverages except that 
sart of value which would be used 
p in operational use such as depre- 
ation. Therefore consequential 
lamage to raw stock, such as spoil- 
ge as a result of a fire preventing its 
se, is a subject for consequential 
ss coverage under insurance of 
roperty—not under business inter- 
ruption. Canneries can suffer severe 
consequential raw stock losses not 
overed under business interruption. 

There is another item which is 
coming up in adjustments which 
mav be a little controversial. It is 
becoming more prevalent every day 
to lease buildings for a percentage 
{ the tenants sales over a fixed 
minimum rental. The fixed or mini- 
mum rental could be a continuing ex- 
pense but the percentage of sales in 
excess thereof could not as it would 
automatically reduce with reduced 
sales. In some leases this amount is 
very large. In my opinion this per- 
centage of sales over fixed or mini- 
mum rental vests an interest in in- 
come in the building owner which 
value would not be covered under 
the tenants business interruption in- 
surance unless the building owner 
was anamed insured with the tenant. 
lt would be insurable by the build- 
ing owner as rental income. Such 
being the case such excess over the 
minimum or fixed rental would be 
deductible from sales in determining 
the insurable values for the contri- 
bution clause. It seems practical that 
this deduction from sales is just as 
proper as deducting sales tax or re- 
turns and allowances to arrive at the 
net value of sales to the assured. 


Rent Charge 


As against this idea I have had the 
argument that any amount paid to 
the landlord is rent and as such is a 
charge and expense, the value of 
which would have to be included in 
compliance with the contribution 
clauses in the contribution and gross 
tamnings forms. The value of this ex- 
‘ess Over minimum or fixed rental 
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REGISTERED MAIL AND PARCEL POST ... Protected 
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The establishment of the Pony Express in 1860 
marked the beginning of the first regular gove 
ernment mail service to the Pacific Coast. Its 
szreatest accomplishment was the carrying of 
Lincoln’s Inaugural Address from St. Joseph, 
Missouri, to San Francisco, a distance of 1950 
miles, in seven days and seventeen hours. 

The Post Office Department with its 42.000 
offices employing a half million workers han- 
died almost 371% billion pieces of mail last year. 
Of these, 15 million had to be destroyed be- 
cause it was impossible to deliver them on 
account of inaccurate or illegible addresses. 





GALLOWAY 
Shippers everywhere who use the facilities of the Post Office 

Department are prospects for registered mail and parcel post 

insurance. Appleton & Cox, Inc., marine managers since 1872, 

offers complete services to brokers and agents who are inter- 

ested in developing this line of business. 















would not under any circumstances 
have to be included in values under 
the specified time form as it could 
not be a fixed charge. In view of the 
it is that 
where this situation pertains the con- 
tribution or gross earnings forms 
might be endorsed as follows, ‘‘It is 
understood and agreed that the in- 
terest of lessor, of the premises here- 
in described, in assured’s sales in ex- 
cess of a fixed or minimum rental is 
not covered hereunder and the value 


controversy suggested 


Appleton & Cox. Ine 


MARINE INSURANCE WORLD WIDE 
111 John Street, New York 7, New York 
BRANCHES IN PRINCIPAL CITIES 


% — 2 - 





of such excess over fixed or mini- 
mum rental is not income to assured 
for the determining 
values under the contribution clause 


purpose of 


herein.” 

There may also be costs which do 
not have to be included in values. 
Work on merchandise done away 
from the premises described in the 
coverage would be part of the cost 
of stock used by the operation of the 
described premises. For instance a 


(Continued on the next page) 








Adjustments—Continued 


manufacturer may receive raw stock 
and after some processing send it out 
to another factory for special treat- 
ment after which it is returned to 
the insured’s plant for completion in- 
to his finished product. This outside 
cost, including transportation to and 
from assured’s premises, would be 
just as much a cost of raw stock as 
though the work were done before 
the original receipt of the raw stock 
by assured. 

All forms exclude remote 
This means distant in time, place or 
relation from the use and operations 
of the property described in the cov- 
erage and the earnings therefrom. 
Our forms also exclude consequen- 


losses. 


tial losses. Some interesting cases, 
involving these exclusions, have 


come up in adjustments. In one case 
the burning of a factory resulted in 








SINCE 1925 


New York City (7) 107 William Street 
Newark, N. J.—11 Commerce Street 











BRANCHES 
Baltimore Jersey City, N. J. 
Pailadelhiar he Trenton, N. J. 
Pittsburgh, Asbury Park, N. J. 
Harrisburg, Pe. Miami, Fla. 
Easton, Pa. Washington, D. C. 
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LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


All Clothing. 
Rugs, Carpets. 
Linens. 
Laces. 
Tapestries. 
Furniture Fabrics. 
Cushions. 
Sofas. 
Chairs. 
Drapes. 
Brocades. 
Embroideries. 
Etc., Etc. 
REWOVEN, RESTORED, REPAIRED 


Recommended by Nat'l. Museums, Press Fire 
Co's., and Adjusters everywhere. 


LA MERS STUDIO 


142 EAST 34th ST., NEW YORK CITY 
(Near Lexington Avenue) 


LExington: 2-3574 (26th Year) 
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a loss of sales in a retail store owned 
by assured as the factory’s product 
could not be bought from others. 
Only the factory premises were de- 
scribed. Although the named assured 
suffered a loss of retail profits, such 
loss was not recoverable as the retail 
profits were not earned by the opera- 
tion covered. 

Consequential business interrup- 
tion would include 
good will, disruption of relationships 
and loss of franchise. These losses 
are not covered. 

There occurring after 
the period of suspension under the 
coverage, which ends with the time 
it would take with diligence and dis- 
patch to repair or replace the prop- 
erty described. For instance assume 
a fire destroys a fruit or produce 
process and storage plant on March 
Ist and it would take six months to 
rebuild. The period of tiability would 
end September Ist. Assured would 
lose crops coming in during July and 
August which would have produced 
storage income through the balance 
of the year. No loss of income that 
would have been earned after Sep- 
tember Ist would be recoverable 
under the forms as written. 


losses loss of 


are losses 


Additional Premiums 


Most of these excluded losses can 
be insured under contingent, conse- 
quential and other types of cover- 
ages, and may be the source of added 
premiums. 

In conclusion let me assure the 
reader that, although our business 
interruption forms may not be easy 
to understand on first reading, they 
are not tricky. They provide fair 
indemnity within reasonable limits. 
Our principle trouble has been due 
to insufficient insurance to comply 
with contribution clause require- 
ments which not only complicates 
the application of the coverage but 
produces penalties. I am safe in say- 
ing that half of the adjustments in- 
volve penalties. If there is sufficient 
insurance to requirements you need 
not be concerned with the forms. A 
service to the business can be ren- 
dered by agents, with profit to them- 
selves, if a thorough knowledge of 
contribution clause requirements be 
applied to the writing of every risk. 


address before the California Asso- 
Agents. 


From an 
ciation of Insurance 


PRODUCERS’ ALLOWANC} 
LOWERED 


M' IDIFICATION of its rat 
making formula for glass insyr 
ance under which the 
of 35% for pret 
is replaced by a 30% for tota 
production cost allowance, was a; 
nounced January 5, 1949 by th 
National Bureau of Casualty Under. 
writers. casualty car- 
riers anticipate a more cordial ac. 
ceptance of future proposals for rat 


Ife 
II" 


present factor 
to pre ducers 
factor 


sy this change 


increases. The allowance as 


the source of ever-increasing criti 
cism by supervising authorities as jt 
was in excess of any similar pro 
vision in the rates for other casualty 
lines. The revised formula is appli 
cable in all jurisdictions other tha 
New York, where the equivalent re- 
sult was accomplished in 1947 
through the introduction of a graded 
expense program for glass insurance 
Adoption of a flat 5° reduction in 
the total production cost allowance 
in lieu of a graded expense progran 
will with New York 
producers on January 11. Glass busi- 
although the 
level 


be discussed 


ness is unprofitable 
countrywide rate 
67.2% higher than at the beginning 
of 1945. Casualty companies are pre- 
sently confronted with a need for 
further rate increases. The N 
3ureau, in an effort to minimize the 
frequency of rate 
mended that consideration of an\ 
further changes in rates be deferred 
until the Spring of 1949, as there is 
the possibility of another increase 1! 
replacement that time, 
should labor obtaining 
another round of wage 


today is 


Jationa 


increases recon 


costs” at 
succeed in 
increases 


STUDENTS REQUIRED 
TO INSURE 

ALE University has made ob- 

ligatory the carrying of automo- 
bile liability and property damage 
insurance by all students operating 
cars in the New Haven area. The 
ruling requires the students to cart) 
limits at least equal to those im- 
posed by the state financial respor- 
sibility law atid warns that these 
limits are considerably lower that 
those which would be carried by 4 
“prudent car owner.” 
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INFORMATION FOR YOU 


Comprehensive Personal Liability Rate 

Chart. Fits in your pocket and gives 
rates for various limits of liability and 
medical expense, for one and multiple 
family dwellings. Includes additional rates 
for incidental professional occupancy, addi- 
tional residences and servants. 


? Farmer's Comprehensive Personal Lia- 
bility Bulletin. Easy to use and will 
go in your pocket. Gives rates on personal 
and employers’ liability by states. Covers 
most types of farming. 


Connecticut Indemnity agents are using this 
)-Point Sales Package, and getting results — 
new premiums and commissions from a 
Vitally important type of coverage. A sample 
of the 5-Point Package is yours for the 
asking. No cost or obligation. 





5-POINT SALES PACKAGE ON 
COMPREHENSIVE LIABILITY! 


Here’s an easy line to sell to clients and prospects alike. Scores 
of people you know will buy personal or farm comprehensive 


liability insurance. You n rtain rating, classification and 
underwriting data. Beyond th eu need promotion material 
you can send to or leave with your clients and prospects. Connecti- 
cut Indemnity’s New 5-Point Sales Package brings you all these! 








INFORMATION FOR YOUR CLIENTS AND PROSPECTS 


3 Popular folder titled “A Tough Spot To Be In . . . and It Could 

Be You.” Tells about the basic comprehensive personal coverages 
in cartoons and few words. Just what you need for enclosure with 
bills and other mail. 


4 Colorful folder, including application, titled “To Mr. Farmer 
Only.” Shows many special farm hazards. You'll want every 
farmer you know to see this convincing printed piece on farmer's 
comprehensive personal liability. 


5 Letter to send to both types of prospects with either one of the 
two folders. This letter shows a number of news headlines on 
simulated telegraph tape, and will get attention from your clients 
and prospects. 
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I Security Insurance Companies 


4 New Haven Underwriters 


HOME OFFICE: NEW HAVEN, CONNECTICUT 


Security Insurance Company of New Haven 
The East & West Insurance Company hi S7o. 
of New Hoven y : 





The Connecticut Indemnity Company 
1841 — “Security,” The Nation’s Watchword — 19<9 








Burglary and Robbery—from page 33 


lated over the weekend. They should 
be told the answer to their problem 
is an inside and outside holdup and 
a safe burglary policy. Even better, 
they should be provided the broadest 
coverage available and told of the 
broad form money and _ securities 
contract which offers coverage on 
“all direct loss of and destruction of 
money and securities, even by mis- 
placement, disappearance or by fire.”’ 
Certainly it will cost a little more 


than the holdup and safe policy, but 
if the full story is told the insured 
will agree that for the real protection 
it offers, the difference in price war- 
rants it. In any event, the cost of 
either coverage is cheaper and much 
better than attempting to solve the 
problem by employing watchmen. 
Speaking of employees, don’t for- 
get that employer with the large pay- 
roll, who in the past paid by check, 
but because of demands 
must now pay in cash. There's a 
special policy for that—the broad 


various 





ard of Detroit. 





or an extra measure of service on all 
phases of company and agent cooperation 
—production, underwriting, safety engi- 


neering or claims—you can’t beat Stand- 


Standard of Detroit Group 
STANDARD ACCIDENT INSURANCE COMPANY, DETROIT 
PLANET INSURANCE COMPANY, DETROIT 
PILOT INSURANCE COMPANY, TORONTO 


FIRE © AUTO e MARINE e CASUALTY e FIDELITY © SURETY « AVIATION 








form payroll holdup policy. Every 
sale of this policy further cemen; 
the confidence of these firms in hay. 
ing an agent handle their insurane 
problems. 


Storekeeper's Policy 


That storekeeper on the corpe 
realizes his hazards against loss 9 
money and merchandise through 
holdup or burglary. The amount oj 
coverage he néeds is small, but reg. 
ular mercantile policies are too ey. 
pensive. He hasn’t been overlooked 
The storekeeper’s burglary and rob. 
bery policy has been designed espe. 
cially for him, offering all around 
coverage in reduced amounts in one 
package at a flat premium charge 
that is very inexpensive. The same 
holds true for the small office, such 
as a doctor or dentist, and an office 
burglary and robbery policy is avail- 
able in a similar packaged form at an 
even lower rate. Churches too have 
suffered in this crime wave and since 
the money and property they have 
needs a special coverage, a policy 
has been made available giving them 
the broad coverage necessary at low 
cost. 

An agent should not let the words 
“Burglary lines’ fool him. This 
classification includes quite a nun- 
ber of all loss policies—policies that 
extend beyond the scope of burglary 
or robbery. The valuable papers and 
the accounts receivable policies are 
two of the more popular ones. Mr 
Agent is the one who will be en- 
barrassed if a loss occurs and the 
insured then learns he could have 
purchased such coverage. Give that 
business account the opportunity tt 
review its needs, the coverage and 
cost, and there will be another policy 
on the books. 

These are just a few of the op 
portunities offered the agent in this 
field. There are many others 2 
which the agent will become aware 
as he directs his energies towafd 
selling these lines. By the same 
token, the agent’s activity will prove 
that the burglary insurance field oF 
fers his greatest opportunity in the 
insurance business today because t 
offers a great variety of coverages 
an unlimited number of real pros 
pects and the least sales resistance @ 
the policies that may seem “new 
to the insuring public. 


Best's Fire and Casualty New 
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ON BODILY INJURY 
JOEL N. GUMPHER, 


Supervising Underwriter 
Pittsburgh Office of Zurich-American 
Guarantee Companies and 
JAMES R. WILSON, 
Assistant Cashier, The Travelers 


Pittsburgh Branch Office 


ERE are only twenty of the 

reasons business men, 
owners and lessees of property need 
(and why agents should sell) bodily 
injury insurance on their premises, 
operations and activities : 


why 


1. Because all liability policies are 
built around the law of negligence. 

2. Because accidents are occur- 
ring constantly on property and be- 
business operations—to 
customers—the milk man—the 
meter reader—the canvasser—the 
delivery man—the paper boy, and to 
many others entering the premises. 


cause Ol 


3. Because the law of averages 
leaves nobody immune. Daily the 
papers record these accidents, the 
ensuing lawsuits, and the final judg- 
ments. Settlements seldom get pub- 
licity—the worry and_ heartaches 
never. 

4. Because if one’s property, busi- 
ness or bank account is attached, a 
bond to release the attachment may 
cost more than insurance for a life- 
time. 

5. Because one may be forced to 
make an unfair settlement to save 
one’s home or business. 

6. Because even if one is success- 
ful in clearing himself in court, he 
will have paid from $200 to $1,000 
for legal expenses alone. 

7. Because everything that one 
has may be taken to satisfy a judg- 
ment. 


Gels spare ayaa, 


\{ 


8. Because unsatisfied judgments 
remain alive for years and may be 
renewed. 

9. Because a judgment impairs 
one’s credit. 

10. Because even if one does not 
have sufficient property to satisfy a 
judgment today, any inheritance, 
legacy or gift received later may be 
taken for that purpose. 

11. Because one’s salary can be 
attached or garnished up to a cer- 
tain amount until the last cent of 
judgment and interest is paid or to 
make up for any deficiency from the 
sale of property. 

12. Because in some states actual 
imprisonment may follow failure to 
pay a judgment. 

13. Because the loss of property 
or business means starting all over 
again. 

14. Because in saving the pre- 
mium one may be “penny-wise and 
pound foolish.” 

15. Because a liability insurance 
policy protects one’s home—pocket- 
book—bank account—investments- 
time—job—business—and peace of 
mind. 

16. Because such a policy costs 
but a few cents a day. 





17. Because the newspapers every 
day show that suits are being 
brought and verdicts rendered. 

18. Because various forms of poli- 
cies are available to protect the vari- 
ous types of exposures and no one 
can afford to be without them. 

19. Because possibilities of these 
forms of insurance are unlimited and 
the surface has hardly been scratched 
in selling them. 

20. Because agents do their cus- 
tomers a favor by selling them the 
proper coverage they need and at 
the same time increase their own 
commission dollars. 


ON FIDELITY LINES 
GEORGE E. PATTERSON, 


Assistant Manager 
The Travelers Pittsburgh 
Branch Office 


REQUENTLY, in fact invari- 
Fai: a successful fidelity contract 
will develop additional business of 
either industrial or personal ac- 
counts. For example, the application 
is an important idea and too many 
companies today are encouraging the 
discontinuance of the completion of 
individual applications by officers 
and employees. This is a measure of 
protection for the insured, and the 
company will furnish the agent with 
a wealth of information about new 
prospects. 

Filling out the fidelity application 
may reveal that the client is a pros- 
pect for life insurance, personal ac- 
cident, personal property floater, 
automobile or fire insurance, both 
property and contents, and the re- 
ferences listed will provide more tar- 
gets for the agent and his salesmen 
to shoot at. 

The fidelity lines merit an agent’s 
attention and should be considered 
on the same plane as fire insurance. 
In fact, no fire loss may exceed the 
valuation of the building and the 
loss of business revenue ; thus an in- 
surance maximum may be obtained. 
Fidelity, however, in many instances 
will far exceed the valuation of any 
building as there is no limitation 
which may be placed on a man’s 
activities. It is the agent’s job, there- 
fore, to convince his client that while 
his first line of defense is a good ac- 
counting system, his last line of de- 
fense obviously is an insurance con- 
tract. 


From a sales symposium conducted by the 
Insurance Club of Pittsburgh. 


Globe and Rutgers 


Fire Insurance Company 


oF ( ») : 
tale of Pennsylvania 


AMERICAN HOME 


Fire Assurance Company 


111 WILLIAM STREET, NEW YORK 7, N. Y 
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OW ... Edison has applied 


bar-Tuned Jewel-Action 


to DISC-TYPE office dictating instrument, 


7 


J 


y, 


- 


THE DISC EDISON 
VOICEWRITER 


combines the convenience of discs (fo: 


Phone “EDIPHONE” in your city, or 
write Thomas A. Edison, Incorporated, 
West Orange,New Jersey. In Canada: 
Thomas A. Edison of Canada, Ltd., 
Toronto 1, Ontario 


filing and mailing) with the clarity of 


Edison Ear-Tuned Jewel-Action. 


Ear-Tuned Jewel-Action—exclu- 
sively Edison . . . the feature that 
makes the Edison Voicewriter differ- 
ent from all other “‘office dictating 
instruments”’ 

Ear-Tuned Jewel-Action—elec- 
tronic magic . . . “tailor-making”’ 
the dictator’s voice so that a secre- 
tary transcribing hears every word, 
clearly, the first time. 

Ear-Tuned Jewel- Action — yours 
now in the brilliant new Disc Edison 
Voicewriter, the instrument for those 
who prefer a disc-type office com- 
munication system. 

It’s one of nineteen exclusive fea- 
tures in the Disc Edison Voicewriter 

. features which Edison has found, 


through years of research, to be & 
sential for convenient, efficient dic- 
tation. 

You’ll like the new Edison Voice 
writer ‘“‘push-button”’ ease of oper 
tion, for example . . . its speed com 
trol, complete instrument enclosure, 
and fully automatic mounting of th 
discs. 

But . . . whichever type Edison 
Voicewriter best meets your needs— 
cylinder-type or disc—you get th 
advantages of Ear-Tuned Jewel 
Action. 

No other instrument matches 
Edison understandability . 
only Edison has Ear-Tuned Jew# 
Action. 





Only the EDIPHONE MAN brings you the eaclusive advantages of Ear-Tuned Jewel-Action 
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DISC EDISON VOICEWRITER 


NEW dictating instrument, the Disc 

Edison Voicewriter, has been added to 
the present line of electronic and acoustic 
instruments of Thomas A. Edison, Inc. 
Its seven-inch vinylite plastic disc records 
30 minutes of dictation and is light enough 
to mail for 3¢. A special erasing service 
is to be offered users so that the cost of 
discs will average only 6¢. 

Hard-to-hear sounds like the “d” in 
clocked or the “z” and the “th” in zither 
are brought out more distinctly. An 
accurate locating pointer enables the 
dictator to find his place quickly and 
makes for exact spacing between letters. 
Operation is possible on AC or DC cur- 
rent. A companion piece, the Disc Edison 
Secretarial Instrument, provides wide 
range variable speed control and instan- 
taneous start and stop. It will backspace 
accurately four to ten words at a time. 





February, 1949 


To BEST'S INSURANCE NEWS 


75 Fulton St., New York 7, N. Y. 


Please forward complete information 
and prices on the items checked. 


[] Dise Voicewriter 





[1 Gold Signature Pen 

[] Work Schedule Cards 

[] Calendar Bank 

[] Stamp Affixer 

CL] Catalog Binder (pg. 64) 
Firm Neme —-..-_-- 


Attention of 








Position 


Firm Address 











City 
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GOLD SIGNATURE PEN 


ITH this gold signature pen a policy 

wallet, folder, book or advertising 
novelty given to a client or prospect may 
be personalized by the engraving of his 
signature on the article. The signature 
may be traced from an application blank 
or done right in the client’s presence and 
is imprinted in 24 carat gold. The pen 
will be sent on approval with satisfaction 
guaranteed by the manufacturer, the Gold 
Signature Pen Company. 





WORK SCHEDULE CARDS 


ITH “Only a written memory can 

be trusted” as its slogan, the Wilson 
Memindex Company has developed a com- 
plete kit consisting of a handy pocket case, 
reminder cards, a set of dated filing guides 
and a desk filing tray. The dated cards, 
one for each day, are a guide to an 
eficiently planned work day. Today’s 
schedule, with jottings you may have made 
months ago, comes to your attention auto- 
matically when you file yesterday’s card. 
Cards are either 234” x 414” (vest pocket) 
or 3” x 5” (standard) size. 














CALENDAR BANK 


HE Banclok offers an easy way of 

saving for insurance premiums or any 
other type of obligation. A quarter a day 
every day, is necessary to keep the calen. 
dar up to date while the total saved is 
registered up to $22.50. Plastic case is 
available in ivory, red, blue or green with 
fool-proof lock and key. Size 4” x 4\4"x 
1”. Manufactured by Leecraft. 





STAMP AFFIXER 


HE Multipost is a small, lightweight 

stamp affixing machine which saves 
time in the preparation of outgoing mail 
It has a capacity of 500 stamps protected 
by a simple lock-out device which pre 
vents its use by any except authorized 
persons. An automatic piece counter 
simplifies postage accounting and com 
trol. Constructed of aluminum, it may als 
be used to affix stamp-size labc!s or stick 
ers which will be supplied to order by the 
manufacturer, Commercial Controls Cot- 
poration. 


Best’s Fire and Casualty New 
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AM going to write about what 
our fellow workers in all grades 
of assignment can do to get more 
done with less effort and what | 
think our fellow workers who are in 
assignments usually classed as man- 
agement can do to get the fellow 
workers who are not always so 
cassified to cooperate more in in- 
creasing productivity. 

I submit for the purposes of this 
paper the term \Work Simplification 
shall be taken to cover the improve- 
ent of office procedures so that 
the results which are necessary in 
the way of orders, payments, statis- 
tics and reports are obtained with 
the least possible expenditure of 
clerical effort and operating funds. 

I believe that the one most effec- 
tive method of work simplification is 
covered by the word elimination. It 
is the all important part of the work 
simplification formula: ‘Eliminate, 
Combine, Simplify.” For if we do 
athorough job of eliminating non- 
essential operations, delays or move- 
ments we have ‘“‘combined” and we 
have “simplified.” 


Employee Cooperation 


How does this all apply to the 
individual worker, you say. I be- 
lieve that if he is conditioned prop- 
erly, the person who performs the 
detailed steps on the job can point 
out those which are not essential. 
But note that I said “conditioned 
properly.” There lies the key to the 
whole matter. 

First the worker must be able 
0 see real evidence that the organi- 
zation wants to know what he thinks 
and will act on his suggestion if it 
makes sense. He must be able to see 
that a sincere effort is being made 
‘ocut out the non-essentials. I think 
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WORK SIMPLIFICATION 


E. F. COOLEY 
Assistant Director Methods Research, 
The Prudential Insurance Company 
of America 


this is perhaps the one most im- 
portant attitude to create. Most 
workers believe that their superiors 
don’t want suggestions for changes, 
particularly if the suggestion is to 
eliminate something which might be 
someone’s pet scheme. A _ great 
many times they are right. 

So you must show your workers 
that you really want to cut out non- 
essentials: But you should also give 
him a little special training in recog- 
nizing possibilities for doing things 
easier. 


Write It Down 


First, the idea of writing down in 
order, just what has to be done. 
This is something we can all afford 
to do more often and it is compara- 
tively easy to explain to anyone. 
Moreover actually writing down the 
details on a few jobs will usually 
convince anyone that the effect of 
so organizing the detail is worth- 
while. 

Second, the questioning attitude, 
the idea of asking wy on each step 
in the procedure. Why do it at all, 
why do this before that, why do it 
this way. 

Third, the idea that when a new 
method is suggested it must be tried 
out and proven to be satisfactory. 
Then it must be written up clearly. 
3ut on this part of the program 
you must give help. It should not 
be necessary for the worker to have 
to sell you his ideas. Some can but 
many have trouble and if you are 
going to get the maximum benefit 
out of your workers’ ideas you will 
have to expect to help them develop 


those ideas. Here a word of caution 
is in order. You must be sure to 
give credit where credit is due. If 
you help a worker develop an idea, 
make sure that he gets the credit 
and that you or the staff man you 
may assign do not steal the limelight. 


Keep It Simple 


However, keep it simple. I don't 
believe I can overemphasize the im 
portance of keeping your program 
simple, straight forward and on a 
common sense basis. Remember I’m 
talking in terms of the workers on 
the job. A chart technique is very 
good—in the hands of experienced 
methods staff men who are thor- 
oughly familiar with it. Many ex- 
cellent plans have been set up for 
such activity. I do not want to take 
anything away from these plans. 
They are fine—if properly handled. 
All I’m saying is this: if you want 
to reach the routine worker level, 
use a simple approach and don't 
expect them to absorb and use more 
than rudimentary technique. 

I should like to quote you some 
statistics about the suggestion award 
system in the Prudential. During 
the last five years there have been 
over 25,000 suggestions formally 
presented through the suggestion 
system, all from routine workers. 
Not all of these suggestions were 
approved, of course. In fact, only 
31% were approved. Of these 31%, 
over half were suggestions on which 
a savings could be calculated. The 
savings estimated on the 6,800 ap- 
proved from January 1, 1943 
through August, 1947 totals over 
$900,000. Awards were paid 
amounting to over $97,000, an aver- 
age of $15.48 per suggestion. This 


(Continued on the next page) 
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AUDUGRAP 
Gad 


SOUNDWRITER 


The AUDOGRAPH records your dic 
tation, telephone conversations, meet 
ings and conferences on paper-thin, 
it -Xe] ol (Mela MM itol] (ol o)(-MRo [Kio ME Lalo] Moor 1) 
yet record for over 


but a few pennies 


62 minutes 


With the AUDOGRAPH, tens of thou 
sands of busy executives and profes 
sional men are saving hours of valu 
able time — multiplying and increasing 
their executive accomplishment — get 
ting more work done faster, easier, far 
more economically because of a com- 


bination of features unmatched by any 


other machine 


Compact and portable, the AUDO 


GRAPH is the smallest and lightest of 


FOR “DESCRIPTIVE TERATURE PLEASE WRITE 


YOUR NAME & 


seen it ? 
Heard it? Tried it? 


occupies 


all dictating instruments — 
less desk space than a letterhead, 
weighs only 16 pounds, operates any- 
where — in any position, even upside 
down — perfect for work at home or 


while traveling 


When you consider that only the 
AUDOGRAPH offers you all these 
advantages — you'll understand the 
importance of knowing more about 
the AUDOGRAPH before deciding on 


any system 


Phone AUDOGRAPH, your city, for 
demonstration and free trial. 


Foreign Sales & Service: Westrex Corp. (Western 


Electric Export Corporation 


Sales & Service: Northern Electric Com 


pany Ltd., Montreal, Quebec 


ADDRESS IN MARGIN 


e HARTFORD I, 


TMARS 


CONNEC curt 


Work Simplification—Continued 


average was increased a little, whik 
the interest in the plan was booste; 
tremendously, by the paying of on 
award of $1,000 and several of $5 
each. 
Let me 
believe that you are missing a goo 
bet if you don’t get all grades , 
workers in your offices into a wor 
simplification effort. 
without difficulty with a little educe. 
tional effort on your part, a lo 
encouragement, a sincere attit 
throughout management that ¢ 
workers’ suggestions are 
and equitable recognition 


summarize this way. 


You can do jt 


wanted 


By such a program you will 
tapping that reservoir of ingenuit 
which is a part of the equipment ¢j 
American youth. If it was a major 
factor in winning the war, it is jus 
as important in winning our fight 
tor efhciency. 
you will reduce the gap—if there is 
one—between management and the 
worker and the results in improved 
morale may be just as important as 
the effect of improved systems. 


By such a progran 


From an address before the American 


agement Associatiot 


NEW COMMUNICATIONS 
SYSTEM 


industrial firm to use suc 
Genera 


IRST 

a postwar 
Motors has just cut in its new full 
automatic private wire teletype sys 
tem reaching its plants in 46 cities 
throughout the United States an 
in Canada, and with connections t 
many other points in those areas. 


system, 


The new system will greatly a 
pedite communications between tht 
various plants, and ware 
houses, and between them and tht 
central office in Detroit. The ne 
work is a two-way system, permit 
ting stations to send and receit 
simultaneously. A perforated pape 
tape creates electrical impulses whic 
spell out the message. The syste! 
can handle approximately 1,360! 
words, sent and received, daily. 4 
messages are routed through t 
central office to their destination. Fe 
example, a message from Chevrole 
Baltimore to New Departure-Brs 
tol, Conn., is flashed to Bristol 
Detroit. The transmission time 
tween all points on the network ' 
about two seconds when intermet 
iate circuits are clear. 
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H. V. BRUMBY 


ARIOUS methods have been 

used with more or less success 

in the insurance business for 
“picturing” progress of sales and 
individual sellers of policies, but the 
war produced one “system—the 
visual—which has proved to be very 
effective. 

What the agent wants is a day- 
by-day projection of the progress of 
each man, together with breakdowns 
of the factors of time and relative 
progress of the sales staff as a whole. 
As a rule mere paper or book rec- 
ords fail to provide this information 
except at a high cost in time for 
digging it out and then working 
out the situation at a given time. 
On the other hand, the visual 
(board) system of control, posted 
daily or hourly by a part-time clerk, 
enables the agent to foresee laggers 
and take steps to bring them in 
line.* 

During the war this system of 
visual control was responsible for 
the more prompt delivery of vitally 
needed products and from greater 
eficiency in the operation of activi- 
ties in industries and the services. 
After the war industry and business 
decided that the system, primarily 
because of its great flexibility, had 
peace-time applications. The result 
is the spread of the visual or board 
method in the insurance sales field. 


A Simple System 


The visual control system referred 
to here is extremely simple, and can 
be operated by any intelligent rou- 
tine office worker. The flexibility of 
the method will be easily realized 
irom the following description : 

A visible index is located at the 
left side of the board. It is used to 
hold the permanent card records of 
the items or elements under control. 
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There are 100 card pockets on each 
panel. A legend is located at the top 
of the board and is used to show 
the meaning of the pegs and cords. 

A peg hole section is placed on 
the main body of the board—for the 
purpose of visibly analyzing infor- 
mation on the cards by means of 
the pegs and cords. A heading strip 
is attached across the top of the peg 
hole section—to reveal quantity 
and/or time represented by peg 
holes from left to right. There is one 
tape peg for each item in the visible 
record panel, and each is numbered 
to correspond with the card pocket 
(at its left). Each peg is attached 
to a cord which pulls outward from 
the board so that it may be extended 
from left to right on the board as 
needed. 

The signal pegs are to be located, 
according to procedure, in the vari- 
ous peg holes, their meaning being 
noted on the legend at the top of 
the board. The “today line” is at- 
tached, vertically, to the board and 
is moved periodically from left to 
right in accordance with the time 
element in the procedure. 

By making it possible to exert 
control in this kind of an operation, 
a visual method such as this offers 
certain very definite advantages. It 
provides, at a glance, a knowledge 
of all pertinent facts and figures 
eliminating from the executives’ at- 
tention situations which are in a 
normal condition, spotlighting the 
bad points and thereby reducing, im- 
measurably, the amount of time nec- 
essary to make an analyzed report. 

It flashes the facts to all interested 
parties at one time, is flexible and 
can be adapted quickly to any prob- 
lem. According to its users it elim- 
inates or greatly reduces the amount 


* Suggested reading: “Visual Controls In 
Business,”’ Wasxsell, publisher, Westport, Conn. 





of time necessary for the accumula- 
tion of usable facts from a routine 
paper record. 

It is a well known maxim that, 
“In any kind of business operation, 
the greatest obstacles to efficiency 
are bottlenecks that appear from 
nowhere, and always develop at the 
wrong time.’” However, it is also 
true that bottlenecks do not just 
happen—they are the slow constant 
growth of weak production of op- 
erating control which reflects the 
need for improvement. Students of 
postwar business controls generally 
agree that, in view of these facts, 
the remedy at hand is to have a 
stronger link of production or op- 
eration functions with the central 
control that gives an up-to-the- 
minute picture of your business— 
graphic presentation of past, present 
and future operations, singly, com- 
bined, and in proper sequence one 
to the other. 


Time and Money Saved 


As users of such systems have 
pointed out, when production (or as 
the case may be, operation) is under 
accurate central control, there’s far 
less waste of time and money be- 
cause men, resources and/or neces- 
saries are used to their fullest ca- 
pacity. Saving valuable man-hours 
and conserving vital executive time 
are among the results of efficient 
production. 

While before the war these need- 
fuls and their objectives were ap- 
preciated and even sought in in- 
dustry, business and transportation 
through various methods, the post- 
war world is becoming constantly 
more visual minded with the result 
that methods of operations in all 
kinds of enterprises today are con- 
verging to the point of the graphic. 
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How temporary 


is your “temporary” help? 






















































You know from experience that it’s usually 
not temporary at all... that almost invarjably 
it becomes a permanent boost in your current 
operating expense. 


For the day is past when the problems of office 
operation could be met profitably with stop- 
gap measures. The increased tempo of today’s 
business demands modern methods and equip- 
ment. It requires mechanized efficiency to keep 
your office payroll stable. 









4 
WHEREVER THERE’S BUSINESS THERE’S Burroug 


With the proper machines for each job, your 
personnel can do their work much faster with 
less effort. There’s less need for emergency 
hiring even during peak periods. Up-to-the- 
minute data and figures are on your desk when 
you reach for them . . . overtime is pared to a 
thrifty minimum. 


Why not call in your local Burroughs repre- 
sentative today for a discussion of your office 
problems? Burroughs Adding Machine Com- 
pany, Detroit 32, Michigan. 


THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 
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Dear Guy: 

Please refer to your reply to 
“MW.E.” in last month’s column 
concerning habitually late (tardy) 
employees. If we fire (dismiss) all 
the chronically tardy employees we 
would decimate our clerical staff. 
There must be a more helpful solu- 
tion than the one you suggest. We 
are considering disciplinary action 
short of dismissal but feel that the 
time is not right for such action— 
there is still a tight employment 
market. 


R. E. (Minneapolis) 


Dear R. E.: 

I feel that I know you so well 
that a more pointed reply will not 
be misunderstood. You use an in- 
teresting expression, i.e., “the time 
is not right.” Right for what? | 
suppose you mean or infer that the 
time is not right for getting “tough’”’ 
with the employees. There is no 
right time for that. I have observed 
an increasing number of business 
men who are saying that it won't be 
long before the employees will ap- 
preciate their jobs. They actually 
mean that a depression will bring 
on an employers’ market and that 
will correct the abuses of today. 
This is shortsighted and dangerous 
thinking. If employees get the idea 
that an office is an armed camp, each 
side (employees on one and man- 
agement on the other) getting ready 
for the struggle and revenge, the 
employees will turn to office unions 
as their means of protection. Let’s 
hot wait for economic conditions to 
do what we should be doing now for 
ourselves, 

Punctuality doesn’t come about 
by direction, command, fear and 
punishment. One company locks the 
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employees’ entrance at 8:35 A.M. 
and late employees must come 
through the reception room and reg- 
ister their excuses at the “bosses’”’ 
office. All this does is embarrass the 
employees who would rather stay 
away than face the music. So their 
problem has shifted from tardiness 
to absenteeism and their labor turn- 
over rate has increased. 

I recognize that discipline has de- 
teriorated in the office. So has man- 
agement, to some degree. Let me 
explain before you become too in- 
dignant. Management used to set 
the example in the office. The im- 
mediate supervisor used to be the 
first one in and the last one out. 





EDITOR'S NOTE 

This column is about problems of the 
office and insurance matters. The read- 
er's comments and questions are solicited. 
All letters should be signed; however, 
only the writer's initials will be used in 
publication and no company name will 
be divulged without the writer's consent. 
Mr. Fergason is expressing his own opin- 
ions in his replies and not necessarily 
those of the editorial staff. 





His job was one that most of the 
employees aspired to take over. We 
would reward the employees who by 
conduct and attitude cooperated 
with management. We did an em- 
ployment job. Now, because there 
is a tight employment market we 
open our doors to anyone who comes 
along. Therefore, we hire chronic 
discontents, misfits and trouble mak- 
ers. We are afraid to discipline our 
employees and ask for a fair day’s 
work. So much for the recrimina- 
tions. What can be done to correct 
the situation? A long range program 
is best and here it is: 


1. Get all immediate supervisors 
(i.e., those who are immedi- 
ately in charge of the work and 
who have direct supervision of 
the employees) to their desks 
each morning on time or a little 
before the time the office opens. 
This has a fine effect on the 
employees. Leadership by ex- 
ample ts priceless. 

2. Set up a merit rating program 
(formal or informal) whereby 
punctuality and attendance be- 
come factors in the rating scale. 
When salary increases are 
passed out, see that those 
whose record is favorable are 
properly rewarded. Do not 
give all employees the same 
percentile increase in pay for 
this in effect rewards ineffi- 
ciency by the same standards 
as efficiency. 

3. See that the morning mail is 
received in time to be distrib- 
uted to the desks by office 
opening time. This is a psy- 
chological aspect of controlling 
tardiness. 


(Continued on the next page) 
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Around the Office—Continued 

4. Work with the habitual late 
comers. First try to encourage 
a correction of habit. Tardi- 
ness is a habit which grows 
and develops in an atmosphere 
of careless attention to such 
matters. 

5. Keep a record of the “time-in” 
and “time-out” each morning 
and afternoon. This can be a 
self-policed and self-maintained 
record rather than a time-keep- 
ing assignment of one person. 
A record like this is required 





Company Presidents, 
Treasurers and 
Comptrollers 


To: 


As an execut 
about a new means to g 
bursed by your company 
dends. 


You'll find thi 
ler which, ina sing 
proves, counts and signs 
in a locked container. 


This unique machin 
between check prepara 
dangerous gap between va 
and signing. 


If earlier work has be 


time, will give you 4 
totals, and a check on @ 


The Controller--a fast, 
unit--will serve you, d 


isters se ; 
you full peace of mind, 


For full information, 
pon below. We'll glad 





ive of your company, 
overn compl 
for payrolls, payables an 


s means in the Todd 
le operation, P 
your checks an 


e eliminates the haz 
tion and signing. 
lidations or proo 


en done on accounting, 


j j his Controller, at signing 
i bulating machines, t 
a an proof on the 


achine error or 


rve retailers on t 


lease 
i give you the facts promptly. 


by the Fair Labor Standards 
Act (wages and hours law) for 
all non-exempt employees. 
Hence, as long as the record 
is required it may as well serve 
the company’s interest. 

6. Use every opportunity to “sell” 
punctuality and attendance to 
the employees. Regularity of 
conduct is like “safety-work” 
—it requires constant and vig- 
orous selling to make it effec- 


tive. 
7. Lastly, I repeat, when you 
finally reduce the tardiness 


you'll want to know 


etely every cent dis- 
d divi- 
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problem down to the “hard 
shells,” it becomes necessary to 
eliminate the incorrigibles— 
this is done after other efforts 
fail. If the employees who do 
come im on time see the “re. 
peaters” getting by with it 
they will be contaminated by 
the bad example. 





























































I am glad you wrote to me about 
the subject because I felt that I did 
not fully treat the subject in my 
previous reply. I appreciate the 
opportunity which you have given 
to me for elaboration. It’s time we 
changed our thinking and became 
more aggressive in office matters, | 
don’t mean that we should get tough 
and throw our weight around and 
deliver ultimatums. I mean it’s time 
we should give every indication that 
we expect a good day’s work from 
our employees, that we are ready 
to pay for work rendered, and that 
the “joy-ride” is over. Fair, just, 
reasonable, and dependable discipline 
is a modern office must. Good luck. 


Guy FERGASON _ 
Dear Mr. Fergason: 

Do many companies use office 
manuals? ' 
W.J. A. (Rockford, Illinois) 
( 
Dear W. J. A.: ; 
According to the Office Manage- 

ment Association of Chicago in a 
survey made several years ago, 56% 
of the companies replying to their 
questionnaire indicated that they use 
procedural or office manuals. It 
would be my opnion that this per- ' 
centage has increased to nearly 70% ; 
by today. Manuals, in my opinion, 
are among the tools of scientific ¢ 
management. Manuals make in- | 

structions definite and authorita- 
\ 


tively answer employees’ questions 
concerning procedures. Manuals are I 
tools in the visual training of new 
employees. Why more companies do 
not study the various positions and 
reduce them to writing is a mystery 
to me. I suggest that you read “Of- 
fice Organization and Management” 
by Wylie and Brecht, published last 
year by Prentice-Hall, Inc., espe 
cially Chapters 8 through 15. 


Guy FERGASON 
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Since you're the man most concerned by that steadily rising curve 
labeled “operating costs,” you're constantly searching for ma- 


chines and methods that will help reduce expenses, 


That’s why Remington Rand now invites you to see the new 


“Foremost” bookkeeping machine in action. 


New from core to keyboard, this completely electrified machine 
produces all your accounting records with new efficiency. New 
mechanical features speed every machine operation. ..new func- 
tional design simplifies each operator motion, RESULT: your 
accounts receivable, payrolls and accounts payable are turned 
out faster — with less effort— at lower cost. 


But see for yourself how the “Foremost” bookkeeping machine 


‘ 


will force down your ‘operating costs” curve. Call your local 


Remington Rand representative today. 


“Fashioned for Business Administration” 
tells the complete story. Write for your 
free copy to Remington Rand Ine., 
Dept. BF-2. 315 Fourth Ave.. New York 10. 


’ 
here s why... 


the new “Foremest” is 


your best bookkeeping 


machine value... 


FASTER RESULTS — completely electrified 
... balances computed and printed avto- 
matically .. .improved automatic tabulation 
and column selection...new high speed 
spacing, timing and carriage return. 


SIMPLER OPERATION — “one - operation” 
insertion, collation and alignment of forms 
... standard keyboard with only one set of 
numerals ...new organ type, finger-grooved 
keys respond with uniform impressions . . . 
completely visible writing line ... new mag- 
nified register totals assuring easier read- 
ing and transcribing. 


PRODUCES ALL RECORDS — designed for 
accounts receivable, payrolls, accounts pay- 
able or any other record ...”snap-on” type 
registers easily repositioned for new appili- 
cations .. . quickly adaptable to column 
arrangement on any accounting form. 


FUNCTIONAL DESIGN — fashioned for 
moximum utility plus streamlined beauty 
of lines . . . all moving ports and mecha- 
nisms énclosed ... minimum of feature keys 
and levers ... durable unit construction. 


tole) 4.44441 lcm Veal, | 











Carries a 
heavy load! 


Like a magic carpet, Webster's 
Micrometric Carbon Paper gives 
secretaries a real lift. They fly 
through their work with the 
greatest of ease — thanks to 
Micrometric — the only carbon 
paper with a numbered scale. 
Micrometric is helping secretaries 
from coast to coast to turn out more 
evenly spaced letters and reports. 
Asa P. A., you will find all F. S. 
Webster products are packed with 
extra values. Make it a regular part 
of your office routine to call for 
Webster when you need any one of 
these high-quality products: carbon 
papers and typewriter ribbons; du- 
plicating carbon papers and acces- 
sories; ribbons and carbons for 
Elliott-Fisher, Addressing, Adding 
Ma- 
chines. Consult your nearest dealer 
Webster Co., 4 


and International Business 


or write to F. S. 


Amherst Street, Cambridge 42, 
Massachusetts. 


MultiKopy 
Micrometric Carbon Papers 
and Typewriter Ribbons 


Webster’s warehouses in key cities from 
coust to coast: 
New York, Philadelphia, Pittsburgh, Detroit, 
Chicago, San Francisco, Cambridge 
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ai agama must focus its at- 
tention on training and developing 
its executive personnel. A pressing 
reason for this is the need for estab- 
lishing a reserve of promising 
younger executives to back up key 
positions. 

Reduced to its simplest terms an 
effective program of executive de- 
velopment involves the analysis and 
planning of five factors—the com- 
pany’s organization and future ex- 
ecutive needs, the specific require- 
ments of each executive position, a 
replacement program, the caliber of 
current and future executive per- 
sonnel and an immediate and long- 
range development program which 
will both provide new blood and up- 
grade current personnel. 


On a Constructive Basis 


Executives administering a pro- 
gram of executive development have 
a primary responsibility to see it is 
conducted on a constructive rather 
than a destructive basis. It should 
be made clear that the purpose of the 
program is not to judge the em- 
ployee coldly but rather to come to 
understand him and adjust his own 
desires and abilities to the needs of 
the company. In the final analysis, 
the true goal is employee participa- 
tion towards improvement of both 
himself and the company. 

Executive development is equally 
applicable to large and small com- 
panies ; in fact, the need is probably 
greater in a small, rapidly developing 
company. It should be possible for a 
small company to develop good 
young men more rapidly because 
they have opportunities to assume 
greater and more varied responsi- 
bilities. 

Among the techniques which com- 
panies and top management can use 
in bringing along junior executives 
to more responsible positions is giv- 
ing them opportunity to learn 
through doing. This can be accom- 
plished by greater delegation of au- 
thority, by moving a man from one 
job to another to give him varied 
types of experience, by decentraliz- 
ing operations, and by assigning 


promising juniors to staff and “as- 
Another 


sistant to” assignments. 





EXECUTIVE DEVELOPMENT 





method is by consultative manage- 
ment, which gives subordinates , 
chance to participate in company 
management and is an ideal way 
develop and test potential executives 

Although 
the most important technique in de. 
veloping executive personnel certaip 
forms of off-the-job training can aly 
be utilized to advantage. Men cap 
study real or hypothetical business 
problems, take part in skits which 
simulate actual situations, take part 
and meetings, visit 
other companies, take correspond. 


“learning-by-doing” jg 


in conferences 


ence courses, be encouraged to join 
professional societies ang associa- 
and to undertake reading 
courses. The more closely off-the-jal 
training is geared to real company 
problems, the more effective it wil 
be—Ewing W. Reilley, Partner 
McKinsey and Company, manage- 
ment consultants. 


tions 


TELEPHONE TECHNIQUE 


ROM a courteous “Good mom- 

ing, Jones Insurance Agency” ti 
“Thank you for calling,” the jingling 
of a telephone sets people in motion 
in offices everywhere. Business is 
sold or lost on those telephones ever 
minute of the day, and many cot 
sider them one of the great gifts of 
the age to the conduct of the affairs 
of an office. But even so great 4 
boon has its disadvantages—in the 
case of phone communication usual 
lack thought or training on the pat 
of those using them. 

In almost every office, one person 
has the initial responsibility 
answering incoming calls—routing 
them to their proper place. From 
that first step the important first im- 
pression is made. Tone of voitt 
method of answering, knowledge 0 
the business and the people in it- 
are all important. And those items 
are just as important for every othe 
person in the office. If each individ- 
ual using the phone will just t 
member to speak over it as thoug! 
he were talking in a friendly, bus 
nesslike fashion across the des 
90% of the battle will be won—Th 
General Agent. 


Best’s Fire and Casualty New 
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OFFICE COLDS 


HE common cold is by far the 
ccostest reason for employee ab- 
senteeism on account of illness. In 
the nation as a whole there are prob- 
ably three hundred million colds 
annually, costing the nation at least 
3 billion dollars per year in medical 
services, medicine, and lost time. 

Because Our company compels its 
employees to go to the treatment 
center at the first indication of a 
cold it has at present less than one 
per cent absenteeism on account of 
iliness. Penicillin and sulfa aerosol 
treatments practically eliminate the 
secondary infections and the com- 
pany has not had any bronchitis, 
sinus infections, media and 
mastoids as a result. We are in the 
midst of some experiments which I 
value highly. If our findings prove 
my suspicions, we will be able to 
show one half of one per cent or less 
absenteeism on account of illness. 
Our experiments involve methods 
of freeing air .in our building of all 
cold viruses, influenza, bacilla and 
all other harmful bacteria. If our 
experiments prove fruitful, it is our 
intention to attempt to sterilize the 
air in the sleeping rooms of our 
employees’ homes at a very nominal 
cost to them. 

In efforts to check absenteeism the 
company keeps monthly records of 
absenteeism and tardiness classified 
as to departments. A summary is 
posted on all bulletin boards and by 
doing this, the company feels it has 
developed some departmental com- 
petition relative to absenteeism and 
tardiness. It is paying large divi- 
dends at present. 

In the task of recruiting employees 
many companies may not recognize 
the importance of medical care. We 
maintain a small hospital room 
equipped with one bed and the neces- 
sary equipment for taking care of 
minor ailments.—Dr. Floyd M. 
Green, The Columbus Mutual Life 
Insurance Company. 
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One pay day Private Stone received 50 
cents too much, but he didn't say a word. 
uring the week the paymaster found out 
his mistake, so on the next pay day he 
deducted 50 cents. 

cuse me, sir," said Stone, “I'm short 
50 cents this week." 
"You didn't complain last week." 
_N® sir, | don't mind overlooking one 
mistake; but when it happens twice then 


it's time to say something.” 








Some burning 


questions on 
your business 


Future... 





Mosler 


Safe Survey 
FREE! 


A Mosler representative 
will make a_ thorough 


analysis of your protec- 
tive needs and give you 
a simple, helpful report. 
Don’t 

by fire! 


wait for a_ test 





Builders of the U. S. Gold Storage 
Vault Doors at Fort Knox, Ky. 








matches 


are made to 
Start FIRES... 


... thousands a day in your building! 


Je Mosler Safe ¢. 


And one small fire can spread...can 
destroy your records! Then how much 
of a business would you have left? 


Imagine yourself with no record of 


accounts for resuming business . . 


. and 


no proof of loss for collecting insurance. 


FOUR OUT OF TEN firms never reopen 


after losing their records by fire! 


@ An old, heavy-wall safe cannot be 
trusted to protect records. Do you know 


how old yc 


yur safe is? 


'B) A second-hand safe may not be 
reliable, even though it “looks” like new. 
Do you know if your safe has ever been 


in a fire or 


burglary ? 


4 You can’t depend on any safe without 
the label of the independent Underwriters’ 
Laboratories, Inc. Does your safe have 


the proper 


labels? 


® Do you know that Mosler gives you 
extra protection with specific design 

features and workmanship to exceed the 
requirements for the labels on the safe? 


Send coupon today for invaluable help 


Largest builders of safes and vaults in the world 


The Mosler Safe Co., Dept. 
New York 1, N. Y. 


I'd like to have a free Safe Survey made by my nearest 


320 Fifth Ave., 


Mosler representative. 


Please send 
About Safes.’ 


Name 
Firm - 
Address _ 


City 


free booklet: 


Zone 


“What 


You Should Know 


State 


er 
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SALES PROMOTION 
SLIDE FILM 


SOUND slide film has been re- 
leased for use by customers of 
Belnap and Thompson, sales pro- 
motion agency. It is a dramatic pres- 
entation of prize awards for sales- 
men designed to get the entire sales- 
man’s family working for the attain- 
ment of sales objectives, through the 
tug of merchandise prize awards. 
The film ‘“‘This is Living” is avail- 
able for sales meetings and is recom- 
mended for “Ladies 
Night” programs. A booklet describ- 
ing the film is available on request. 


showing on 


NEW PRODUCTS BOOKLET 


i HELP the business commu- 
nity keep a practical eye on the 
flood of new products now rolling 
off production lines, more than a 
thousand new products and services 
now ready for marketing have been 
compiled into a compact 80—page 
1949 “New Products” booklet by 
The N. Y. Journal of Commerce. 
Gathered from a nationwide survey 
of manufacturers, the new compila- 


tion offers a detailed description of 
the innovations of more than 750 
different manufacturers, classified by 
industry and completely indexed by 
name and address of each producer. 
Copies of this 1949 edition of “New 
Products” may be had at 50 cents 
each from the N. Y. Journal of Com- 
merce, 63 Park Row, New York. 


TELEVISION FOR BUSINESS 


HE appointment of Col. William 
L. Norvell as sales manager for 
the Vericon Television Department 
of Remington Rand Inc. has been 
was also announced 
‘“Television-for-Busi- 


announced. It 
that Vericon 
ness” is now offered, subject to prior 
order, through all branch offices of 
the company’s Systems Division. 

Demonstrations of the new Veri- 
con wired television have 
already aroused substantial interest 


and 


systems 
among insurance executives, 
several unique applications for insur- 
ance companies are now in process 
of development. 

Colonel Norvell will divide his 
time between the Remington Rand 
Laboratory of Advanced Research 
and the company’s head offices. 
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FILING EQUIPMENT BUREAU 
SOLE MANUFACTURERS OF 
THE FAMOUS F. E. BEE LINE 
FILING SYSTEM 


AR INSURANCE 


U i 




















POSTURE CHAIRS 
SIKES HARTER 


QUIPMENT BUREAU 


'eegceRevpgrRrearte dD 


BOSTON 


CHICAGO 

















PRINTING ECONOMY 


HEN an insurance company’s 

annual printing cost begins to 
exceed $10,000 per year it is time 
to give some thought to the purchase 
of a few small pieces of printing 
equipment. In these days of sky high 
prices it is of the utmost in portance 
that we obtain our printed material 
at the lowest possible cost. I believe 
that printing can be obtained at that 
lower cost through the ownershi 
of a private printing plant, operated 
under a few simple principles. 

A company must consume enoug! 
printing to warrant the investment 
in equipment and labor, it must pur- 
chase equipment best fitted to d 
the work of the particular compan} 
it must not be over-equipped and 
it must be properly supervised, its 
operations recorded and its cost con- 
stantly compared with those of con- 
mercial shops. 

Once the first few pieces of equip- 
ment are installed in a company 
printing plant there is real danger 
of over-equipping. A good printer 
will be enthusiastic and because of 
this will try to sell you on adding 
more and more equipment, but not 
a single item should be added unless 
you can prove to yourself that it 
will pay for itself in a reasonable 
time. A good rule to follow is to 
equip to produce about seventy per 
cent of your printing needs. This 
will insure a good work load ané 
eliminate the slack periods which eat 
up profits. 

Equipment is only as good as the 
mechanic who operates it. A goo 
workman is a precious asset. A few 
really good printers are more to kk 
desired than a large number o 
mediocre workmen. It is also neces 
sary to provide active and wis 
supervision ; work must be planne( 
jobs must be scheduled, and materia 
must be on hand when needed. 

Finally you must know your costs 
The cost system need not be # 
intricate one; in general, the hourl 
cost may be arrived at by assembling 
all the shop costs such as wages 
depreciation of equipment, interes! 
repairs, rent, heat, light, power, et 
The total divided by the number @ 
productive hours obtained will resul 
in an hourly cost which must & 
charged if the plant is to pay its ow 
way.—Elliot C. Laidlaw, Assistan 
Sec’y, Columbian National Life Iw 
Co. 
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A THREE-CENT TRACER 


OU have a pile of unpaid bills on 

your desk. On top of the pile is 
one from a customer that you have 
sent letters to time and aga ain to pay 
you for merchandise purchased. 

Here is a customer whom you 
have tried to do everything within 
reason to get to pay this bill and yet 
none of your letters to him have been 
answered. You have written him that 
he is still in good standing with you 
and that you are enclosing a self- 
stamped envelope for him to mail 
you his check. Finally you sent him 
firmer letters about having to start 
legal proceedings, contacting his ac- 
quaintances, or causing him other 
embarrassments. But no answer 
have you received. 

You have tried to reach him by 
telephone and have even driven 
around to his residence, only to find 
that he has moved. Yet all your 
letters must have been received by 
him as none were returned to you. 
This means that he is still getting his 
mail, also your letters. 

To date you may have spent a fair 
sum in trying to locate this customer 
by telephone, questioning neighbors 
and in making personal calls to the p 
house that is his former residence. 
You are now ready to chalk this 
customer’s bill to bad debts and are 


rather sore at yourself for having | 
trusted him. But what can you do | 


about it? Most of your business may 


be based on credit and it’s necessary 
for you to extend it. Maybe you're | 


even thinking of stopping credit— 


but should you? First let’s see what | 


can be done about this customer. 
Your mail to him isn’t being re- 
turned. That means it’s reaching 


him. But how can you get his ad- | 


dress so that this delinquent cus- 
tomer will know that you've located 
him and you can be a little more per- 
suasive in making a collection on this 
bill. You can get this customer’s ad- 
dress for only $.03 with the com- 
pliments of the United States Post 
Office. Here is how to go about it. 
Send this customer a regular letter 
or mailing piece. In the lower left- 
hand corner of this envelope, type 
the following : 


Postmaster—If addressee has 
moved and new address is known, 
please notify the sender on form 
3547-S, postage for which is 
guaranteed. 


If you have a number of “beats,” 


it’s a good idea to have this para- 
graph made on a rubber stamp. Then 
all you have to do is stamp those 
envelopes of the customers that have 


moved and you can’t locate. 


In a few days, you'll get a postal 
back from the post office which will 
“Tn ac- 


read something as follows: 


cordance with your request you are 
addressed 
by you to (customer's name) is in- 
correctly addressed. The new ad- 
dress is (new address). Forwarding 


notified that the matter 


postage, $.03.” 


So now you have the address of 


your “beat.” And for only $.03 


that. Reasonable, isn’t it ? And for all 
you know he may have moved a 
block away or just around the cor- 
ner. But this method can be used to 
locate your regular customers that 
may have moved as well. By using 
this same form you'll get their new 
address and you can go after their 


business again. 


For only three cents you have the 
finding 
your delinquent accounts as well as 
your other relocated customers. Isn't 
O ffice 


post office working for you 


it reasonable enough ?—PL 
Appliances. 
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| for Users of 
METAL DESKS... 
(and wood desks, anit 


MMe 


WARMTH axa BEAUTY 


that only a 


WOOD CHAIR eax Proucde 





@ The sleek look of metal and the friendliness of 
wood are beautifully blended in this Sikes Execu- 
tive swivel chair No. I91|. Finished in metal-like 
or other colors to match any 


SIKESTONE gray . 
metal or wood finish. 


Warm to the touch, free from static, No. 1911 
(and companion straight leg chairs) is upholstered 
in red, tan, 
brown or green. See these fine, new chairs at 
leading office and equipment dealers. Literature 


in washable, long wearing plastic .. . 





MASTER PLATES 





e Run them through 
business machines. 


e Save them for re-runs; 
add progressive data. 


e Typewrite, handwrite, draw, 
rule, erase on them. 


—Just like on any piece of paper, 
for ‘original’- quality, printing -like, 


Duplicate Copies 
Iu Any Quantity 


You merely run Colitho Plates on 
your office offset duplicator! 


NO WASTED PAPER - NO WAITING 


BEFORE IMAGE BUILD-UP 


GET FREE TRIAL SAMPLE: Contact the Columbia 
Colitho Sales Office (listed below) that’s nearest 
you. Or fill out the coupon! 


COLUMBIA een & CARBON 
MANUFACTURING CO.., Inc. 

Main Office & Factory: Glen Cove, L. 1., N. Y. 
New York Sales and Export: 58-64 West 40th St. 
Branch Offices and Sales Agencies in the Fol- 
lowing Cities: Atlanta « Boston « Chicago « 
Cincinnati (Harris-Moers Company) « Detroit « 
Fort Worth e Kansas City ¢ Los Angeles « 
Milwaukee ¢ Minneapolis ¢ Neshville « Phila- 
delphia ¢ Pittsburgh ¢ Portland « San Francisco « 

Seattle « Washington, D. C 


Columbia Ribbon & Carbon Mfg. Co., Inc. 
Glen Cove, L. I., N. Y. 
Please send, at no obligation, sample and 
prices of Colitho Paper Master Plates. 











on request. Note: All Sikes chairs are available | Your name. 
in finishes to match metal. i een 

___ THE SIKES CO., Inc. an 
30 Churchill St. Buffalo 7, N.Y. | Address 














HE first task to accomplish in 

setting up an employee orienta- 
tion or “induction” program is to de- 
termine what the company wants its 
new employees to know. Too often 
without such a program several 
people tell the new worker the same 
things, no one at all tells him other 
things he should also learn. 


In inducting a new worker into 
our company under its present orien- 
tation program four immediate 
things are accomplished. The new 
employee is introduced to those he is 
to work with directly, the importance 
of his job is explained to him, a word 
of encouragement is given him and a 
few rules of order told, such as re- 
porting time, the need for prompt- 
ness, rest period practices, personal 
phone calls and visits, smoking and 
introduction to luncheon 
tions. 


associa- 


Once the worker passes through 
his induction the regular program of 


orientation begins with regularly 


scheduled training activities carried 
over a series of eleven meetings. 





16 in. Deep 


EMPLOYEE ORIENTATION 


Among the subjects covered are tele- 
phone courtesy, courtesy at the job, 
and various phases of insurance. 
Considerable use is made of motion 
pictures in this program. 

One of our original assumptions 
was that our program would have to 
be constantly and actual 
practice has proved that we were 
correct. Our present program is the 
result of changes, brought about be- 
cause of (1) of the 
trainers, (2) meetings with depart- 
ment and super- 
visors, and (3) meetings with rep- 


revised 


observations 


office managers 


CATALOG BINDER 


NEW line of small capacity low-cost 

catalog binders developed by Reming- 
ton Rand oflers the convenience of flat 
reference and easy sheet changes com- 
bined with maximum security of contents. 
Sizes range from 3%” to 7%” capacity in 
binding lengths of from 3” to 14” answer- 
ing both standard and non-standard page 
size requirements including pocket-size 
memo books and over-size binders. Cover 
materials are available in a wide choice 
from paper to genuine leather. 


resentatives of 
members of our first training group 
From the suggestions offered py 
each of these three sources we de. 
termined that our original method of 
presentation had some faults 


a cross-section of 


Originally we presented the func- 
tions of the department through a 
series of three meetings and, in addi- 
tion to the films this made a total of 
We use nine 
meetings plus four films giving us aq 
total of thirteen. In other words, we 
are giving the same information jn 
smaller doses. 


seven classes. now 


Under the old method the three 
meetings to present departmental 
functions were carried on by lecture 
and the use of slides. Trainees were 
required to take written notes. We 
found that it was impossible for them 
to both take notes and keep up with 
the trainer. We now substitute pre- 
pared notes and have added a ques- 
tion period at the beginning and end 
of each meeting.—IlWalter E. Os- 
wald, Director of Personnel, Penn 
Mutual Life Insurance Company. 
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A JUNIOR FILING SYSTEM 
FOR EVERY BUSINESS NEED. 


NEW “FUTURA GRAY” 









A 3001—Two letter size drawers, on 
Sanitary base. Equipped with plastic 
hardware. 16” deep—total height 30%”. 
$24.95. 

B 3002—Combination of one letter size 
drawer and one storage compartment, 
on Sanitary base. Equipped with plastic 
i 16” deep—total height 3014”. 


ON SALE AT YOUR LOCAL STATIONER—OFFICE FURNITURE 
DEALER AND DEPARTMENT STORES. 


C 3046—Two letter size drawers on 
Sanitary base (3001) plus one double 
4 x 6 (F3462) card cabinet. 16” deep 
—total height 3642”. $30.95. 


D 1600—Two door storage cabinet, 
equipped with lock. 24” wide—16” 
deep—36%4” high. $28.60. 





ret Steel Sales Corp 
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di- FILING CABINETS 
. Card File 
Fibre Board 
Insulated 
Metal 
Micro 
Portable 
Rotary 
Stencil 
Visible 
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Ve FILING SUPPLIES 
a 11. Fasteners 

12. Folders 

th 13. Index Tabs 
ad 14. Supports 


nd MACHINES, ACCOUNTING 
)s- 15. Adding 

nn 16. Billing 

17. Bookkeeping 

18. Calculating 

109. Payroll 

19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 

) 21. Envelope Sealers 
22. Mail Openers 

23. Postal Meters 

24. Postal Scales 

118. Sorters 

106. Time Stamp 
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MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
27. Duplicating 
28. Micro-filming 
29. Mimeograph Slip Sheet 
30. Typewriter, Electric 
31. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
36. Stapling 
37. Paper Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
40. Chair Cushions 
41. Currency Trays 
42. Desk Lamps 
43. Desk Pads 
44. Desk Trays 
45. Drawer Trays 
46. Moisteners 
47. Name Plates 
48. Pen & Ink Sets 
49. Waste Baskets 


OFFICE FURNITURE 


50. Air Conditioners 
51. Bookcases 

52. Cabinets 

53. Chairs 

54. Desks 

55. Fluorescent Lighting 
108. Incandescent Lighting 
56. Matched Suites 

57. Safes 

58. Stools 

59. Tables 

60. Wardrobes 


PAPER 


119. Card Index 
120. Duplicator 
70. Envelopes 
121. Letterhead 
122. Policy 

123. Ledger 
124. Thin (Copy) 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. * 


SERVICES 

62. Accounting System 

63. Fire Protection 

111. Floor Maintenance 
(Non-Slip) 

64. Office Planning 

115. Photocopying 

65. Record System 

66. Sales Incentives 

125. Truck Alarm Systems 


SUPPLIES, GENERAL 


68. Business Forms 

69. Duplicating Supplies 

71. Erasers (Specialized) 

112. Floor Polish (Non-Slip) 

72. Loose Leaf Books & 
Systems 

73. Marking Devices 

75. Paper Perforators 

76. Pens 

77. Pencils 

78. Pencil Sharpeners 

81. Staple Removers 


SUPPLIES, TYPEWRITER 
82. Cleaning Material 
83. Copyholders 

113. Eradicable Ribbon 
85. Justifier 

86. Line Indicator 

87. Pads 

88. Ribbons & Carbons 
89. Stands 


TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 
92. Index 
94. Silencer 
95. Stands 


MISCELLANEOUS 
116. Advertising Specialties 
103. Birthday Cards 
117. Display Material 
97. Fire Extinguishers 
98. First Aid Kits 
104. Greeting Cards 
99. Leather Goods 
126. Percentage Calculators 
114. Policy Wallets 
100. Promotional Gifts 
107. Recording Door Lock 
101. Silencer for Dictating 

Machines 

102. Visual Policy Jackets 








AETNA Group 
Hartford, Connecticut 


New Vice Presidents and Secretaries 


The election of secretaries G. Harold Grant and Tudor 
Jones as vice presidents was announced last month by 
the Aetna Insurance Company. Assistant secretaries 
Douglas F. Kirsheman, E. Harvey Stover, Sidney S. 
Perry, Leonard B. Bogart and Richard M. Hooker were 
named secretaries. 

Mr. Grant and Mr. Kirsheman were also appointed 
vice president and secretary respectively, of all Aetna’s 
fire and casualty affiliated companies. Vice president 
Jones and secretaries Stover, Perry, Bogart and Hooker 
now also serve Aetna’s fire subsidiaries in like capacities. 

Mr. Grant has been with the Aetna since 1916, first 
as an accountant and later as actuary. He was elected 
assistant secretary in 1936 and two years later was 
promoted to secretary. Mr. Jones joined the Aetna in 
1938 as general agent in the home office automobile de- 
partment. He was elected assistant secretary in 1940 and 
secretary in 1944. 


AMERICA Fore Group 
New York, New York 


Official Staff Changes 


To facilitate the multiple line underwriting of auto- 
mobile insurance and to be prepared for the time when 
multiple line underwriting will be extended to other 
lines, certain vice presidents of the fire companies of 
the America Fore Group were elected vice presidents 
recently of the Fidelity and Casualty Company at the 
same time like officials of the casualty carrier were 
named to similar posts with Group’s fire companies. 
J. Victor Herd, Wm. F. Dooley, Vernon Hall and H. C. 
Edmundson are new vice presidents of the Fidelity and 
Casualty while Martin J. O’Brien, Frank E. O’Brien 
and W. L. Bates officially joined the fire carriers. Ele- 
vated to vice presidencies were former secretaries John 
C. Brodsky and Harold S. Robinson. Louis Moeckel 
and Paul J. Emme were elected secretaries. 
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AGRICULTURAL Group 
Watertown, New York 


Robert A. Parkinson Retires 


Robert A. Parkinson retired as vice president of the 
Agricultural and Empire State Insurance Companies on 
December 31. Mr. Parkinson, who joined the Agri- 
cultural as an underwriter in 1901, directed the compa- 
nies’ activities in the Middle Department and the New 
England States. W. A. Seaver, executive vice president, 
has assumed general supervision of the Middle Depart- 
ment. The New England territory was returned to the 
supervision of A. C. Wallace, vice president, who for- 
merly handled this area. 


AMERICAN BANKERS Insurance Company 
of Florida, Miami, Florida 


New Company 


This new stock company commenced operations dur- 
ing January with a $250,000 paid-in capital and $100,000 
surplus. Operations are to be conducted on a national 
basis under a general agency agreement with Retro- 
spective Insurance Underwriters, Inc., of Miami, 
Florida, a firm presently handling automobile finance 
premiums in excess of $10,000,000 annually. Develop- 
ment of the company will be pointed specifically to the 
servicing of the insurance requirements of the finance 
industry, specializing in automobile physical damage 
coverage and other required lines through duly desig: 
nated agencies now writing this business for all types of 
financial institutions. The official staff is headed by 
Harold W. St. Clair, president, formerly secretary- 
treasurer of the Stuyvesant Insurance Company of New 
York. Mr. St. Clair previously served as special deputy 
commissioner of the Banking & Insurance Department 
of the State of New Jersey. Other officers are: Vict 
President, Arthur S. Clark, Jr., attorney ; secretary, Paul 
L. E. Helliwell, attorney ; treasurer, George Bromeyet, 
president, Bank of Ferguson, St. Louis, Missouri. _ 

All of the officers serve as members of the board of di 
rectors. Other board members are: Arthur A. Blu- 
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meyer, president, Industrial Bank of St. Louis and presi- 
dent, Washington Fire & Marine Insurance Company, 
St. Louis, Missouri; Thornton M. Fincher, vice presi- 
dent-treasurer, Security Trust Company, Miami, Flor- 
ida; John F. Hollenbeck, president, The Credit Life 
Insurance Company, Springfield, Ohio; Jack L. King, 
director, Family Finance Corporation, Wilmington, Del- 
aware; Harry W. Link, Miami resident manager, A. M. 
Kidder & Company, Investment Securities, Members 
New York Stock Exchange; Barak T. Mattingly, at- 
torney and general counsel, Republician National Com- 
mittee, Washington, D. C.; Hyman M. Stolar, attorney ; 
John K. Tilton, attorney and former counsel to Florida 
Insurance Department. 


AMERICAN Surety Group 
New York, New York 


New Officers 


The domestic companies of this group, American 
Surety, New York Casualty and Surety Fire Insurance 
Companies, recently announced the following elections : 
Robert B. Hamilton as vice president and general coun- 
sel to succeed George R. Crosby, who retired; F. 
Warren Bull, Geo. F. Ainslie, Jr., and Albert H. Russell 
as vice presidents. 


ANCHOR Casualty Company 
St. Paul, Minnesota 


Increases Capital 


This company increased its capital from $600,000 to 
$700,000 and contributed $125,000, less refinancing ex- 
penses of $600, to surplus on December 31, 1948 through 
the sale of additional stock at $22.50 per share, $10 par 
value. 


ASSOCIATED FACTORY Mutual Fire Insurance 


Companies, Providence, Rhode Island 


Form Stock Carrier 


A participating stock company with resources of 
$2,000,000 is being organized by the Associated Factory 
Mutuals to underwrite fire risks which do not meet their 
high standards. All of the capital stock will be held by 
the Factory Mutuals and policyholders will share in the 
underwriting profits through participating dividends. 

The company will operate as a direct writer. All of its 
business will be developed through the business-pro- 
ducing facilities of the Factory Mutuals. All policies will 
written and all premiums collected at the home office 
in Providence, Rhode Island. 


(Continued on the next page) 
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THE SAFEST WAY 
THE INEXPENSIVE WAY 


B een prices require correc- 

tion of insurance coverage. Prudent 

management does this with our 

service, uses American Continuous 

Appraisal Service to keep coverage 
in line with values. 
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"Building 


AGENTS’ SALES” 


@ Yes, the Hawkeye-Security Companies build 


sales for Agents. First, they offer full Casualty 
and Fire policies, designed to give your clients 
maximum protection. 


Too, they service Agents speedily and efficiently. 
Claims are paid promptly . . . no red tape 
to hamper Agents. Field Representatives work 
closely with Agents. Yes, the Hawkeye-Security 
Companies are good companies to do business 


with. 


Hawkeye Casualty Co. 


DES MOINES, IOWA 


Security Fire Insurance Co. 


DES MOINES, IOWA 


GEORGE OLMSTED, 
Chairman of Board 
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REINSURANCE 
EXCESS INSURANCE 


South and Water Sts. 
Baltimore 2, Maryland 
Phone: L. D. 109 












40 Exchange Place 
New York 5, N. Y. 
HAnover 2-6384 





ASSOCIATED FACTORY MUTUAL FIRE—Continued 


Raymond H. Lord, vice president and secretary of the 
Manufacturers Mutual Fire Insurance Company, will 
resign that post to become president of the new com- 
pany. Mr. Lord has been with the Manufacturers Mutual 
and its associates for twenty-six years. He was first ap- 
pointed an officer in 1932 and since that time served as 
assistant secretary, assistant vice president, secretary and 
vice president and secretary. Robert P. Swan, secretary 
of the Union Mutual Fire Insurance Company, will also 
resign his position to become vice president and secre- 
tary. Mr. Swan has been with the Union Mutual and the 
office of the Firemen’s Mutual for thirty-one years. He 
was elected an officer of the Union Mutual in 1930 and 
served as assistant secretary, assistant vice president and 
assistant secretary and secretary. The board of directors 
will consist of the nine presidents of the Factory Mutual 
Companies and the president of the new company. 


ATLANTIC Mutual Group 
New York, New York 


New Trustee 


E. Myron Bull, president of A. H. Bull & Company, 
Inc., has been elected a trustee of the Atlantic Mutual 
Insurance and Atlantic Mutual Indemnity Companies. 
Mr. Bull is president of Bull Steamship Line, the Balti- 
more Insular Line and the Ericsson Line, a director of 
the Corn Exchange Bank Trust Company and a trustee 
of Irving Savings Bank. He is also a director and past 
president of the Maritime Association of the Port of 
New York, chairman of the Association of American 
Ship Owners and a member of the American Bureau of 
Shipping. 


New Officers 


The Atlantic Mutual Insurance Company, Atlantic 
Mutual Indemnity Company and the Centennial Insur- 
ance Company have advanced Charles E. Cowley, claims 
manager of Atlantic Mutual Indemnity, to the office of 
casualty secretary. The three companies appointed John 
G. Berenz, manager automobile department, as assistant 
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secretary and named Robert M. Perce and Walter 
Behan, production manager and metropolitan manager 
as officers. Philip F. Ruth, fire agency manager, was 
elected assistant secretary of Atlantic Mutual Insurance 
and Centennial. Joseph Boyce, manager liability and 
compensation department, was made assistant secretan 
of Atlantic Mutual Indemnity. , 


FIDELITY & DEPOSIT Company of Maryland 


Baltimore, Maryland 
Stockholders’ Report 


A net premium volume of $18,053,902 for 1948 was 
transacted by the Fidelity & Deposit. This volume,.an 
advance of 27.8% over 1947, represents a large number 
of fidelity risks, written on a three-year term basis for 
the first time in 1945 and renewed for a similar period 
in 1948. Contract bond writings also increases substan- 
tially due to the large amount of public and_ private con- 
struction undertaken in 1948. Earned premiums of $15, 
039,825 were 12% greater than in 1947, however, in- 
creasing losses caused incurred losses to advance more 
than three and one half points to 32.5% 


FIRE ASSOCIATION Group 
Philadelphia, Pennsylvania 


New Director 


William R. K. Mitchell has been elected a director of 
the Fire Association of Philadelphia and the Reliance 
Insurance Company as successor to Herbert J. Tily, de- 
ceased. Mr. Mitchell, a director also of the other two 
companies in the group, the Lumbermen’s Insurance and 
Philadelphia National, is president and director of the 
Provident Trust Company and a director of the Pro- 
vident Mutual Life Insurance Company and Common- 
wealth Title Company. 


HARTFORD Accident & Indemnity Company 


Hartford, Connecticut 


Stockholders’ Report 


This company wrote $109,103,096 in premiums dur- 
ing 1948, a gain of 21% over the previous year. In- 
creases were recorded in every line of business writtel 
by the company. Premium volume and the percentagé 
increase were distributed as follows: Accident and 
health $2,119,559—14%: automobile $47,877,175— 
23% ; general liability and property damage $15,006; 
213—12% ; workmen’s compensation $30,359, 127— 
20% ; burglary $4,270,173—1%; glass $1,119,528- 
17%; fidelity and surety $8,347,861—51%. 
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NEW JERSEY MANUFACTURERS Casualty 


Insurance Company 


NEW JERSEY MANUFACTURERS Association 
Fire Insurance Company 
Trenton, New Jersey 


Dividends to Policyholders 


The directorates of these companies have declared 
the regular 20% dividend, an extra 5% dividend, and a 
special extra 5% dividend or a total of 30%, on net 
premiums under policies expiring during the second 
quarter of 1949. Approval of these dividends has been 
sranted by the Department of Banking & Insurance 
of the State of New Jersey. 


NORTH BRITISH AND MERCANTILE Group 
London, England 


Official Staff Changes 


E. Lansdowne, assistant general manager, will become 
the head office general manager of the North British and 
Mercantile Insurance Company, Ltd., and its associated 
companies when Sir Thomas Frazer retires on May 31. 
The associated companies are the Railway Passengers 
Assurance Company, The Ocean Marine Insurance 
Company, Ltd., and The Fine Art and General Insur- 
ance-‘Company, Ltd. 

Other advancements to take effect at the same time are 
the promotions of G. H. Aitken and R. G. Harman from 
assistant managers to assistant general managers of the 
North British. L. H. Campling, manager for South 
Africa, and V. G. Williams, local manager at Dublin, 
will become assistant managers of the North British. 


PREFERRED Fire Insurance Company 


Topeka, Kansas 


New Officers 


John J. Nangle was elected president of this company 
on January 3 as successor to O. G. Colwell, who retired 
. that date. Mr. Nangle is also president of the Utili- 
ties Insurance Ci mpany of St. Louis which holds stock 


control of the Preferred. Henry Otto, a vice president , 


and director, replaced Mr. Nz ingle as chairman of: the 
board. 


Alfred C. Reed has returned to the company as first 


Vice president in active ch: irge of operations after being 
associated with the Miller-Studebaker General Agency, 
Topeka, for the past four years. He was with the Pre- 
ferred from 1937 until 1944 as special agent and manager 
of its hail department. 
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Norwich Cathedral 


[NORWICH UNION FIRE INSURANCE SOCIETY, LTD. 
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| New handsome binders for | 


BEST'S INSURANCE NEWS 


Immediate 


: Embossed in gold 

Delivery on 2 tones of rich 
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e leather . . . 8%” 
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P ... holds 12 maga- 
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These rich-looking binders put your year’s 
supply of Best’s Insurance News in one con- 
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useful reference in your office. 
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RESOLUTE Fire Insurance Company 


Hartford, Connecticut 
Resident Vice President 


F. Stuart Bankhardt, formerly vice president of the 
Security Insurance Company of New Haven, has been 
made resident vice president in California for the Res- 
olute Fire Insurance Company. Mr. Bankhardt has had 
about 24 years insurance experiences. Before joining 
Security he was vice president of Osborn & Lange, , 
Chicago general agency, for 14 years. 


RHODE ISLAND Insurance Company 


Providence, Rhode Island 


New Directors 


Vincent E. McGuinness, consulting engineer of Phila- 
delphia and Pittsburgh, and William L. Sweet of Provi- 
dence were recently elected directors to fill vacancies on 
the board of this company. Mr. Sweet, for many years a 
former director, is president of the Roger Williams Sav- 
ing & Fund Association of Providence and former presi- 
dent of the Rumford Baking Company. 


ST. PAUL Group 


St. Paul, Minnesota 
Excellent Experience Recorded 


The most profitable underwriting year in its history 
was witnessed in 1948 by the St. Paul Fire and Marine 
Group as net premium writings of the parent company 
and wholly owned affiliates, the Mercury and St. Paul- 
Mercury Indemnity, advanced $10,976,109 or 162% 
to total $78,383,565 with St. Paul-Mercury Indemnity 
alone reporting nearly $5,600,000 rise to $25,711,061. 
Despite the sharply enlarged volume which required 
the addition of $8,390,000 to unearned premiums the 
group reported a statutory underwriting profit for the 
year of $4,999,257 in contrast with $69,994,060 earned 
premiums. 

The annual stockholders’ statement of the parent com- 
pany as of December 31, 1948 showed assets of $90,- 
891,950 and policyholders’ surplus (including voluntary 
and special reserves) of $48,126,502 compared with 
$80,428,754 and $44,119,719, respectively, on December 
31, 1947. Consolidated net earnings in 1948 were $11.52 
per share comprising underwriting profit (after pension 
charges) $9.81, investment income $4.40. Federal in- 
come tax was equal to $2.69 per share. The underwrit- 
ing profit includes $4.03 of estimated prepaid expense 
equity in unearned premiums on which no allowance 
was made for possible taxes which may be incurred 
when this equity is realized. For 1947 consolidated net 
earnings were $9.07 including equity allowance of $5.11 
and were divided as follows: Underwriting, $5.59; 1 
vestment income, $3.80; Federal income tax, $0.32. Con- 
solidated liquidating value at 1948 year end was $85.18 
per share. 
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SECURITY TAXPAYERS Mutual Insurance 


Company, Bronx, New York 


New Title 


The Security Taxpayers Mutual Insurance Company | 


proposes to change its title to Security Mutual Liability 
Insurance Company. Formal adoption of the new title 
awaits approval by the New York Superintendent of In- 
surance. The change was approved by the company’s 
policyholders on January 10. 


SOUTHWESTERN Fire & Casualty Company 


Dallas, Texas 


New Director 


Charles P. McGaha, of Wichita Falls, widely known | 


oil man and president of Wichita Falls’ City National 
tank, was recently elected to the board of directors. 


STANDARD Casualty Company 


Lincoln, Nebraska 
Increases Capital 


This company increased its capital from $110,000 to 
$250,000 and contributed $98,000, less refinancing ex- 
penses of $14,000, to surplus on December “31, 1948 
through the sale of additional stock at $170 per share, 
par value $100. 


STATE FARM Mutual Automobile Insurance 


Company, Bloomington, Illinois 
Launches Rate Reduction Program 


Climaxing the most successful year of the company’s 
more than a quarter of a century of operation, this com- 
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casualty, fire 
automobile and surety 


reinsurance 


catastrophe 


excess of loss 


treaty and specific 


pany has launched a program of auto insurance rate re- | 


ductions estimated to save its policyholders over $10, 


000,000 in premiums annually. Rumors of this contem- | 


plated action were heard more than a month ago and 
were confirmed recently when the company’s first new 


Specialty covers including: 
steam boiler excess 


fleets, motor cargo 


tate filing was made and approved in Nebraska. The | 


Nebraska filing includes reductions of 20% on bodily | 


injury and property damage liability on private pas- 
senger cars, 25% to 35% for the same coverages on 
commercial vehicles, 209% on comprehensive for all 
classes of vehicles and 25% on all classes of collision 
coverage. Spokesmen for the company state they are 


Teviewing their latest experience data state by state, | 


coverage by coverage and class by class and are modify- 


ing their rate schedules to the extent the present and 


{Continued 
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EXCESS UNDERWRITERS inc. 


90 John St., New York 
| Chicago office ¢ Insurance Exchange Bidg. 
Los Angeles office ¢ 510 South Spring St. 








STATE FARM—Continued 


prospective loss experience warrants. This action when 
completed will embrace all of the states wherein the 
company acts as its own rate-making organization. It was 
indicated that in a few areas modest increases would be 
requested for bodily injury and property damage lia- 
bility. Based on data as yet incomplete, State Farm 
Mutual Auto will show as of December 31, 1948 assets 
in excess of $95,000,000, policyholders’ surplus approxi- 
mating $29,000,000, exclusive of a substantial contin- 
gency reserve, and premium writings for 1948 of 


$76,000,000. 


UNDERWRITERS at Lloyd's 
London, England 


Drysdale Chairman 


Matthew Drysdale was elected Chairman of the Com- 
mittee of Lloyd’s and Sir Stanley Aubrey was reelected 
Deputy Chairman, to serve during 1949, at a recent 
meeting of the Committee of Lloyd’s. The new chair- 
man, an underwriting member of Lloyd’s for many years, 
is best known as one of the great leaders in the reinsur- 
ance field. Sir Stanley Aubrey has been an underwriter 
at Lloyd’s since 1910. 


WM. PENN Fire Insurance Company 
Philadelphia, Pennsylvania 


Executive Vice President and Director 


The election of Patrick H. Mell as executive vice 
president and director of this company and its affiliate, 
the National Insurance Company of Denver, was an- 
nounced early last month. Mr. Mell has long been iden- 
tified with the insurance industry and until recently was 
manager of the Middle Department of the Pearl As- 
surance Company, Ltd. He will be in complete charge of 
the company’s Underwriting Department with head- 
quarters in the new executive and underwriting offices 
located in Philadelphia. 


MONTHLY FIRE LOSSES 


HE National Board of Fire Underwriters reports 

that fires destroyed property and resources with an 
estimated value of $711,114,000 in the United States 
during 1948. This loss, the greatest destruction by fire 
in a single year in the history of the nation. This loss 
was 2.7 per cent higher than that incurred in 1947 and 
126 per cent above the 1942 figure of $314,849,000, the 
lowest wartime year. This mounting damage has been 
mainly attributable to increased values of property, 
greater congestions and concentrations of values, and a 
higher occupancy rate of buildings. 

Fire destruction in December, 1948, was estimated at 
$69,397,000, an increase of 31 per cent over losses of 
$52,949,000 reported in November, 1948, and an in- 
crease of 1.5 per cent over losses of $68,361,000 re- 
ported in December, 1947. 

A comparative table of fire losses over the past 
thirty-six months follows: 


1946 1947 1948 
ee EE ree $ 49,808,000 $ 57,180,000 $ 63,010,000 
POOEURTY occ cseeses 51,759,000 64,247,000 71,521,000 
eeu 53,252,000 72,435,000 74,236,000 
(a eer Porte 52,153,000 68,029,000 63,751,000 
NE pig certs at atee 46,094,000 56,545,000 59,256,000 
DE Te ta Sucesices ee 44,240,000 50,840,000 54,706,000 
BR ig. ecole area ers 40,998,000 49,357,000 50,955,000 
CN Ce errr re 40,019,000 51,359,000 49,543,000 
ie 40,256,000 47,990,000 49,945,000 
Se 40,108,000 54,946,000 51,845,000 
November .......... 44,706,000 51,346,000 52,949,000 
ee ae 58,094,000 68,361,000 69,397,000 








WOME caxinceciess $561,487,000 $692,635,000 $711,114,000 


CONVENTIONS AHEAD 


MARCH 


14 Insurance Advertising Conference, spring meeting, Roosevelt 
Hotel, New York, N. Y. 


14-15 Eastern Territorial Conference, National Association of In- 
surance Agents, Lord Baltimore Hotel, Baltimore, Maryland. 

23-24 Midwest Territorial Conference, National Association of In- 
surance Agents, French Lick Springs Hotel, French Lick, 
Indiana. 

25-26 Southern Territorial Conference, National Association of 
Insurance Agents, Sheraton-Bon Air Hotel, Augusta, Georgia. 

29- | Greater N. Y. Safety Council, annual safety convention and 


exposition, Hotel Statler, New York, N. Y. 








SCOTTISH UNION 


INSURANCE COMPANY 


AMERICAN UNION 


INSURANCE COMPANY OF NEW YORK 





AFFILIATED COMPANIES | 


ADMINISTRATIVE OFFICES, HARTFORD, CONN. 


Providing Unsurpassed Indemnity and Exceptionelly Qualified te Write All Branches of Fire Insurance. 


AND NATIONAL | 


ESTABLISHED 1824 





CENTRAL UNION 


INSURANCE COMPANY 
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take any cross section of American business... 
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...and you'll find 


Vie Leal Look 1 Lumbeomens 


Take a cross section of America’s business Licensed in every state and in Alaska and 
and industrial organizations, and you'll find Hawaii, and the principal provinces of Canada, 
leading firms insured by Lumbermens. Lumbermens has more than 80 branch offices 

Half a million policyholders, including and hundreds of claim representatives. Since its 
many of the nation’s most exacting buyers, look organization in 1912, the company has paid 
to Lumbermens for casualty insurance and for losses and returned to policyholders in 
bonds. cash dividends more than 300 million dollars. 











a 


Lumbermens 7 (U7 GY 


Operating in New York State as (American) Lumbermens Mutual Casualty Company of Illinois, 
James S. Kemper, chairman; H. G. Kemper, president. Chicago 40, Ill. 














His HAzARDS In ANKARA 


His pursuit of drama and deadlines takes him close up compensation on American personnel overseas. American 
to danger... As a newsreel cameraman he faces, and focuses Foreign Insurance Association covers property of almost 
on, violence and disaster in Ankara and other far away hot- every kind, located in one country or many. American 
spots where the news is breaking. Foreign Insurance Association writes virtually every type 


of insurance except life. And since insurance laws and 
regulations, and currencies vary from country to country, 
American Foreign Insurance Association keeps abreast of 
these changing conditions for the benefit of its assureds. 


But all his hazards—to himself and his valuable equip- 
ment—and the hazards of his working associates as well are 
covered through the American Foreign Insurance Associa- 
tion—soundly protected back in Dallas, Texas, where his 


company has its headquarters! You can offer that kind of sound, dependable domestic 

handling to your clients with men, interests or properties 

Yes, the world-girdling facilities of American Foreign abroad! Through American Foreign Insurance Association 

Insurance Association today make it possible for American you can build your profit, your agency and your prestige. 

concerns with men, equipment and interests abroad to Write us for full help on all specific risks—depend on us 

insure easily, quickly and soundly right here at home .. . for full follow-through! Remember, the foreign field is 
American Foreign Insurance Association offers workmen’s your new horizon—capitalize on it! 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


80 MAIDEN LANE ¢ NEW YORK 7. NEW YORK 


CHICAGO OFFICE: INSURANCE EXCHANGE BUILDING, 175 WEST JACKSON BLVD., CHICAGO 4, ILLINOIS 





COMPLETE INSURANCE COVERAGE IN FOREIGN LANDS 
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Sidetrack Agreements 


CHARLES R. FORD 


ATCH out for the sidetrack 
agreement. 

When a railroad, operat- 

ing under a sidetrack agreement, 


delivers a freight car onto a private 


siding, the individual or company 
onto whose premises the car is de- 
livered must assume full responsi- 
bility while the car is there. 

Your clients, therefore, who have 
their own railroad sidings, are re- 
sponsible for the loss of or damage 
to the freight cars left on their 
premises. 

Have you told such clients that 
such loss or damage is usually not 
covered under their general form 
insurance? There is a special form 
of coverage to take care of a client's 
liability for freight cars against fire, 
lightning, explosion, windstorm, cy- 
clone and tornado, flood, aircraft 
and motor vehicle damage, strikes 
and riots, and burglary (direct loss 
of or damage to the cars occasioned 
by robbery or attempted robbery ). 

The cost of such coverage is 
charged on the annual average value 
of cars at risk on the siding. A limit 
is given to protect the maximum lia- 
bility on the siding at any time, and 
a limit is shown for any single car. 

It may be a surprise to many of 
your clients to learn that they have 
this liability, which can be checked 
by examining their sidetrack agree- 
ments. 


Many Prospects 


Many of the industrial accounts 
on your books have railroad side- 
tracks. Large mercantile and non- 
manufacturing accounts use or ad- 
Jom sidetrack facilities. Railroad 
cars of various types occupy these 
lacilities, and the values involved in 
the cost of the cars themselves add 
up to a sizable amount of money. 

Industries which have a contract 
with a railroad under a sidetrack 
agreement, and others which adjoin 
railroad property, are faced with the 
distinct possibility of liability for 
damage to railroad equipment. This 


Por February, 1949 


is indicated by an opinion taken from 
a letter written by the attorney for 
one of the railroad systems : 

“The liability of an industry for 
damage to or destruction of rail- 
road equipment while within the 
confines of the industry's premises, 
undergoing loading or unloading, is 
based upon the common law rules of 
negligence. In other words, the in- 
dustry is liable for the damage to 
or destruction of the railroad com- 
pany’s equipment if such damage or 
destruction arises out of the negli- 
gent acts or omissions of the in- 
dustry, its agents, servants or em- 
ployees. 

“If the industry's buildings were 
burned through the negligence of 
the industry, and the fire spread to 
and destroyed the railroad com- 
pany’s equipment, the industry 
would be responsible for the damage. 
This liability does not arise because 
the railroad company’s equipment is 
within the confines of the plant of 
the industry but rather through the 
common law rules of negligence, as 
mentioned above. The industry 
would be likewise liable if the fire 
spread from its premises to the rail- 
road company’s lands on one side 
and burned up property of the rail- 
road company, whether buildings or 
freight cars. It may be that the 
ordinary policy of fire insurance 
would not protect the industry, as 
it may be held that it had no insur- 
able interest in the property de- 
stroyed.” 

It is true that a standard fire 
policy would not cover this feature 
unless extended and interpreted as 
“property of others under the care, 
custody and control of the named 
assured.” In such a case it is not 
difficult to imagine the effect on the 
workings of the coinsurance clause 
in the event of loss. 

To forestall such exigencies, and 
to give full protection for goods in 
railroad cars, an inland marine form 
has been developed. 

Why not look into this form? 


—From the Fireman’s Fund Record 





SPEED UP THE ACCEPTANCE OF YOUR 
BOND RISKS BY KEEPING ANCHOR'S 
—_ CABINET AT YOUR 


A simplified system for the preparation of Bond 
submissions—organizes the entire business for 
the Agent. 

Application supply folders with indexed, man- 
ual-colored tabs carrying complete instructions 
for submission of risks: in addition, copy righted 
factual information of an educational nature, 
in condensed form. 

Anchorating Assures Smooth Saleing 


Short Form Applications Simplified Rate Manual 


/ 
ANCHOR CASUALTY CO. 


sT PAUL 1, MINN 








HENRY DIMLING 


24-hour service—companies 


only 

CASUALTY — ALL AUTO- 

MOBILE — CARGO — IN- 

LAND MARINE — TRAILER 
HOMES 


416 West 8th Street, 
Los Angeles /4, Cal. 
VAndike 1068—Day or Night 














AGENTS’ LICENSING 
LEGISLATION 


HE Agents’ Licensing Law Com- 

mittee of the National Association 
of Insurance Agents has announced 
that in the forthcoming legislative 
sessions laws to require examination 
of first-time applicants for agents’ 
licenses will be introduced in five 
states, four states will consider leg- 
islation governing controlled busi- 
ness, three will have bills introduc- 
ing the so-called anti-coercion law 
and the confining of licenses to 
agents only, and twelve others will 
strengthen 
Six addi- 


consider 
producers’ requirements. 
tional states are debating the intro- 
duction of some such legislation. In 
Oklahoma and Alabama, a legisla- 
tive attempt will be made to estab- 
lish the voluntary designation of 
“Certified Insuror.” 


legislation to 


~] 
I 





Why and How—from page !8 


ordinary payroll, the gross earnings 
form is available with either 50%, 
60%, 70% or 80% contribution 
clause, whereas the mininaum per- 
cent of contribution under the two 
item form is 80%. 


Contribution Clauses 
Of all the clauses found in busi- 


ness interruption insurance policies, 
the contribution or coinsurance 


clause is of greatest importance. 
Whether the clause is in a business 
interruption or property damage in- 
surance policy it provides the insur- 
ance company with the basis of com- 
putation of price and liability for 
loss claims, while for the policy 
holder it is a constant spur to main- 
tain a proper amount of insurance 
and a constant threat of penalty if 
the amount of insurance at the time 
of a loss claim is less than the amount 
required in consideration of the rate 
of paid premium. 














Charles A. Barkie 


111 John Street - 


Ogden Davidson 


United States Manager | 


U. S. Assistant Managers 


Accident, Health, 
Casualty, 
Fidelity & Surety 


ACCIDENT sx CASUALTY 
INSURANCE COMPANY 


of Winterthur, Switzerland 








Organized 1875 


New York, N. Y. 


Arthur F. McCarthy 
































Since business interruption insur- 
ance is coverage of earnings which 
will be prevented during a period of 
possibly many months beginning 
with some day on which a property 
loss may occur and therefore com- 
pliance with the contribution claus 
in a business interruption insurance 
policy is more difficult than com. 
pliance with the 


clause in a property damage insur. 


corresponding 


ance policy, all buyers of business 
interruption insurance are naturally 
concerned to know how a coinsur- 
ance penalty can be avoided. One 
method is to frequently check sales, 
costs and expenses, adjusting the 
amount of insurance to the future 
trend as indicated by experience. T, 
check the amount of business inter- 
ruption insurance only at the time ai 
annual or a three year policy is re- 
newed is obviously insufficient and 
may result disastrously in the event 
of loss in view of the fluctuations in 
earnings that are likely to occur. 
Another method is to purchase 
policies written subject to the pre- 
mium adjustment 
whereby at the expiration of the 
policy the insured receives a return 
of premium on the amount of insur- 


endorsement 


ance that was not needed as deter- 
mined by his report to the insurance 
company of his experience during the 
term of the policy. While the pre- 
mium adjustment endorsement does 
not void the contribution or coinsur- 
ance clause and therefore a generous 
amount of over-insurance should be 
purchased to avoid a possible coin- 
surance penalty, the insured 1s 
guaranteed a final premium cost 
based upon the amount of insurance 
actually utilized. 


Agreed Amount 


Still another method is to pur- 
chase policies containing the agreed 
amount contribution clause which 
however is not available to manu 
facturers unless their factories 
qualify as “Superior Risks” nor te 
merchants in some states unless the) 
occupy buildings of fire resistive con- 
struction or are equipped with auto- 
matic sprinkler systems. The agreed 
amount contribution clause is sim 
ply a contribution clause that re- 
quires the maintenance of a fixed 
amount of insurance agreed upon be 
tween the insurance company ane 


Best’s Fire and Casualty News 
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the insured which if maintained 
eliminates any coinsurance penalty 
even though the amount of insurance 
ye substantially less than a percent- 
age contribution clause would re- 
quire. 

Usually the agreed amount is sub- 
stituted for a percentage of insur- 
able value for a period of twelve 
months. In the case of “Superior 
Risks” the life of the agreed amount 
is usually six months. To obtain the 
benefits of the agreed amount con- 
tribution clause the insured files a 
statement of the business interrup- 
tion value of his business with the 
rating bureau which may approve it, 
or reject it if the figures are not 
realistic. 


Comparison of Clauses 


Since both the premium adjust- 
ment and the agreed amount con- 
tribution clause endorsements are 
designed to relieve insured of the 
disadvantages of the percentage type 
of contribution clause, how do they 
compare? Since lack of uniformity 
of procedure as between states makes 
a detailed comparison of premium 
costs impracticable, it is sufficient to 
observe that the freedom from coin- 
surance penalty provided by both 
endorsements is worth any _ in- 
creased premium that may be re- 
quired. 

The premium adjustment endorse- 
ment requires generous over-insur- 
ance to avoid coinsurance penalty 
but refunds unused portion of paid 
premium. The agreed amount en- 
dorsement eliminates possibility of 
coinsurance penalty and necessity of 
over-insurance but if the agreed 
amount proves to have been exces- 
sive due to decrease in earnings, no 
refund of the unearned portion of 
paid premium is obtainable. If the 
insured’s earnings are increasing as 
is presently the case with most busi- 
nesses, the agreed amount endorse- 
ment is preferable because it obviates 
a coinsurance penalty so long as the 
agreed amount of insurance is main- 
tained and the endorsement has not 
expired, whereas under the premium 
adjustment endorsement a coinsur- 
ance penalty is possible where the in- 
sured’s earnings are increasing. 

If the insured’s earnings are de- 
creasing the premium adjustment 
endorsement is preferable because a 


For February, 1949 














Blazing flames, dangerous fumes and falling timbers are a regular 
part of the fireman's life. He requires real courage and special 
training to minimize hazards and reduce loss of life and limb. 


But every day thousands of people take chances with fire through 
ignorance and carelessness. Unlike the fireman, they are not even 
aware’ of the dangers they face and do not have the fireman's 
special knowledge to protect them. 


Pearl American firmly believes that it is the agent's duty to preach 
the gospel of conservation of property from fire in his daily con- 
tact with owners. In a sense, his knowledge of fire prevention 
parallels that of the fireman. He should not hesitate to use it to 


property. 






IRL 


CLEVELAND, 
313 Bylkley Bldg. 
PHILADELPHIA, NE 








help protect his clients and reduce the burning rate of our country's 


@ PEARL ASSURANCE COMPANY, LTD. 
@ EUREKA SECURITY FIRE & MARINE 


INSURA 
@ MONARCH FIRE INSURANCE COMPANY 


AUIUEKINEERY 


HOME OFFICE, 19 RECTOR STREET, NEW YORK 6, N. Y. 


SAN FRANCISCO, 
369 Pine Street 


WwW YORK, 
525 Chestnut St. 26 Cliff St. 


NCE CO. 


CINCINNATI, 
1423-24 Carew Tower 


CHICAGO, 
175 W. Jackson Blvd. 














coinsurance penalty is improbable 
and premium paid for over-insur- 
ance is returned to the insured. 


Contingent and Blanket 


The business interruption insur- 
ance carried by Mr. Buyer on the 
factory he operates is known as di- 
rect business interruption insurance 
while the similar coverage he carries 
on the factory or power house op- 
erated by others upon which his 
factory is dependent for an essential 


service, is known as contingent busi- 
ness interruption insurance. When 
Mr. Buyer’s entire operations are 
dependent upon such service the 
amount of contingent coverage 
should be identical with the amount 
of his direct business interruption 
insurance. 

When two or more factories of 
Mr. Buyer are dependent upon each 
other for essential services, they 
should be covered in the same policy 
which is known as blanket business 


(Continued on the next page) 
\ page} 








Why and How—Continued 


interruption insurance. Regardless 
of their locations, which may be in 
the same city or in different states, 
such interdependently operated fac- 
tories should be covered as the one 
business which in fact they are and 
therefore blanket by one 
of insurance under a coin- 


covered 
amount 
surance clause which applies to the 
aggregate business interruption in- 
surance value of all factories covered 
by the pe licy. 


Extra Expense 


Frequently when a_ business is 
forced to suspend because of prop- 
erty damage, operations can be con- 
tinued at least in part with the aid 
of temporary expedients involving 
expenditures for labor and substitute 
materials or equipment. To the ex- 
tent such expedients reduce the loss 
of earnings which otherwise would 
have been the insured 
under a business interruption insur- 


sustained 


ance policy is reimbursed for the ex- 
penditures which are known as ‘‘ex- 
Since there are 
lines of business such as laundries, 


pediting expenses.” 


dairies, printing offices and power 
bleacheries and _ bottlers 
continue to serve their 
with the 
others in the same line of business 
without loss except for the extra 
expense involved, there is available 
a special form of business interrup- 
tion insurance known as extra ex- 


plants, 
which 
customers 


can 
assistance of 


pense insurance. 





NEW YORK 


REINSURANCE 








78 


Since as its name implies extra ex- 
pense insurance indemnifies only for 
the extra expense incurred by the in- 
sured to continue business following 
property damage, it should not be 
purchased as a substitute for full cov- 
erage business interruption insur- 
ance by the management of any busi- 
ness which will sustain a loss of in- 
come when shut down by property 
damage. Where a business such as 
a newspaper can sustain both a loss 
of income and a loss of extra expense 
because the full amount of expedit- 
ing expenses exceeds the amount 
recoverable from business interrup- 
tion insurance, both business inter- 
ruption and extra expense insurance 
should be carried, the latter reim- 
bursing the insured for the amount 
by which the business interruption 
insurance falls short of paying the 
incurred expediting expenses. 

Extra expense insurance is par- 
ticularly useful for the coverage of 
enterprises such as educational in- 
stitutions, fraternal organizations, 
asylums, municipal buildings, ad- 
ministrative and professional offices, 
dwellings and banks. 


Loss Adjustments 


The adjustment of a business in- 
terruption need not be more difficult 
than the adjustment of the property 
loss which caused the suspension of 


business. Both depend largely upon 
information secured from the _ in- 
sured’s books. The insured’s net 


profit, or gross earnings, and all ex- 
penses, having been itemized from 
the insured’s records, and the dura- 
tion of suspension determined with 
the assistance of building contrac- 
tors and suppliers of machinery and 
materials, the adjusted loss under the 
gross earnings form of policy is the 
reduction in gross earnings for the 
anticipated period of suspension of 
business, less so much of the ex- 
penses (including ordinary payroll) 
as can be discontinued during such 
period. 

Under the two item form of policy 
the adjusted loss is the net profit for 
the anticipated period of suspension 
plus so much of the expenses (ex- 
cluding ordinary payroll unless such 
payroll is separately insured) as 
must be paid by the insured during 
such period. In determining the 
earnings which a suspended business 


would have realized had prop 
erty damage prevented, past experi 
ence is used for what it may fy 
worth under the circumstances cop 
sidering prospective trends 

The amount of the insured’s Jos: 
having thus been ascertained, the jp 
surance company’s loss is determined 
by application of the contributio 
(coinsurance) clause in the police 
If the required amount of 
was carried, the full amount of th 


Insurance 
insured’s loss is paid; otherwise the 
insured contributes proportionate! 
to his own loss. Agreement betwee 
the insured and the insurance con 
pany respecting the intangibles i: 
volved in the adjustment of his clain 
for business interruption insurance 
loss need not be more difficult thay 
agreement respecting the intangibles 
depreciation, ol 


such as value, 


solescence, and degree of damage in- 
volved in the adjustment of his 
claim for a property damage loss. If 
agreement respecting the time ele- 
ment, for cannot be 
reached, a “wait and see’’ procedure 


example, 


can be arranged and the loss paid i 
installments as is the custom in Eng 
land. 

The that exceedingly few 
business interruption — insurance 
losses have been litigated in propor- 


fact 


tion to the number of losses adjusted, 
whereas countless property damage 
losses have been settled in court, is 
convincing that claims 
under business interruption insur- 
ance contracts are adjusted to the 


testimony 


satisfaction of all concerned. 


From an address before the Risk Research 


Institute 


RETROSPECTIVE RATING 


pened pay last month were 
granted a thirty day grace pe- 
riod to make under the 
New York workmen's 
compensation, liabilit\ 
and general 
rating plan (Plan D, effective De- 
cember 31, 1948). For policies with 
inception dates between December 
31, 1948 and February 1, 1949, elec- 
tion of the plan was required to be 
made not later than February |, 
1949. Notification of the selection 
of the appropriate rating values must 
be filed by companies with inter- 
ested rating organizations before 


March 1, 1949. 


elections 
approved 
automobile 


liability retrospective 
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Why not cover all of them? 
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TRAVELERS 
FIDELITY 
BLANKET 
BONDS 


Any employer is a prospect for this 
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“Honesty Insurance.” It’s simple to 
handle. Commissions are substantial and 
recurring. 









Travelers Fidelity Blanket Bonds pro- 
vide automatic coverage of any loss of 
any kind of property caused by any dis- 
honest act of any employee. 


* 4 
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Opportunity is great in this line. For 
more details, call your nearest Travelers 
Office. 


Va 


pa 





THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 








INSURANCE GENERAL AGENTS 





ee 


CALIFORNIA NEW YORK TEXAS 
SPEAR AND COMPANY, INC. Hoszr, Evuson & Frost, Inc. 
Organized 1921 INSURANCE UNDERWRITERS JAMES H. ALDRIDGE COMPANY 





118 William Street, New York 7, N. Y. 





Waitinc Att Crasszes or INSURANCE 
Loca anp Country Wipr 


INSURANCE MANAGERS 
P.O. Box 1155, 
AUSTIN, TEXAS 








COLORADO 








RITTER GENERAL AGENCY 
Gas & Electric Bldg. 
DENVER, COLORADO 
COLORADO WYOMING NEW MEXICO 


JOHN J. KELLE, INC. 


62 William St. 
N. Y. 5, N. Y. Bklyn. 2, N. Y. 


GENERAL AGENTS 
Fire and Casualty 


180 Montague St. 





FLORIDA 





Insurance and Reinsurance 


U.S.A. Canada Mexico 


GAN 6 
_Ghvos. Dyposs N & Company 


Cravens, Dargan eel 
Houston |, Texas 











HUNTER LYON, INC. 
GENERAL AGENT 
P. O. Box 2770 
MIAMI 30 
Serving Fleride Agents 


NELSON & STROSS 
INSURANCE UNDERWRITERS 
Representing Stock and Mutual Companies 
FIRE AND CASUALTY 
Graybar Bldg. 
NEW YORK I7, N. Y. 
Lexington 2-9870 





420 Lexingten Ave. 





T. A. MANNING & SONS 
Insurance Managers 
Established 1904 


DALLAS 1, TEXAS 








WALKER & LIPPITT 
SUPERVISING GENERAL AGENTS 


JACKSONVILLE MAMI 
239 West Adams St. First Federal Bullding 





TELEPHONE 
WH Itehall 3-9660 


THE 
WRIGHT 


New vor 7.n.¥. AGENCY, Inc. 


METROPOLITAN—SUBURBAN—INLAND 
MARINE AND WORLDWIDE BINDING 
FACILITIES 








FRANK RIMMER & COMPANY 


HOUSTON DALLAS okta. city 


Marine, Fire & Allied Lines 
General Agents For 
TEXAS, OKLAHOMA, ARKANSAS 











410 Speed Building—Leuisville, Ky. 
GENERAL AGENTS 
Kentucky— Tennessee 
Fire end Allied Lines 
Inland Merine—Heil 


KENTUCKY NORTH CAROLINA 
MISSISSIPPI! VALLEY 
UNDERWRITERS JAMES 0. COBB AND COMPANY 


111 CORCORAN STREET 
DURHAM, N. CAR. 
Virginia — North and South Carolina 


JOE W. SUMMERS 


GENERAL AGENT 
TELEPHONE C. 4-184) 


419 E. MARTIN STREET 
SAN ANTONIO 5, TEXAS 








LOUISIANA 


OHIO 


UTAH 








R. KIRK MOYER AGENGY, INC. 
Managing General Agents 


RICHARDS BUILDING 
NEW ORLEANS 12, LOUISIANA 


THE INLAND AGENCY 


Specializing In 
FINANCIAL RESPONSIBILITY RISKS 
OHIO ONLY 
Pays You 25% Commission 


2120 Leveque Lincoln Tower 
COLUMBUS 15, OHIO 





THE KOLOB CORPORATION 
General Agents 
Uteh, Idaho, Montana, Nevade 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, Utah 








General Agents for Several Reliable Companies 


Pano Se Jens See Mossreal, Camnde” 
REINSURANCE NEGOTIATED 





MONTANA 


MASSACHUSETTS OKLAHOMA WEST VIRGINIA 
FAIRFIELD & ELLIS Insurance and Reinsurance . me 
© Congress St. Boston, Diam. U.S.A. Canada Mexico ALFRED PAULL & SON, INC. 


Gros. VENS, » DARGAN & COMPANY 


804-6 Insurance Building, 
Oklahoma City 2, Oklahoma 


Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 
— 








CANADA 


—— 





H. S. DOTSON COMPANY 


MONTANA GENERAL AGENTS 
Grenite Building 
Helena, Montane 











J. R. POLLARD 
GENERAL AGENT 


First Nat‘! Bldg. 
Oklahoma City, Okle. 
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FRANCIS M. HANN LTD. 
British Columbia General Agents 
560 HOWE ST. 


VANCOUVER TELEGRAMS 
CANADA UNDERWRITE 
VANCOUVER 








HOBSON, CHRISTIE & COMPANY LTD. 
GENERAL AGENTS 
Established 1898 


32 WEST PENDER ST. 
VANCOUVER, B. C. 
Telephone PAcific 4157 











Robert Heward J. M. Williams J. A. Carmody 
D. Oliver W. Mines 


ROBERT HOWARD & 60., 


LIMITED 
INSURANCE BROKERS 
CANADA CEMENT BLOG. 

MONTREAL, QUEBEC 








JONES & PROCTOR BROS., LIMITED 
GENERAL INSURANCE BROKERS 
100 Adelaide St., West, 
Toronto. 








REDMOND & SHAUGHNESSY 
LIMITED 
SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 


315 St. Sacrament Street, Montreal 











REED, SHAW & McNAUGHT 


Established 1672 
Complete Insurance Facilities 


360 St. James St., W. Montreal, Que. 
4 Wellington St., W. Toronte, Ont. 








WILLIS, FABER & CO. 
of Ceneda, Limited 
INSURANCE BROKERS 
foard of Trade Bidg. 
Parent Office 


WILLIS, FABER & DUMAS, LTD. 
Lond don, England. 


Montreal 














AE. WILSON & COMPANY, LIMITED 
GENERAL INSURANCE AGENTS 








Bldg. Toronto 
Service Throughout Ceneda 
ee 
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NEW JERSEY HONORED 


BRONZE plaque honoring the 

state of New Jersey for progress 
in the instruction of safe driving in 
the state’s high schools during the 
past year was presented by James 
3erry, chairman of the New Jersey 
Accident Prevention Committee of 
the Association of Casualty and 
Surety Companies, sponsors of an 
annual “Driver [ducation Award 
Program.” New Jersey qualified for 
a Meritorious Award because almost 
one-half of its secondary 
teach safe driving to more than a 
fourth of their eligible students. New 
Jersey has driver education courses 
in 126 public, parochial and private 
high schools. 

Eight other states received awards 
during 1948. They are: Superior 
award—North Dakota and Wiscon- 
sin; Special award—Arizona and 
Delaware ; Meritorious award—Illi- 
nois, Massachusetts, Virginia and 
West Virginia. 


TRUCK CARGO THEFTS 


ECENT weeks have seen a ma- 

terial increase in “jump” thefts 
of both trucks and their cargoes, 
according to Babaco Alarm Systems, 
truck burglar alarm manufacturers. 
A clear trend of the past year cited 
by the firm is the extensive growth 
in shippers’ use of their own truck 
fleets. This is held to create an in- 
creased truck cargo theft hazard as 
the hijackers, well-organized gangs 
with cargo “spotters” constantly at 
work, are going to find it much 
simpler to spot selected cargoes un- 
der shipper flags than under general 
transportation lines. They can tell 
by seeing a specified truck just what 
its cargo is and its probable value. 


sche ols 


NEW PACIFIC BOARD 
MANAGER 


RANK C. COLRIDGE, secre- 

tary of the National Association 
of Insurance Agents since 1945, has 
resigned to become general manager 
of the Board of Fire Underwriters 
of the Pacific. He succeeds Samuel 
1. Carpenter, Jr. The Board, which 
was a rating organization until Jan- 
uary 1, 1947, now functions as an 
advisory and engineering service or- 
ganization. 


EXECUTIVE HONORED 


ee A. LARNER, Execu- 
tive Head of The Employers’ 
Group Insurance Companies, was 
recently elected a member of North- 
eastern University’s Corporation, 
located in Boston, Massachusetts. 


COMMISSIONERS' 
COMMITTEE APPOINTMENTS 


HE National Association of In- 

surance Commissioners has an- 
nounced the following recent com- 
mittee appointments : 
White ( Mississippi) has been made 
chairman and Frank J. Viehmann 
(Indiana) vice chairman of the fire 
and marine committee; Wade O. 
Martin, Jr., (Louisiana) has suc- 
ceeded W. Lee Shield (former com- 
missioner of Ohio) as vice chairman 
of the life committee; Walter A. 
Robinson (Ohio) continues as chair- 
man of the blanks committee and 
Sterling Alexander (lowa) will 
complete the term of John D. Pear- 
son (formerly commissioner of In- 
diana) on the executive committee. 

President J. Edwin Larson ( Flor- 
ida) has been named chairman. of 
the Federal Trade Commission 
special sub-committee. A sub-com- 
mittee of the executive committee to 
study the question of reinsurance has 
been formed of the following mem- 
bers: Wallace K. Downey (Cali- 
fornia), chairman; Seth B. Thomp- 
son (Oregon) and Sterling Alex- 
ander (Iowa). W. Ellery Allyn 
(Connecticut), chairman, James F. 
Malone, Jr., (Pennsylvania) and 
Owen G. Jackson ( Mississippi) have 
been appointed as a committee to in- 
vestigate the problems arising out of 
the issuance of insurance in con- 
nection with installment purchases 
of property and loans of money. 


COMPENSATION RATES 
REDUCED 


AS OVERALL average reduc- 
tion of 14.3% in Missouri work- 
men’s compensation rates became ef- 
fective as of January 1, 1949. 
Workmen’s compensation rates 
were also reduced in ¥ anysare on 
December 31, 1948. New schedules 
called for a flat 1.9% ‘cut to produce 
annual savings of approximately 


$130,000. 


Jesse L. 
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MIARINE OFFICE or AMERICA 


JU YEARS 


OF SERVICE TO THE INSURING PUBLIC IN 
THE SPECIALIZED FIELDS OF OCEAN AND 
INLAND MARINE UNDERWRITING .. . 
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The field of Marine Insurance is a broad one Member Companies of the 
embracing, as it does, forms and risks of greatly 


divergent natures—from horses to surgeon’s instru- MARINE OFFICE OF AMERICA 
ments; from small pleasure boats to great ocean 
vessels and the cargoes they carry. a 


For 30 years, since its founding in 1919, Marine THE AMERICAN INSURANCE COMPANY 
Office of America has served this field with distinction 
—building through the years a reputation for sound AMERICAN EAGLE FIRE INSURANCE COMPANY 
handling, for solid protection, for prompt settlement THE CONTINENTAL INSURANCE COMPANY 
of claims through its offices and claim agents located 
all around the world. FIDELITY-PHENIX FIRE INSURANCE COMPANY 
Founded upon the strength and integrity of seven FIREMEN’S INSURANCE COMPANY 
great Member Companies, listed herewith, it offers 
you facilities and services that are unexcelled. GLENS FALLS INSURANCE COMPANY 


CONSULT THE MARINE OFFICE ON ALL MARINE INSURANCE PROBLEMS THE HANOVER FIRE INSURANCE COMPANY 
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“, MARINE OFFICE ser ccues oee 
sf. Insurance Exchange Bldg. Canal Building 
Chicago 4, MMinois New Orleans 12, Lovisiana Heuston, Texes 


° Jocksonville, Fleride 
OF A ME RIC PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT | ‘os Angeles, Calierne 
Lovisville, Kentucky 
1 Philadelphia, Pennsyivest 


: 40 Sansome Street Colman Building 
116 JOHN STREET NEW YORK 7, NEW YORK San Francisco 4, California Seattle 4, Washington Pieebwreh, Ponnsyivens 
St. Lowis, Missowr! 


Stockton, 
Syrecuse, New Yor 








CLASSES OF OCEAN AND INLAND MARINE INSURANCE 











Cash Sickness Legislation 
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ance business has a great many 

demands upon its attention these 
days. Mail order insurance, the 
application of Public Law 15, com- 
petition from Blue Cross plans, and 
ahost of other matters create prob- 
lems which all must face. However, 
none of these problems, I venture 
to say, is more important than the 
qestion of “cash sickness” legis- 
lation. Here the issue is not the 
usual one of government supervision 
of the insurance business, but of ac- 
tual government entry into the in- 
surance business itself. And when 
the government enters a branch of 
the insurance business, all of the 
branches of the business are vitally 
concerned. 


T= accident and health insur- 





Will Any Room Be Left? 


Critics of Social Security legisla- 
tion have long argued that it tends 
0 expand and expand until little 
ftom is left for voluntary insurance 
wld by private carriers. This, of 
course, is the pessimistic view which 
we all hope will be proved wrong, 
lt there is no doubt that Social 
security is here to stay. The first 
tal test of whether room will be 
ft for private insurance has come 
with cash sickness legislation. 


First, just a word about the ex- 
Mession “cash sickness insurance.” 
While some of us have gotten rather 
wed to this awkward collection of 
words, we should not forget how 
they arose. The word “‘cash”’ seems 
0 have been inserted into “cash 
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ALBERT PIKE 


Actuary, 
Life Ins. Association of America 


sickness insurance”’ to distinguish it 
from medical and hospital care in- 
surance in a Social Security pro- 
gram, where the benefits promised 
would be settled by services rather 
than payable in cash. It is there- 
fore an expression invented appar- 
ently by advocates of the ultimate 
extension of Social Security to the 
medical and hospital care fields. 


Since the constant use of the word 
“cash” implies these other govern- 
ment sponsored programs are not 
payable in cash, I personally prefer 
some other expression. Those used 
in the California and New Jersey 
Acts—unemployment compensation 
disability insurance and temporary 
disability benefits, familiarly known 
as UCD and TDB—are not much 
of an improvement. Perhaps the 
best expression so far suggested is 
just plain “sickness compensation.” 
It parallels the widely accepted ex- 
pressions “workmen’s compensa- 
tion” and “unemployment compen- 
sation,’ and does not have the un- 
desirable implications of ‘‘cash sick- 
ness.” 


Sickness compensation legislation 
began with the Rhode Island state 
monopolistic plan of 1942. It is, per- 
haps, more conducive to an under- 
standing of the movement to think 
of it as having really gotten its start 
in 1935 with the passage of the Fed- 
eral unemployment compensation 
tax law. Under unemployment com- 


pensation, it may and does happen 
that loafers able to work but suc- 
cessful in avoiding work receive 
benefits, while more deserving work- 
ers out of jobs because of their 
health cannot collect because no 
provision is made for sickness bene- 
fits. 

Here is an inconsistency—paying 
benefits to those able to work but 
not to those unable to do so—which 
sickness compensation advocates 
consistently drive home with great 
effect. The proper answer, of 
course, to this apparent discrimina- 
tion against sick workers is that they 
are able to collect benefits, but from 
private insurance or uninsured em- 
ployer-employee welfare plans rather 
than from the government. 


Easily Misunderstood 


Nevertheless, because of the con- 
trast between the complete coverage 
for unemployment and the necessar- 
ily incomplete voluntary coverage 
for sickness, it is easy for politicians 
to choose not to understand why 
unemployment compensation should 
not be extended to sickness. Con- 
sequently, the case for sickness com- 
pensation legislation was probably 
more advanced by the passage of 
the unemployment compensation 
laws in the middle 1930’s than by 
the passage of the first sickness com- 
pensation plan in Rhode Island in 
1942. We have been under the 
threat of these laws much longer 
than most people in our business 
realize. 


(Continued on the next page) 
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Sickness Legislation—Continued 


There are now four sickness com- 
pensation plans in effect in this 
country ; the Rhode Island plan, the 
California plan, the New Jersey 
plan, and the sickness benefits of 
the Railroad Unemployment Insur- 
ance Act added by the Crosser Act 
of 1947. Too often we are prone 
to forget about this fourth Federal 
plan, and to count up only to three. 
The Federal plan is very much with 
us, and symbolizes the active interest 
of Federal officials in these pro- 
grams. Indeed, there is not only 
agitation from Federal sources for 


sickness compensation laws in the 
form of Federal bills like the Wag- 
ner-Murray-Dingell proposals, but 
employees of the Federal Security 
Agency make it a practice to review 
carefully all state bills for sickness 
compensation and to _ propose, 
through spokesmen, as many restric- 
tions upon the participation of pri- 
vate insurance as they think they 
have any chance of getting away 
with. We should, therefore, not 
think of these laws as solely some- 
thing within the purview of state 
governments. 

Two questions are uppermost in 
the minds of all of us about these 
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“What you need is a competent broker or 
agent who not only knows insurance contracts, 
but also knows his way around in the insur- 
ance markets. Such an expert can relate your 
insurance to current economic conditions and 
set up a program to meet your own special 
requirements.” 


(from an Atlantic newspaper advertisement) 





ATLANTIC 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
ATLANTIC MUTUAL INDEMNITY COMPANY 
FORTY-NINE WALL STREET @ NEW YORK 5, N. Y. 
Baltimore - Boston + Chicago + Cleveland + Detroit « Houston - Los Angeles 


Newark - New Haven + Philadelphia - Pittsburgh - San Francisco - Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, 
Automobile, Liability and Casualty Insurance 
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plans: (1) will they spread to othe 
states; (2) can private insurance 
over a period of years, successfully 
compete in states like California ang 
New Jersey where provision is mage 
in the law for the voluntary subgtj- 
tution of private insurance for state 
fund coverage. 


Diverting Existing Taxes 


On the first question, whether 
they will spread, there is a poss. 
bility that the movement will no 
go much beyond present bounds be. 
cause only one more state, Alabama, 
has the peculiarity in its unemploy- 
ment compensation tax law whict 
made it possible for Rhode Island, 
California and New Jersey to enact 
sickness compensation _ legislation 
without imposing new taxes by the 
simple expedient of diverting exist- 
ing employee taxes. In other states, 
new taxes will have to be levied if 
sickness compensation laws are to be 
enacted. This fact may greatly 
dampen the movement, and the 
presently existing plans may stand 
out alone for a long time to come just 
as the compulsory automobile insur- 
ance law of Massachusetts still 
stands alone. Personally, however, 
I doubt that this will be so. 

It seems to me that the known 
popularity of Social Security legis- 
lation with the public, the present 
existence of four sickness comper- 
sation plans on a going basis, and 
the bait available to some states of 
recouping tax moneys from the Fed- 
eral Unemployment Trust Fund ii 
used to finance sickness compensa 
tion programs, will operate to kee, 
sickness compensation laws a live 
issue for a long time to come. 

The other question, whether we 
can successfully compete, is more 
difficult. While our road may be 
rocky, I think it not too unsafe to 
say that given reasonably sympi 
thetic administration by state off 
cials we will probably be able t 
compete in plans like that in Nes 
Jersey, but that the California type 
of plan requires a combination 
favorable circumstances upon which 
we cannot always rely. Why thi 
difference between the New Jers 
and California laws? It is becaus 
of the difference in the way benefits 
are financed. 


Continued on page 
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United States Fidelity & Guaranty Co., Baltimore 3, Md. 


Jerse! 

cause 

enefits Fidelity & Guaranty Insurance Corp., Baltimore 3, Md. 
® . ° > 


Fidelity Insurance Co. of Canada, Toronto 

















EVEN the most daring trapeze artist—no mat- 
ter how sure of himself he may be — performs 
only after every safety factor, particularly his 
safety net, has been painstakingly checked. 
Now, at the beginning of a new year, is a good 
time to check your “safety net” —your insurance. 
Are you safeguarded against the possibility of 
serious financial loss that can be brought on by a 
dishonest employee, for example? Or by an acci- 
dent that hospitalizes you—or someone else, at 


your expense—perhaps for months? Or by a costly 


“Unforeseen events... need not change and shape the course of man’s affairs” 


HOW’S YOUR SAFETY NET? 





By keeping before the public 
the constant need for protec. | 
tion against financial insecu- | 
rity...this advertisement helps | 
make ever more clients for | 
the Maryland agent or broker. 













damage suit...a burglary, a holdup, a theft? 


It’s so easy to insure yourself against loss from 
such unforeseen crises. The man professionally 
equipped to obtain this safeguard for you—and 
personally interested in bringing you the peace of 
mind that comes with an adequate insurance pro- 
gram—is your Maryland agent or broker. You can 
rely on him for insurance protection tailored spe- 
cifically to meet your individual needs. Remember: 
Because your Maryland agent knows his business, t's 


good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & broke 
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E advances of medical science 
have made our hospitals havens 
of hope for the sick and the help- 
43, The local insurance agent can 
sist in making hospitals havens of 
. . which they often are not. 






















The fact that hospitals are dedi- 
ied to the service of the afflicted 
not exempt such institutions 
mm the fire hazards which con- 
aaitly threaten building structures 
from other hazards which may 
ad to injury and death to patients 
to members of the staff. Recog- 
img that fact, the local agent with 
he assistance of qualified company 
einicians, can perform an out- 
fading service by recommending 
tain standards of safety to the 
ficials of his community hospitals. 
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Hazardous Construction 






Although many modern, fire re- 





ft? tive hospitals have been built in 
ym fent years, ordinary brick con- 
r ction with frame roof structure 
"7 still quite prevalent. Indeed, many 
ind ame hospitals and similar institu- 
al os may be found in various parts 


ithe country. The ideal solution is 
If0- teplace these types of buildings 
- rth safe modern structures. Where 
is 1s impossible, every precaution 
spe- ust be taken to make existing 
her: uildings as safe as possible. 
In these older hospitals, the vari- 
s buildings comprising the insti- 
ion are joined without regard to 
easures which might halt the spread 
fre from one unit to another; in 
port they are marked by freely 
mmunicating construction. In all 
S$ proper cut-off devices should 
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IMPROVE YOUR HOSPITAL RISK 


JOHN N. COSGROVE 
Public Relations Director, 
American Insurance Group 


be provided to halt the march of a 
blaze from unit to unit. 

Many hospitals have open stair 
wells, elevator shafts and other un- 
protected vertical openings which 
guarantee the rapid upsweep of fire 
and noxious gases. Enclosure of all 
such types of openings is imperative. 
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The staffs of hospitals represent 
every level of intelligence and educa- 
tional background, ranging as they 
do from trained medical specialists, 
technicians and nurses to handymen 
and orderlies. 

Regardless of the status of staff 
members, each should receive the 
same basic instruction in funda- 
mental fire safety. Each should be 
taught among other things, the lo- 
cation of fire extinguishers and how 


to operate them and the location of 
alarm boxes and how to signa! the 
fire department. Above all, staff 
members should be able to locate 
exits rapidly and should be schooled 
for emergencies by regular fire drills. 
Smoking should be allowed only in 
specially provided locations, and 
must not be tolerated in proximity 
to explosive substances. 

Anesthetics and other explosive 
substances used in hospitals must be 
stored according to definite regula- 
tions. Film used for X-ray and other 
purposes should be kept in cabinets 
or vaults designated specifically for 
that use. Cotton, and other com 
bustibles which are used in large 
quantities in hospitals, must also be 
stored in designated areas under 
proper protection. 

It is well to remember that a hos- 
pital generally includes a kitchen, a 
laundry, carpenter shops and areas 
where painting is performed. The 
hazards of each of these categories 
must be carefully guarded against. 


Transportation of Patients 


Many hospital hazards occur in 
connection with the transportation 
of patients through the various areas 
of the premises. In this regard it is 
important to school nurses, attend- 
ants and elevator operators in the 
safe transportation of patients. 

Those responsible for wheeling 
stretchers or chairs into elevators 
must make sure that the car is level 
with the floor. They should always 
stand at the head of the patient oc- 
cupying the stretcher or chair when 

(Continued on the next page) 
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Hospital Risk—Continued 


pushing it, and should take pains to 
move slowly at all times but espe- 
cially when nearing the intersection 
of corridors to avoid collision. 
Nurses and attendants must be care- 
ful not only to avoid injury to their 
patients but to themselves as well. 
If unable to lift a patient, the attend- 
ant should summon assistance. 
When transferring a patient from 
a fixed location to a movable one, 
such as a stretcher or an examining 


table, the attendant should double 
check to make sure that everything 
is secure. In raising a bed on blocks, 
the casters should be permanently 
removed. 


Radios, fans and other electrical 
devices all have cords which must 
be carefully arranged to avoid trip- 
ping to which hazard patients may 
be particularly subject. All doors, 
and the drawers of chests and cabi- 
nets should be kept closed when not 
in use. 
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Such primitive protection was the forerunner 
of our modern armored ships. 

One piece of paper-a marine insurance pol- 
icy-with such experienced backing as the 
National Union and Birmingham Fire 
Insurance Companies, can prove 
even more powerful than ar- 
mor on the ship of today. 


National Union 
and Birmingham 


FIRE INSURANCE COMPANIES 
PITTSBURGH 235): 








ANCIENT PROTECTION .. . During the days of Saxon power 
in London, the one wooden bridge spanning the Thames was important in 
the fighting between Saxons, Danes and Britons. When Edmund Ironsides, 
son of Ethelred the Unready, returned with Olaf the Norseman to take 

the throne lost by Ethelred, the Danes held this bridge. After an unsuccess- 
ful attack Edmund and Olaf took their ships back down the river and cov- 
ered them with wickerwork and hides as a protection from lighted torches 
and missiles being thrown from the bridge. Although the Danes threw 
great stones and spears, the ships’ crews managed to fasten ropes to the 


bridge and at the tide’s turn pulled it down laden with Danish soldiers. 
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The preparation, transportatigy 
and serving of food in hospital 
opens up a new series of hazard 
All objects on steam tables shoyjj 
be handled with exceptional carp 
and assumed to be dangerously ho 
They should be removed with gyi. 
able handling equipment such « 
pads or tongs and immediately ¢. 
posited on a pre-cleared location, 

The handles of all utensils with. 
out exception should point awa 
from the front of the stove. Vehicles 
bearing hot foods should be wheelej 
very slowly through hospital halk 
and never parked at a place where 
traffic passes. 


Cleaning Hazards 


Orderlies should rinse and thor. 
oughly dry floors after cleaning 1 
remove soapy scum which may cause 
slipping. While actually washing 
floors they should leave dry patches 
for the use of persons traversing the 
area. Wet and slippery areas should 
be made unavailable for use unt 
they dry. All cleaning equipment 
such as buckets, brooms and mops 
should be immediately removed from 


hallways and stored in their proper 


location. 

Every bottle and container must 
be plainly marked to avoid the poss 
bility of administering incorrect 
drugs to a patient and to obviate er 
rors in the preparation of prescrip: 
tions. 

Every article made of glass shouli 
be rigidly examined regularly. This 
is particularly important in the case 
of glass utensils used in the prepare 
tion or serving of food. If chips ot 
cracks are detected the article should 
immediately be discarded. All dishes 
and chinaware require the same a 
tention. Test tubes also must ut 
dergo periodic scrutiny for possibl 
defects. 


Employee Cooperation 


The conduct and cooperation 0 
hospital employees are extremeli 
important in any attempt to mx 
safety standards. The well trained 
cooperative employee will report! 
his supervisor immediately any & 
safe conditions detected, such # 
broken or chipped furniture, broke 
glass, substandard electrical equ 
ment, and defective apparatus used 
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ortation | for the transportation of patients. 
Ospitak The employee will also be on the 
azards § lookout for uneven floor surfaces, 
shou | for missing or loose tiles, and for 
al care defective linoleum. Hospital admin- 
sly hot, § istrators should follow through in 
th suit. | remedying unsafe conditions re- 
uch a § ported by the staff. 

ely de. Employees must be made to real- 
ze that their positions are more re- 








ation, ; 

s with. § sponsible than occupations in other 
t away § fields. They should cultivate the 
Jehicles | habit of walking slowly and care- 


wheel & fully, pushing doors open with cau- 
al halls @ tion and thinking always of the possi- 
bility of injuring a patient or a 
flow employee. Skylarking on the 
job is entirely out of the question 
where the exposure is so constant. 
Employees need rigid instruction 
d thor. in caring for themselves when they 
ning to have occasion to be exposed to in- 
AY cause j fection or to contagion. The dangers 
washing @ to themselves should be emphasized, 
patches J also the possibility of passing on a 
sing the J disease to a patient or to others visit- 
; should @ ing the hospital. 
se. until The local agent will render a civic 
uipment j and humanitarian service and reflect 
1d mops credit upon himself and the insur- 
ed from @ ance business if he alerts his com- 
+ proper munity hospital administrators to 
potential hazards and arranges for 
er mus @ COMpany engineering assistance to 
2€ poss: remedy unsafe features. 


> where 


neorrect 
viate er NEW SAFETY CLUB 
yTeScrip- 

NEW voluntary safety club, the 
s should Save-Ur-Life Safety Club, has 
ly. This @ been sponsored by the manufacturer 
the cae of a tire changing lamp. Emblems 
prepara: j attached to license plates and wind- 
chips or § Shield stickers certify that the mem- 
le should ber is interested in safety and will 
‘11 dishes § Mot change tires or work on his car 
same at- @ a night without using the Save-Ur- 
aust u- Life tire changing light. This light 
possible provides a field of light to work in 
so that anyone working on the car 
is seen by approaching cars and 
on the approaching car is slowed up by 
the warning blink of a red light in 
ration of § the rear of the working light. 
xtreme’ § The light stores in the glove com- 
to rast § Pattment and in use is plugged into 
| trained. the cigar lighter socket. A wire un- 
report t0 reels from the base of the light (21 
any wtf “ndle power) which is placed on the 
such a "ad facing the car. Back of the re- 
e. broken “lector directing the white light is a 
al equf-§ Sond bulb blinking every second a 
tus used Ted Warning light. ; 
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Reinsurance lessens the shock. Cut back to insignificant 
size by post-war apathy, America’s production of aircraft for 
preparedness, commercial transportation and private flying has 
once more become a vital factor in the nation’s economy. 
In this operation, with its inherent hazards of disastrous accidents and 
resulting shut-downs, carefully planned reinsurance has a useful role. 
Let our experience serve your own clients, in every 
field of industry, by providing ample protection 
through reinsurance. 


99 JOHN ST., NEW YORK 7. N. Y. 6 EAST lirw ST., KANSAS CITY 6, MO. 
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Are You a Good Salesman? 


TL R. J INES to see you, 
sir. He says he wants to 
see you personally but 


wouldn't tell me his company 
fe knows you will be interested in 
what he has to show you.” 

My secretary said that to me this 
morning, so I told her to tell the 
gentleman that I was too busy to see 
fim then, or at any other time, un- 
ls I knew first what company he 
fepresented and what he had to sell. 


says 


Because | Am Interested 


But when my secretary comes in 
amd says, “Mr. Jones of the Bet- 
terdesk Co. is in the waiting room 
ad wants to see you about his 
post-war line of desks,” I see him 
immediately. I see him because | 
know I am interested in office equip- 
ment and furniture and because | 
know the Betterdesk Co. is a good 
company which might have the desk 
I have always dreamed about. In 
hort, I see him because I am in- 
terested and because it is my job 
to know everything that is going 
on in that particular industry. 

Then comes another test of Mr. 
Jones, from my point of view. He 
Sa new man—I have never seen 
tim before and therefore I have to 
make an immediate decision about 
um. It is not an irrevocable deci- 
‘ion, but it is apt to set the pace 
‘or the interview and is very likely 
0 fluence my judgment all along 
the line, 
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EVERETT R. WALKER 


For instance, if Mr. Jones is 
neatly dressed and I don’t mean he 
has to wear superbly tailored suits 
and Sulka ties—I am inclined to 
feel he is all right. When I get 
close to him for the start of our talk, 
it is nice to know he has taken a 
bath recently. These items all work 
in reverse however. If he has these 
neat and orderly habits, I am prob- 
ably not even going to notice; the 
catch comes when he does not. Then 
I know instantly that this salesman 
is careless of little things and will 
be equally careless in handling the 
order he may get or sloppy in 
handling his sales talk. 

And now we have met and he is 
about to tell me about his product. 
He is about to tell me about his 
product, I mean, if he doesn’t start 
off by saying he was in the vicinity 
and just thought he would drop in 
on me! I don’t think that is enough 
reason to call on me, for I am pretty 
busy and simply can’t give up my 
time for the convenience of some- 
one who just “happened to be on 
the street.” 

But if he says his company has 
a new desk that made him think of 
my company right away and made 
him come over to tell me all about 
it (or something along that line), 
he will certainly be listened to care- 
fully. Then if he goes into a care- 
fully thought out sales talk that tells 
me many things about the new desk, 
if he has photographs that show 


new desk at this time. 


me how it looks, color-sticks to show 
the exact color, and if he knows the 
price in quantity, if he knows when 
he can start delivery, and if he has a 
clear understanding of why the desk 
is an improvement over the manu- 
facturer’s older models, he will be 
heard to the bitter end. 


Jawbone Kills Sales 


Now we come to another test of 
the man as a salesman. When he 
has completed his talk about the 
desk, does he quit? Or does he feel 
he has to keep talking about the 
same things over and over again, 
or does he just talk and talk and 
talk? The man I like is the one 
who stops when he has told his 
story or who asks me if there is 
anything else I would like to know 
about the product and then lets me 
answer him. Then he asks me to 
buy it. It is noteworthy that many 
men do not do this last at all! 

Perhaps I do not want to buy the 
Perhaps I 
will want to study around a little 
to see if it will fit into my picture 
somewhere. I will tell the salesman 
this and he should believe me. This 
is not the time to force a sale. But 
he should try to make a future ap- 
pointment with me for further dis- 
cussion and to try to get the order 
then. 

A buyer who has been at his posi- 
tion very long has accumulated some 
pet peeves about salesmen. 


(Continued on the next page) 


91 








KAA IRR IIIA II III III III IIA IIIA II ISIS IS ISIS ISIS ISIISIN 


Policy Rates & Data 
THE MOST FACTS ABOUT MOST COMPANIES! 


Here’s the new Compend—the most comprehensive pocket 
rate book published! Shows over 200 companies for 1949! 


1949 EDITION 


ALL the facts you need 
to put your company's 
policies in their best 
light 
companies accounting 
for 98% of all life busi- 
. on-the-spot an- 


covers the 


ness... 
swers for any question 
your prospects are likely 
to ask about any policy! 





This 1949 Edition Is Even Better Than Last Year’s Best! 
Long known as the most comprehensive pocket rate & data 
book, the Flitcraft Compend gives you, in 1949, more companies 
and more facts about most companies than you had even in last 
year’s record-smasher! And that’s going some! That amazing 
1948 edition broke all our publishing records with three tremen- 
dous printings! 
AVOID DELAY—ORDER NOW! This way you are sure to be first in the 
field with the new Compend. Order now and be counted in on the very 
first printing. Publication Day is early in April—and that’s definite! 
DISCOUNT-PRICES 
EY nnisitadahbewad ecw cakwiee dh dada Net, $3.50 each 
DEMINE, hee  usig allay. wants o bianeiad ebes 10% dise., or 3.15 each 
I ccna seas nadnd aeanedaree a 20% dise., or 2.80 each 
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A SUPER-SHORTCUT FOR PROGRAMMING! 


Saves days and weeks of time. 












No need to ask prospects for original policies. 
All the information you need for programming is 
here—in one place. So complete and easy to use 
that companies and agents refer to it for later 
changes in their own policies! Here are actual 
options, company practices and basic tables! 
Invaluable! 

Now Published Annually, Settlement Options will 
be ready in April, too. This means you can group 
orders for both these outstanding sales aids in the 
same operation. You can increase the amount you 
save your agents without changing your regular, 
yearly, group-order plan! 


“The Only Book Complete on 
Subject of Settlement Options” 


DISCOUNT-PRICES 


C8 06266 86FF OH O87 TREES CTE SOS ES 


1949 Ed. 


Vet, $4.00 each 
3.60 each 
3.20 each 


1 or 2 books 
RNR 5. 5 ascii edna ae alee ae Oe 10% dise., or 
6 or more 20% dise., or 


Ee eee eee wee ewe eee ewe eee www 
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FLITCRAFT + Incorporated 


75 Fulton Street, New York 7, N. Y. 


..2.9.9.9.9.9.9 0.4 
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A Good Salesman?—Continued 


irst off, there is the ov €T-agores. 
sive salesman. This fellow has bee 
taught or has heard from som. 
where, that the way to get an orde 
is to go after it hammer and tongs 
This fellow starts off in high gear 
and keeps going, with hardly time 
for breath. He gets too close to my 
and talks right into my face. He 
looks me straight in the eye even 
second he is with me and he fire 
words at me like bullets from a guy 
He doesn’t sell me anything. 

Then there is the fellow who ha 
seen me several times without mak 
ing me want to buy anything he has 
for sale, who shows up one day with 
his regional salesmanager in toy 
He has not phoned for an appoint. 
ment and always picks the worst 
possible day or time of day to call 
No matter how much I want to hel 
the salesman with his boss and n 
matter how good a fellow I want 
to be about the whole thing, I am 
conscious of being terribly busy, and 
the interview is strained. 

As a buyer, I don't like salesmen 
to go over my head. When a vice- 
president calls me up and says he has 
a salesman who has just been talk- 
ing to him for a half-hour, and wil 
I give him some time on the same 
subject, I get a little upset—par- 
ticularly when the vice-president 
suggests the man has something | 
am sure to be interested in. It’s tw 
to one I know where I can buy the 
identical article at less money. 


Utopia 


A salesman can’t get along with 
out buyers and a buyer cant ge 
along without salesmen. They bring 
him new ideas, new developments i 
the industry and an opportunity t 
buy the things he needs. If all the 
salesmen would have a well pre: 
pared sales talk and would give t 
without fuss or feathers, if they 
would announce themselves fully 
and if they would see to it that I get 
my information in the least possible 
time consistent with getting the 
whole story, we would have a wor 
derful time, and we would both sat 
hours each day to do more produt 
tive work. After all, that is why * 
get paid! 


Reprinted from Geyer’s Topics, 260 Filt 
Avenue, New York, N. Y. 
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EMPLOYERS REINSURANCE 
CORPORATION 


J. B. ROBERTSON—PRESIDENT 





CONDENSED STATEMENT AS OF DECEMBER 31, 1948 





ASSETS 
Cases os Bases asp ofc Hamp ...... occ ccc ccc cc cccccccccees 
Bonps, AMORTIZED VALUE 
Unitrep States GOVERNMENT .......... 
CANADIAN GOVERNMENT .................-. 
StTaTE, County AND Municrpar 


$ 5,468,009.25 


$20,238,933.51 
925 063.41 
8,216.422.62 
29,380,419.54 
5.617.149.18 








TE EE, oo occ ox Sowa wa aa uaeean 
Stocks, CONVENTION VALUE ................ 





WTAE, TONE BTU TUIOIES wg a ov cc os v's ow cc Silene cv eew ecu 34,997,568.72 


II I scissors enae bic nein Mowe Pale bale ween 197,740.49 
Premiums IN CoursE OF CoLLEcCTION (UNDER 90 Days) 1,486,914.11 
OCU PID oo ain cosas 6s ceo dd ened ee Se awe biases es aes 220,769.74 

"TOCA, POTTED PABGBTS oink cx oii in dihad weds cawadsn $42,371,002.31 


LIABILITIES 


$13,096, 163.38 
2,786,021.07 


Loss Reserve, LiaBrtiry AND COMPENSATION .. 
Loss Reserve, Orner CLASSES ............... 


$15,882,184.45 
10,125,206.72 
737,830.54 


Mh A ES oi odie ok hada eke pours Gia ke ee 
RESERVE FoR UNEARNED PREMIUMS ............--.ccceeeecees 
Commissions ACCRUED ON PREMIUMS ...........-.-.0ee0eceee 


RESERVE FOR CONTINGENT ComMMISSIONS 


RESERVE FOR. TAXES AND OTHER LIABILITIES 
Funps Hetp Unper RernsurANce TREATIES 
VoLuNTARY SPECIAL RESERVE ............ 
CAPITAL 
SurPLus 


“aes 2,000,000.00 


2, 100,068.37 


449,558.73 
308,076.51 
2,768,076.99 





Haka 8,000,000.00 
12,100,068.37 


$42,371,002.31 


ON THE BASIS OF DECEMBER 31, 1948, MArnKET QuoraTIONs FOR ALL BonpDs AND STOCKS OWNED: 


$42.625,274.09 
2,354,340.15 


Torat ApmritrrEp ASSETS WOULD BE INCREASED TO .... 
VotuntTAry SPECIAL RESERVE WOULD BE INCREASED TO . . 


SECURITIES CARRIED AT $1,945,313.84 IN THE ABOVE STATEMENT ARE DEPOSITED 
AS REQUIRED BY LAW. 





KANSAS CITY 


Insurance Exchange Bldg. 


NEW YORK ®@ CHICAGO ®@ SAN FRANCISCO ®@ 


107 William Street 175 West Jackson 


LOS ANGELES 


114 Sansome Street 606 South Hill Street 
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Agents’ Viewpoint—from page |6 


business interruption exceeds the 
direct property damage loss. 

The agent is not alone to blame 
for the poor sales record for this 
coverage. Policy forms have always 
been drawn without sufficient con- 
sideration from a sales angle, and 
usually by technical men who have 
either never sold a business interrup- 
tion policy or have not kept pace 
with present day requirements. 

Ten years ago the gross earnings 
form was introduced with consider- 
able fanfare and was expected to 
pacify agents for all time. The form 
represented a complete departure 
from previous forms and filled a 
much needed place and still does. 
However, this improvement was ten 
years ago. I believe that the com- 
panies are subject to criticism for 
not giving more thought to provid- 
ing more salient forms of coverage 
and would do well to spend a little 
money and time on research in this 
respect as other comparable corpora- 
tions do. 

I would like to see developed a 
simplified form adaptable to the 
small merchant. We should consider 
that a merchant should be able to buy 
as much as he wants of something 
rather than have us tell him that he 
has to take six months’ worth of in- 
surance because it’s good for him. 


Gross Profits 


I think that it would considerably 
stimulate the sale of business inter- 
ruption insurance to the small mer- 
chant if coverage could be provided 
as an additional item under either a 
merchandise or furniture and fix- 
tures form. The additional item could 
be called a variety of names : Conse- 
quential earnings or 
prospective earnings. Whatever the 
item is called, it should be descriptive 


loss gross 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





SS FIFTH AVE., NEW YORK 
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in title and not require lengthy ex- 
planation. If we don't want to be 
fancy, let’s just call it by its real 
name—gross profit. All merchants 
realize that it is out of gross profit 
that they pay expenses and obtain 
net profit. 

| would suggest that we let a 
merchant buy as little as one month’s 
gross profit insurance, if he wished, 
and that a rating formula be avail- 
able considering a warranty of not 
less than this amount (not a co-in- 
surance clause). Companies will 
say: “Why, on this amount of in- 
surance we will get a total loss.” 
Well, probably so, but what is the 
difference if $1000. worth of mer- 
chandise burns up or if a man suffers 
a $1000. gross profit loss. It would 
seem to be a matter of underwriting 
and rating and individual company 
treatment. No matter what business 
interruption form we write, the com- 
panies usually reinsure on the ex- 
pectancy of a total loss, so it would 
seem to resolve into a problem of 
rating. 


Do What Can Be Done 


In final analysis, we should be in- 
fluenced by the desire to do what 
can be done that is good for the pub- 
lic interest, and not by why it can’t 
be done. 

The moral hazard should not con- 
stitute any handicap as, if a moral 
hazard exists, the company should 
not be writing coverage on either 
fixed assets or on prospective earn- 
ings. An assured still has to prove 
his loss and by insuring gross profits 
he would not stand to make any more 
profit than if his business continued, 
unless, of course, the adjuster went 
to sleep on the job. 

[ am not advocating a simplified 
form to make it easier for the un- 
informed agent to do a selling job. 
I believe there is a real need in the 
business for a more liberal and sim- 
plified form and it should be mer- 
chandised in such a way that agents 
are forced to at least explain it to a 
merchant, whether they want to or 
not. By including the coverage as 
a separate and additional item in 
existing physical damage forms, the 
agent is going to have to understand 
the coverage to avoid embarrassment 
when an assured reads his policy, as 
we sometimes tell him to do, and as 


provided by California law on ty 
back of every fire policy where j 
says: “Read This Policy.” 

If it is wrong to provide insuram 
covering prospective earnings as », 
alternate item in policy forms, it 
also wrong to put medical Payments 
coverage in an automobile polig 
which has forced the Agent to gj 
the coverage and make the ¢gp. 
panies money. When we sell a mp 
a personal accident policy we say yy 
can give him medical reimbursement 
coverage in units from $5000 y 
We don't say you have to carp 
$5000. because some day you might 
be a politician and be hit on the hea 
with an egg, and the companies hare 
only your best interests at heart, 


No Cure-All 


My suggestions and remarks ar 
not intended to convey that there i 
any cure-all treatment. There is no. 
There is no substitute for an agen 
who understands the various forms 
all the from rental valy 
through extra expense and into bus- 
ness interruption, and is able t 
recommend the form best suited t 
his client’s needs. There is no sub- 
stitute for a personal call by a we 
informed agent. 


way 


From an address before the California As 
ciation of Insurance Agents 


| I 

i | 

i If the S.O.S. is a call | 
from sales personnel to help 

t ‘‘Shape Our Strategy,” | 
MICRO-LITE, the minia- 

§ ture keychain flashlight, will | 
answer to perfection. A 

Eo \icro-nire gift, im | 

i printed with your firm's | 
name, is the best salesman, 

§ public relations representa- | 
tive and good will builder 

| in the business. It is a | 
constantly ingratiating re 

i minder to present as well as | 

i prospective clients, and costs | 
no more than a good cigar: 

t For promotional plan tailored | 

to your line . . . price list, sample, 

| literature, write on your business | 

| 


letterhead to Dept. BI-2. 


EMICRO-LITE COMPANY, in, 
B 44 W. 18th St., New York City, ll 
mae ee ee ee oe ee ree 


Best’s Fire and Casualty New 
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SELLING TIPS 


from The HOME 


USE PSYCHOLOGY 


SYCHOLOGY has its place... 

and that place is right in your 
business. For example, how many 
times have you seen a prospect hesi- 
tate when he’s asked to sign his name 
“on the dotted line.” There is some- 
thing legal, definite and serious 
about it that makes the average man 
retreat into objections about the con- 
tract, his inability to pay, anything 
to push off the fatal moment when he 
has to sign. 

Sidestepping this fear on the part 
of your client is merely a trick of 
speech that every agent should learn. 
Say, “Put your name right there, 
where I’ve marked with an ‘x,’ or 
“Do you spell your name with an S? 
... fight there, please.” Or “We 
can't go ahead without your O.K. 
If you'll just add your name here 
this contract will begin to protect 


you... or your business .. . or 
your family . . . immediately.” 
—Continental Agents’ Record 


DON'T BE A FAKE 


i biggest opportunity in the in- 
surance business is selling sick- 
ness, accident, and hospital coverage. 
Any insurance man who claims to be 
looking out for the best interests of 
his clients is a fake if he doesn’t see 
toit that his major asset is protected. 

What is a man’s most important 
asset? His house ? His car ? His bank 
account? Of course, it’s none of 
these! A man’s most important ma- 
terial asset is his ability to be on the 
jb tomorrow—to earn and to pro- 
duce as he has done today. Acci- 
dent and health insurance replaces 


that biggest asset when it is lost. 
—National of Detroit Agents Record 
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YOU MAKE MORE SALES 


L )U will make more sales with a 
planned talk. The plan 
should be divided into an approach, 


sales 


a demonstration, and a close. 

Remember in every interview one 
of three things happens every time 
you open your mouth. 
make the sale; two, you get another 
crack at the sale; or three, you kill 
the sale. 

Which will it be—number three 
or preparation ? 


One, you 


BE THERE FIRST 


N SOLICITING Judicial Bonding business, 
eae agent should remember that one of 
the most important things is to be "on the 
spot" with the offer of your services at the 
earliest possible moment. In the case of 
bonds concerned with wills and estates, it 
is of considerable advantage to an agent 
to know ahead of time where such bonds are 
likely to be needed. 

Many producers report considerable suc- 
cess in obtaining such bonds by keeping a 
close scrutiny of newspapers for accounts of 
persons of means who are seriously ill or 
dangerously hurt in accidents. Likewise, by 
watching death notices in the newspapers, 
you can always keep yourself informed of 
opportunities for the writing of bonds. 

When distribution is to be made of an 
estate where there are minors or other per- 
sons of legal disability interested, you can 
ofttimes be of great assistance to the pro- 
posed guardian by offering your services and 
knowledge of bonding forms. 

These matters, of course, require a con- 
siderable degree of diplomacy in order to 
avoid offending relatives or friends by the 
celerity with which you appear on the scene 
after the death. But with discretion, the 
situation can be handled properly. 

Where bankruptcy proceedings are insti- 
tuted or it is known that a firm or corpora- 
tion is about to be placed in liquidation or 
to be dissolved, it is a much less delicate 
matter for you to suggest to the attorney 
that your services will be available for the 
bonding of the receiver, trustee or other 
fiduciary who may be placed in charge of 
such affairs. By keeping in constant touch 
with lawyers and with Clerks of Courts and 
with Probate Judges, you will be more likely 
to be called upon when bonds are re- 
quired.—The Marylander. 
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FOR INSTANCE 


> JR instance...” is the very 
finest sales tool an insurance 
solicitor can possibly carry. And the 
best “for instance” is to show evi- 
dence of a loss that has happened to 
somebody else. 

Did you ever realize what eloquent 
evidence of the need for insurance 
(personal property floater, jewelry 
and fur floater, etc.) is printed in 
every edition of your daily news- 
paper? Where? In the Lost and 
Found column of the classified sec- 
tion. 

The Lost and Found advertise- 
ments almost invaribly include offers 
of rewards; this is a point which 
you should call to your prospect's 
special attention. Don’t fail to em- 
phasize that the amount of the re- 
ward which a loser would give gladly 
for the return of a single article 
would go a long way toward paying 
the premium for an all-risk floater, 
and this would cover his possessions 
for a whole year! 

Fireman's 


Fund Record 


INDIRECT BENEFITS 


HEN you advertise regularly 
in your home town newspaper 
or in other media, remember that in 
addition to direct, traceable results, 
your ad also has an indirect, cumula- 
tive effect on many people. Even if 
they don’t act at once, they get to 
know you, feel friendly toward you, 
and when the time comes that they 
can use your services, if you’ve im- 
pressed them often enough and 
favorably enough, they will think of 
you 
The Employers’ Pioneer 
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COMPANY CHANGES—from page !4 


Lloyds of New Mexico Insurance Company, Las Vegas, 
N. M.: Licensed August 20 with a guaranty fund of $56,200. 
Formed primarily to handle finance business it writes automo- 
bile fire, theft and comprehensive coverages. 

Motor Club Insurance Association, Omaha, Nebraska: This 
reciprocal was licensed June 16 with a guaranty surplus of 
$50,000, advanced by the Cornhusker Motor Club. It writes 
full coverage automobile policies on a non-assessable basis. 
Motor Club Underwriters, Inc., is attorney-in-fact. 

National Lloyds, San Antonio, Texas: During September this 
Lloyds was licensed to write liability lines with a guaranty fund 
of $60,000. 

United Automobile Llyods of Texas, Beaumont, Texas: This 
Llyods was licensed January 8th and began business with a 
guaranty fund of $60,000. 


CHANGES IN TITLE 


Stock Fire and Casualty Companies 


South Jersey Title & Finance Company, Atlantic City, N. J.: 
During September this organization adopted the title South 
Jersey Title Insurance Company. 


Mutual and Assessment Companies 


Badger Mutual Fire Insurance Company, Milwaukee, Wiscon- 
sin: Title revised to Badger Mutual Insurance Company on 
February 20. 

Burlington Fire Insurance Company, Hackettstown, N. J.: 
During September this organization changed its name to the 
Burlington Insurance Company. 

Cream City Mutual Fire Insurance Company, Milwaukee, 
Wisconsin: Effective February 20 this company deleted the 
word “Fire” from its title. 

Effington German Mutual Fire Insurance Company, Parkers 
Prairie, Minnesota: Eliminated the word “German” from its 
title in August. 
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Farm Bureau Mutual Insurance Company of Indiana, Ing 
Indianapolis, Indiana: As of July this company changed jx 
title to the Farm Bureau Mutual Insurance Company of Indiang 
when it merged with the Farm Bureau Fire and Tornado Ingy. 
ance Company, Indianapolis. 

Farmers Mutual Reinsurance Association, Grinnell, Jowg 
On November 16 this Association reorganized as a mutual com. 
pany under the title of Farmers Mutual Reinsurance Company. 

Furniture Dealers Mutual Fire Insurance Company, My. 
waukee, Wisconsin: On February 25, this mutual revised its titl 
to Furniture Mutual Insurance Company. 

German Mutual Fire Insurance Company of Manitowo; 
Wisconsin: On January 7th this company shortened its title ¢ 
German Mutual Fire Insurance Company. 

Home Mutual Insurance Company of lowa, Des Moines, lowg 
Early this year this mutual was reorganized and the title Iowa 
Home Mutual Casualty Company adopted. 

Inter-State Business Men’s Accident Company, Des Moines 
Towa: Effective April 18 this company changed its title 
Inter-State Assurance Company, a mutual company. 

Interstate Mutual Benefit Association, Dover, Deleware 
During August this association changed to a mutual insurance 
organization and adopted the title Interstate Mutual Insurance 
Company. 

Path Valley Muiual Fire Insurance Company of Franklin 
County, Dry Run, Pennsylvania: Reyised title to Wilton Mutual 
Fire Insurance Company, Farrell, Pennsylvania, on May 5. 

Protective Health & Accident Company, Des Moines, Iowa 
During August this company adopted the title Midwest Ameri- 
can Mutual Insurance Company. 

Richland County Mutual Insurance Company, Mansfeld 
Ohio: Eliminated the word “County” from its title effective as 
of April 12. 

Sentinel Hospitalization Insurance Company, Des Moines 
Iowa: This company reinsured its entire business with the 
Farmers Life Insurance Company of Des Moines and then sold 
its charter to new interests. Immediately after the purchase of 
the charter the new management changed the title to Des 
Moines Casualty Company. 

State Farm Mutual Insurance Company, Madison, Wiscon- 
sin: Revised title to Farmers Mutual Insurance Company of 
Wisconsin on January 21. 


Reciprocal 


National Underwriters, St. Louis, Missouri: Effective Sep- 
tember 8th this exchange adopted the name National Insurance 
Underwriters. Earlier this year the attorney-in-fact als 
changed its title from Kratz Corporation to National Associated 
Underwriting Company. 


RETIREMENTS 
Stock Fire and Casualty Companies 


American Bonding & Surety Company, Jacksonville, Florida 
This company was ordered to discontinue writing business as o! 
July 1 and the liquidator appointed by the court on November 27 

Baltimore American Insurance Company of New York, N.Y. 
Merged into the Home Insurance Company as of June 1. 

Carolina Insurance Company, Wilmington, N. C.: Merged 
into the Home Insurance Company as of June 1. 

City of New York Insurance Company, New York, N. Y. 
Merged into the Home Insurance Company as of Junel. 

County Fire Insurance Company, Philadelphia, Pennsylvania: 
Effective June 1, all assets and liabilities were absorbed by the 
parent company, Great American Insurance Company. , 

Dixie Fire Insurance Company, Greensboro, North Carolina: 
This company was absorbed by The American Insurance Com- 
pany, Newark, New Jersey, during the early part of 1948. 

Franklin Fire Insurance Company of Philadelphia, Philadel- 
phia, Pennsylvania: Merged into the Home Insurance Company 
as of June 1. 

Georgia Home Insurance Company, Columbus, Georgi 
Merged into the Home Insurance Company as of July 1. 

Gibraltar Fire and Marine Insurance Company, New Yor 
N. Y.: Merged into the Home Insurance Company as of June! 

Guaranty & Indemnity Insurance Company, Wilmington 
Delaware: Voluntarily liquidated as of November 30. : 

Guardian Indemnity Company, Springfield, Ohio: The entire 
business of this company was taken over by the parent orgamiz 
tion, the Credit Life Insurance Company of Springfield, 
March 22 and the company dissolved as of that date. 

Homestead Fire Insurance Company, Baltimore, Maryland: 
Merged into the Home Insurance Company as of June 1. 
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John Marshall Insurance Company, Chicago, Illinois: Merger 
of this company with the Bankers Life & Casualty Company, 
Chicago, Illinois, was approved by the State Insurance Depart- 
ment on August 13, with the effective date of the merger being 
January 1. 

National Liberty Insurance Company of America, New York, 
N. Y.: Merged into the Home Insurance Company as of June 1. 

New Brunswick Fire Insurance Company, New Brunswick, 
NV. J.: Merged into the Home Insurance Company as of June 1. 

Paul Revere Fire Insurance Company, Buffalo, N. Y.: Merged 
into the Home Insurance Company as of June 1. 

Pennsylvania Accident & Health Insurance Company, Phila- 
delphia, Pennsylvania: This organization was absorbed by the 
Pennsylvania Life, Health and Accident Insurance Company, 
Philadelphia, Pennsylvania, on January 19. 

Richmond Insurance Company, New York, N. Y.: Absorbed 
by the Westchester Fire Insurance Company, New York, N. Y., 
efiective August 31. 

Safety Casualty Company, Dallas, Texas: Reinsured during 
December by the Safety Casualty Company, Wilmington, Dela- 
ware. 


Mutual and Assessment Companies 


American Motors Mutual Insurance Company, Providence, 
R.1.: Converted to a stock company on July 1 under the title of 
American Universal Insurance Company. 

Commercial Benefit Insurance Company, Phoenix, Arizona: 
This benefit corporation was dissolved August 31 and the 
assets assigned by its policyholders to provide the necessary 
lunds for the capital and surplus of the stock accident and health 
company, Commercial Benefit Insurance Company, Phoenix, 
Arizona. The policyholders of the benefit corporation became 
stockholders of the new company without any additional 
money being supplied from any other sources. All the liabilities 
and outstanding accident and health policies of the benefit 
corporation were assumed by the new stock company. 
yecererative Insurance Mutual, Milwaukee, Wisconsin: 
Merged into the American Farmers Mutual Automobile In- 
7 Company, St. Paul, Minnesota as of October 20. 

Vi; _. Mutual Accident Insurance Company, Detroit, 
Det ian: This organization was merged with and into the 

- Mutual Insurance Company on November 3 
eke Bureau Fire & Tornado Insurance Company, Indian- 

ts, Indiana: As of July this company was merged with the 
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Farm Bureau Mutual Insurance Company of Indiana, Inc., to 
form the Farm Bureau Mutual Insurance Company of Indiana. 

Fidelity Mutual Accident Insurance Company, Dallas, Texas: 
This organization was reinsured by the Commonwealth Life 
and Accident Insurance Company, St. Louis, Missouri, effective 
April 20. 

Great Central Mutual Insurance Company, Peoria, Illinois: 
This organization was reinsured by the Great Central Insurance 
Company, Peoria, as of March 31. 

Hanover Mutual Fire Insurance Company, Philadelphia, 
Pennsylvania: License suspended as of April 12. 

National Druggists’ Mutual Insurance Association, Algona, 
Towa: This mutual was reinsured by the Druggists’ Mutual In- 
surance Company of Iowa, Algona, as of September 30. 

Oakland Mutual Fire Insurance Company, Dempseytown, 
Pennsylvania: Voluntarily dissolved during December. 

Professional and Business Men's Mutual Insurance Company, 
Denver, Colorado: Absorbed by Professional and Business 
Men’s Casualty Insurance Company, Denver, Colorado, effective 
April 11. 

South Dakota Mutual Insurance Company, Aberdeen, S. D.: 
Reinsured by The South Dakota Mutual Insurance Company, 
Aberdeen, S. D., during August. 

Washington Mutual Fire Insurance Company, St. Louis, 
Missouri: Reinsured by and merged with Western Millers 
Mutual Fire Insurance Company, Kansas City, Missouri on 
September 6. 

West Windsor Mutual Fire Insurance Company, 
Neck, N. J.: Dissolved on October 13. 


CHANGES IN CAPITAL 


Dutch 


Stock Fire and Casualty Companies 


American Fidelity Fire Insurance Company, Richmond, Vir- 
ginia: As of September 8th capital was increased from $250,000 
to $350,000 and $180,000 contributed to surplus through the sale 
of preferred stock, par value $5 per share, sale price $14. 
Underwriting fees are expected to be less than $2,000. 

American Fire & Casualty Company, Orlando, Florida: 
During the early part of this year additional stock was sold 
at $24 per share, par value $10, thereby increasing capital from 
$265,000 to $375,000 and adding $154,000 less $35,123 expenses 
to surplus. 

(Continued on the next page) 
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COMPANY CHANGES—Continued 


American Hospital and Life Insurance Company, San Antonio, 
Texas: On March 3, capital was increased from $300,000 to 
$500,000 by means of a stock dividend. , 

American Motorists Fire Insurance Company, Chicago, Ilh- 
nois: Capital increased from $250,000 to $400,000 during 1948 
through the sale of additional shares. } 

American Progressive Health Insurance Company of New 
York, New York, New York: On October 20th this company 
received a contribution of $22,500 to surplus. 

Anchor Casualty Company, St. Paul, Minnesota: As of year 
end this company increased its capital from $600,000 to $700,000 
and contributed $125,000 to surplus through the sale of additional 
stock at $22.50 per share, par value $10 each. 

Associated Fire & Marine Insurance Company, San Francisco, 
California: Capital reduced from $600,000 to $250,000 on May 
4 by change in par value of shares from $24 to $10. A partial 
liquidating dividend of $975,000 was paid to the sole shareholder, 
American Automobile Insurance Company, on June 22. 

Associated Veterans Aircraft and Automotive Insurance 
Company, Los Angeles, California: On November 22, capital 
was increased from $100,000 to $150,000 by means of a stock 
dividend. 

Atlantic Insurance Company, Dallas, Texas: As of January 

30 this company increased its capital from $300,000 to $500,000 
through the sale of additional stock to the parent company at 
ar. 
. Boston Insurance Company, Boston, Massachusetts: Capital 
increased from $3,000,000 to $4,000,000 and an additional $3,200,- 
000 was contributed to surplus on September 20 by sale of 100,000 
new shares at $42 each, par value $10. 

Casualty Underwriters, Inc., St. Paul, Minnesota: Effective 
December 31 this organization had increased its capital from 
$100,000 to $130,000 and contributed $30,000 to surplus through 
the sale of additional stock at $20 per share, par value $10. 

Centennial Insurance Company, New York, N. Y.: During 
1948 the par value was reduced trom $100 to $50 thereby trans- 
ferring $750,000 to surplus and at the same time additional new 
shares were issued to restore capital to $1,500,000 and increase 
paid in surplus by $1,000,000. 

Cimarron Insurance Company, Inc., Cimarron, Kansas: The 
capital was increased from $100,000 to $250,000 and $255,000 
contributed to surplus on August 10 through the sale of addi- 
tional stock at $270 per share, par value $100 each. 

Combined American Insurance Company, Dallas, Texas: 
Capital was reduced from $125,000 to $100,000 on July 15 through 
the reduction of 250 shares of preferred stock at $104 each. 

Employers Casualty Company, Dallas, Texas: On March 1 
this organization increased its capital from $500,000 to $750,000 
by means of a stock dividend. 

Employers Insurance Company of Alabama, Inc., Birmingham, 
Alabama: Through the sale of additional non-voting common 
stock at $20 each, par value $10, this company increased its 
capital from $292,620 to $300,370 and added $7,750 to surplus on 
November 30. 

Firemen’s Fund Insurance Company, San Francisco, Califor- 
nia: Additional resources of approximately $14,750,000 were 
contributed on October 15 by sale of 433,164 additional shares 
to stockholders at $30 each and 25,380 by public offering at 
$69 each. Underwriters’ fees and other refinancing expenses 
were about $240,000. This refinancing raised capital from $5,414,- 
560 comprising 541,456 shares of $10 par value to $7,500,000 
comprising 1,000,000 shares of $7.50 par value. 

General Security Assurance Corporation of New York, New 
York, N. Y.: Additional surplus of approximately $150,000 was 
contributed during 1948. 

Globe & Rutgers Fire Insurance Company, New York, N. Y.: 
Capital reduced from $1,960,095 to $1,915,050 by the redemption 
of 3,003 shares of First Preferred stock, par value $15, at $100 
each. 

Gulf Insurance Company, Dallas, Texas: Capital was in- 
creased from $1,200,000 to $1,300,000 and $175,000 added to 
surplus on December 20 through the sale of new stock at $27.50 
per share, par value $10.00. 

Harbor Insurance Company, San Diego, California: Capital 
was increased from $162,400 to $250,000 and $148,920 contributed 
to surplus as of December 5th through the sale of additional 
stock, par value $10 per share, at $27 each. 

Hawkeye Casualty Company, Des Moines, Iowa: As of June 
30, capital was increased from $450,000 to $475,000 and $75,000, 
less promotional expenses, was contributed to surplus. These 
funds were obtained through the sale of additional common stock 
at $40 per share, par value $10 each. 


Home Insurance Company, New York, N. Y.: Capital was 


increased from $15,000,000 to $20,013,595 in June and July 
through the absorption of ten affiliated fire insurance companies. 
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Jehn Marshall Insurance Company, Chicago, Illinois: As of 
March 16, capital was increased from $200,000 to $203,000 ay 
$105,000 contributed to surplus by the reduction in par 
from $10 to $7 per share and the sale of 9,000 additional shares 
at $12 each. : 

Kentucky Central Life & Accident Insurance Compan) 
Anchorage, Kentucky: On November 16th this organizatio, 
declared a 25% stock dividend thereby increasing capital 4 
$750,000. 

Louisville Fire and Marine Insurance Company, Louisvili, 
Kentucky: By changing the par value of shares from $25 to $12: 
each, this company on July 15 reduced its capital from $1,(Q. 
000 to $500,000. The $500,000 released was added to surplus, 

Maryland Casualty Company, Baltimore, Maryland: Reduce 
capital from $5,565,533 to $5,538,153 through the redemption oj 
2,738 shares of $2.10 cumulative prior preferred stock. 

Mercury Insurance Company, St. Paul, Minnesota: (Op 
September 1 capital was increased from $2,000,000 to $2,500.04 
and $1,000,000 was added to surplus. All of the funds were coy 
tributed by the parent company, St. Paul Fire and Marix 
Insurance Company, through the purchase of 5,000 new share 
at three times par or $300 each. 

Mid-States Insurance Company, Chicago, Illinois: During 
October this organization increased its capital from $250,000 tp 
$300,000 by means of a 20% stock dividend. 

National Indemnity Company, Omaha, Nebraska: Effective 

September 1 capital was increased from $200,000 to $250, 
by means of a 25% stock dividend. 
North American Life & Casualty Company, Minneapolis 
Minnesota: Capital was increased from $250,000 to $500,00 
and $250,000 contributed to surplus on December 31, through 
the sale of additional stock at $20 per share, par value $10. 

Northwest Casualty Company, Seattle, Washington: Capita 
was increased during the latter part of 1948 from $1,000,000 
$1,300,000 through the sale of additional preferred stock at par 
$10 per share, to employees of the company and the parent or- 
ganization, Northwestern Mutual Fire Association. 

Ohio Medical Indemnity, Inc., Columbus, Ohio: As of April 
1 the entire preferred stock issue outstanding was redeemed at 
$50 per share and the par value of the common stock increased 
from $1 per share to $13.50. The entire transaction resulted in 
a decrease of $200,000 in surplus funds, while capital remained 
constant at $108,000. 

Old American Insurance Company, Kansas City, Missouri: 
On February 9th this company declared a stock dividend of 
$80,000 and sold 4,000 additional shares of stock, par value $ 
each, at $8.48 per share. The net results from this capital revision 
was to increase capital from $100,000 to $200,000 and contribute 
$13,920 to surplus. Concurrently the par value of outstanding 
stock was reduced from $83.3314 to $5 per share. 

Oregon Automobile Insurance Company, Portland, Oregon: 


During May the company increased its capital structure through | 


the sale of 3,333 shares of $6 preferred stock, with a par value 
of $100 per share, for $150 each. Capital was increased from 
$150,000 to $483,300 and $166,650 added to surplus. 

Pan American Casualty Company, Houston, Texas: Effective 
June 21 this organization increased its capital from $200,000 t 
$300,000 and contributed $150,000 to surplus through the sale 
of additional stock at $250 per share, par value $100 each. 

Pennsylvania Manfacturers’ Association Casualty Insurance 
Company, Philadelphia, Pennsylvania: On July 1, 1948 this 
company declared a 50% stock dividend thereby increasing 
capital to $450,000. In addition the company sold 3,000 shares ol 
new stock at par, $100 each, thus increasing capital to $750,000 

Pennsylvania Manufacturers’ Association Fire Insurance 
Company, Philadelphia, Pa.: Capital was increased from $100; 
000 to $300,000 on April 30 by the sale of 2,000 shares of addi- 
tional stock at par value $100. 

Progressive Fire Insurance Company, Atlanta, Georgia: Cap- 
ital increased from $316,370 to $335,850 and $33,483 contributed 
to surplus on December 20 through the sale of additional shares 

Public National Insurance Company, Miami Beach, Florida: 
Effective February 17 this company reduced its capital from 
$300,000 to $225,000, the released funds being contributed to 
surplus, through a reduction in par value of capital stock from 
$100 per share to $75. - 

Reliable Life Insurance Company, St. Louis, Missouri: On 
March 15 this company increased its capital to $750,000 by 
means of a 50% stock dividend. ; 

St. Louis Fire & Marine Insurance Company, St. Lows 
Missouri: Just prior to year end this company revised its capital 
structure. The revision was accomplished through the reduction 
in par value of the common stock from $5 to $3.75, releasing 
$37,500 to surplus and the sale of 5,600 shares of common stock 
at $10 per share, par value $3.75 and 1,500 shares of class 
at $100 each, par value $1. Upon completion of the additional 
financing capital was $250,000. The company’s net resources wert 
enhanced by $246,000. 
Best’s Fire and Casualty New 
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KNOWING THE 
ANSWERS 


CAN RAISE YOUR 
SALES CEILING! 


Let’s assume a client is interested in purchasing 
PRODUCTS LIABILITY insurance. He asks you— 


“As a retail hardware dealer I rent ladders, lawn 
mowers and lawn rollers to home owners for 


mail short periods of use. Let’s assume an accident 
eapolis occurs involving a mechanical failure or defect 
500,00 of one of these iterns. Would my Products Lia- 
— bility policy cover this accident?” 

Capital 

0,000 tc 






Could you answer the question? 


Every progressive agent realizes that a good knowledge of his product promotes confidence and a rising sales 


ch curve. To energize this sales curve and supply the information necessary to aggressive selling of not only 
wary Products Liability insurance but other liability lines, the production and underwriting forces of the Royal- 
ulted i 
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Liverpool Group stand ready to assist their agents in developing this source of income. 


Answer to the quoted question is contained in the Group’s current issue of “True 
or False.” Your copy is available on request to our Advertising Department. 
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nsurance Security Insurance Company, Huntington, W. Va.: Additional Thomas Jefferson Fire Insurance Company, Atlanta, Georgia: 

948 this Murplus of $10,000 was contributed to this company’s surplus On July 20 capital was increased from $50,000 to $100,000 and 

creasing iin December 21. $32,000 contributed to surplus through the sale of additional 

hares of Hh Sequoia Insurance Company, San Francisco, California: _ stock. 

$750,008. Biapital was increased from $250,000 to $375,000 and $125,000 Tri-State Fire Insurance Company, Tulsa, Oklahoma: Capital 

psurant § ontributed to surplus on May 28 through the sale of additional was increased from $200,000 to $250,000 and $250,000 contributed 

m $100; Nock at $200 per share, par value $100. to surplus on December 2 through the sale of additional stock at 

of addr ff Service Casualty ¢ ompany of New York, New York, N. Y.: $225 each, par value $100. 

“5+ Ca on June 24 capital was increased from $375,000 to $1,000,000 Underwriters Insurance Company, Chicago, Illinois: Addi- 

vribeted mg the issuance at par value of $100 per share, of 6,250 tional surplus of $100,000 was contributed on May 14. 

| shares. ate maples ie lde Gens toc cae Gee LT. _ Union Casualty Company, New York, N. ¥.: Capital was 

Florida: Financial Corporation : y “** increased to $200,000 on March 10 through a $50,000 stock 

tal from South Carolina Insurance Company, Columbia, S. C.: On dividend and the sale of 500 additional shares at par, $100 each. 

buted t0 filme 19 capital was increased from $400,000 to $500,000 and $75,- United Casualty Company, Cedar Rapids, Jowa: This com- 

ck from BM contributed to surplus through the sale of 10,000 new shares Pany sold 5,000 shares of preferred stock at $25 per share, par 
p i stock at $17.50 per share, par value $10. value $5, thereby increasing capital from $200,000 to $250,000 

uri: O0 Ht Standard Accident Insurance Company, Detroit, Michigan: and contributing $75,000 to surplus. 

0,000 by Juring April capital was increased from $3,518,760 to $4,926,- Washington Fire & Marine Insurance Company, St. Louis, 

§ P60 and $1,900,125 contributed to surplus through the sale of ad- Missouri: As of December 30 this company increased its capital 

t, Lows. Bitional stock at $23.50 per share, par value $10 each. from $252,000 to $254,500 and contributed $247,500 to surplus 

:s capital Standard Casualty Company, Lincoln, Nebraska: Effective through the sale of additional preferred stock at $100 per share, 

reduction Becember 31 capital was increased from $110,000 to $250,000 par value $1. 

a and $98,000 contributed to surplus through the sale of additional The Western Fire Insurance Company, Fort Scott, Kansas: 

ion st tock, par value $100 per share, at $170. Underwriters’ fees and During December capital was increased from $600,000 to $1,- 

= i retmancing expenses amounted to $14,000. 000,000 through the sale of additional shares of stock at $20 per 

dditi \dée rd National Insurance Company, Atlanta, Georgia: share, par value $10 each. The entire issue was purchased by the 

ces were tonal surplus of $50,000 was contributed during 1948. parent company, the Western Casualty & Surety Company. 
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A Participating 
Stock Company 


Established in 1922 


® Workmen's Compensation 

®@ Manufacturers’ and Contractor's 
Bodily Injury and Property Damage 

® Automobile Bodily Injury and Prop- 
erty Damage 
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EXPERIENCE OF AUTOMOBILE ASSIGNED RISK PLANS 


N ENLIGHTENING compilation of the available 
experience on automobile assigned risks has been 
prepared by the National Bureau of Casualty Under- 
writers. Assigned risk plans exist in forty-one states 
but over half have not been in effect long enough for 


developed experience to be reported. 


—Bodily Injury 


Earned 





State Policy Year Premium 
California . 1942-1946 inc. $232,367 
OO re 1946 2,043 
er 1941-1946 inc. 103,628 
5S eee ..1941-1946 inc. 41,995 
ONG oo. cca sco sashee ae 3,959 
SD cin widiswaieknne wan wnat 1941-1946 inc 27,907 
Michigan .. 1946 7,638 
Minnesota ..... . 1943-1946 inc. 122,756 
New Hampshire .......... 1938-1946 inc. 99,469 
New Jersey .......... ..1941-1946 inc. 83,701 
SS eer rere 1941-1946 inc. 378,035 
I eed bs. os axe eam 1946 62,588 
ge er 1943-1946 inc. 1,221 
Ms shad hs 5 ink. aana owen 1946 990 
| cer 1941-1946 inc. 17,652 
ET at oe the os peed 1941-1946 inc. 85,860 
er eee 1941-1946 inc. 174,554 
MID sokck Se dnardaname 1946 32,188 
PS ooo w bea ci-s'é eae 1938-1946 inc. 1,478,551 
Massachusetts . 1940 319,027 

1941 382,548 
1947** 388,000 
TOTAL} 1,089,575 


* Including allocated claim adjustment expenses. 


available. 


100 


Incurred 


Le y8ses 


113,063 
17,228 
469 
23,549 
13,072 
116,563 
71,093 
81,143 
359,374 
34,170 
1,160 


~ 

— 
Ss 

HT 


Loss Earned 
Ratio Premium 
702 $112,970 

and 1,476 
1.091 30,293 
410 21,547 
118 2,689 
844 12,443 
1.711 4,654 
.950 57,701 
715 36,057 
.969 33,483 
951 137,854 
546 34,998 
.950 674 
hve 610 
846 9.694 
774 33,151 
588 82,993 
1.150 13,766 
822 627,053 
1.376 
1.518 
1.386 
1.430 


** Private passenger cars only. 
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The statistical 
study, embracing nineteen states, should be of interest 
to those who frequently question the underwriting te 
sults on assigned risks, with particular reference to the 
application of sur-charges. 


: Property Damage—— 
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Incurred 
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+ Data for policy years 1942 to 1946 are mm 
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Aetna Life Affiliated Cos.: The follow- 
ing appointments have been announced 
for the Automobile Insurance and 
Standard Fire Insurance Companies: 
James W. Henderson has been made an 
gsistant manager of the inland marine 
joss department; Edwin C. Burke has 
been promoted from special agent to fire 
state agent in Newark, N. J.; Joseph 
|. Such has been promoted from special 
agent to state agent in Pennsylvania with 
George P. Ewing of Hartford, Connecti- 
cut, appointed as special agent to assist 
him: William S. Garrison, J/r., has been 
made a special agent in charge of the 
Asbury Park, N. J., office and Pierce M. 
Enes, formerly special agent in the New 
ark, N. J., office has been assigned to 
Wayne County and southeastern Michi 
gan. 
=x * * 


America Fore Group: /rederic G. Bus 
wll has been promoted from assistant 
general adjuster to general adjuster, while 
Wiliam L. Brennan has been made assist- 
ant general adjuster for the fire com- 
panies of the group. 

x * * 


American-Associated Cos.: 
F, Agresta has been named supervising 
underwriter in the head office surety de- 
partment at St. Louis. 


* = @ 


Anthony 


American Insurance Group: J. //alter 
Byrne, formerly assistant secretary in the 
home office, has been made manager of 
the New England department succeeding 
Ralph G. Hinkley, retired. 





William J. Doyle has been made super- 
intendent of the combined automobile un- 
derwriting department at the New York 
ifce. He was formerly a member of the 
im and manager of the casualty depart- 
ment of the James W. Kennedy, Inc., in- 
surance agency. Fred H. Sabin, formerly 
supervisor of the Rockford service office, 
tas been made a field supervisor of the 
Western department. He is succeeded in 
Rockford by Henry A. Trenholm, who 
Was formerly special agent for northern 
Illinois, 

Leverett G. Teague, formerly general 
claim Manager of the Allstate Insurance 
Vompany, has been named general claim 
superintendent of the Bankers Indemnity 
Insurance Company. He succeeds ]Vayne 
"a Orman, who retired to practice law 


im New York City. 


ss * + 
American Mutual Liability: Ralph F. 
Marston, formerly Portland, Maine 


for February, 1949 





HOME OFFICE AND 
\ELD APPOINTMENTS 


branch sales manager, has been made 
resident secretary of the northern New 
England district. 

A new branch office has been opened at 
42 Bank Street, Waterbury, Connecticut. 
Carl C. Brigham, formerly a senior sales 
representative in Bridgeport, has been ap 
pointed sales manager, while Alfred G. 
Devin of the Springfield, Connecticut, 
office has been made claim manager. 


x * * 


American Surety Group: ©. Kobert 
Ainslie has been promoted from superin- 
tendent of casualty to assistant manager 
of the Washington, D. C., branch office. 
James T. Bryan, Jr., formerly casualty 
underwriter and in sales promotion work 
with the metropolitan branch office, has 
been appointed assistant manager at the 
Brooklyn branch office. 


x * * 


Appleton & Cox: Charles J. Bauer, for- 
merly with William H. McGee & Co., 
Inc., is now associated with this company 
in the inland marine claims department. 


x * * 


Bituminous Casualty: James S. Fulton 
has been named special representative in 
the state of Wisconsin. 

xk & 


Chubb & Son: William A Bonner, Al- 
bert C. Wall and Robert E. Wallace have 
been admitted to the firm and Thomas J. 
Goddard, a member of the firm for 27 
years, has retired. Mr. Bonner is a vice 
president of the Federal and the Cathay 
Insurance Companies. Mr. Wall is a vice 
president of the Federal, Vigilant and 
Cathay Insurance Companies. Mr. Wal- 
lace is a vice president of the Federal and 
the Vigilant Insurance Companies. 

Herbert W. Klages, manager of the 
Chicago office, has been elected a vice 
president of the Federal Insurance Com- 
pany and H. A. Taylor, Jr., has been 
elected a vice president of the Cathay In- 
surance Company. 


x * * 


Connecticut Indemnity: Hunter Mann, 
Jr., has been appointed special agent in 
Virginia. 

x *k *® 
Continental Fire & Casualty: Joe 
Horn, formerly a special investigator in 


Texas, has succeeded Joe Lang as claim 
manager. 





aard J 


Dearborn National Cos.: //: 
Cannon of the home office underwriting 
department has been named manager of 


the Indianapolis, Indiana, branch office 
replacing Paul Crimans, who has resigned. 
Joseph T. O’Brien has been appointed 
branch underwriting manager of the 
Detroit, Michigan, oftice replacing Ben J 
Tieber, who has been promoted to branch 
manager of the Cleveland, Ohio, office. 


x *k * 


Employers’ Group: Albert H. LeShane 
has been promoted from assistant treas 
urer of the American Employers’ and the 
Employers’ Fire Insurance Companies to 
assistant deputy manager of the group 
Dennis J, Looney has been promoted from 
assistant secretary of the American Em 
ployers’ and the Employers’ Fire Insur 
ance Companies to assistant underwriting 
manager of the group. 

Herbert G. Toll, formerly a special 
agent in upstate New York, has been ap 
pointed manager of the central New York 
service department. 


x *k* * 


Excelsior: Donald P. Littlefield, formerly 
state agent in Ohio, has been transferred 
to the home office to serve as general as 
sistant to the president. As a successor to 
Mr. Littlefield, Robert K. Woods has been 
appointed special agent for Ohio 


x * * 


Fidelity & Guaranty: H. John Baden 
hopp has been appointed state agent fot 
northeastern Ohio and William L. Ven 
able has been appointed special agent to 
i state agent Hammer in central 
Ohio. Special agent Richard H. Bland, 
Jr., has been transferred to the home 
office. He is succeeded in the field by 
special agent Conrad L. Menchine 


assist 


x * *® 


Fireman's Fund Group: Edward O 
Scharetg has been appointed to the posi 
tion of advertising manager. David G 
Arter, formerly office supervisor in the 
fire underwriting department, has been 
named personnel manager. 

George E. Reed has been named stat 
agent in Arizona for the fire insurance 
companies of the group succeeding 
Warren Smith, who has been assigned as 
a staff adjuster in the Los Angeles office 
George H. Noble has been made special 


agent in the metropolitan Boston and 
Rhode Island area. 
(Continued on the next page) 
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Field Appointments—Continued 


General Reinsurance: This company 
and its affiliate, the North Star Reinsur- 
ance Corporation, will close their office at 
130 Bush Street, San Francisco on March 
1. West Coast business will then be 
handled directly from the home office in 
New York. Robert B. Crofton, Pacific 
Coast vice president, will remain in San 
Francisco in an advisory capacity for both 
companies and both companies will con- 
tinue active in the area. All business ex- 
cept that of the West Coast area has for 
many years been serviced from the home 
office. 


x *k * 


Glens Falls Group: Thomas E. Mad- 


dams, who was manager of the Newark 
office of the Glens Falls Indemnity, has 
been made general manager of the New 
York office of the Glens Falls Indemnity 
and Glens Falls Insurance Companies suc- 
ceeding W. J. Adams, retired. F. W. Til- 
lotson has been promoted from assistant 
manager to manager of the New York 
branch office of the Glens Falls Insur- 
ance Company. 

Special agent IVilliam L. Gould of the 
Glens Falls and the Commerce Insur- 
ance Companies has been transferred from 


Oklahoma to Illinois where he succeeds 
L. A. Kenney, Jr., who has been recalled 
to the home office. Mr. Gould is succeeded 
in Oklahoma by L. W. Bohlen. Thomas 
J. Debold, formerly supervising under- 
writer, has been promoted to assistant 
manager of the Newark, N. J., office of 
the Glens Falls Indemnity Company. 


x~* 


Hartford Accident: Burrell C. Lawton 
has been appointed manager of the Den- 
ver service office. 

A claims office has been opened at 
Market Street, Amsterdam, New York, 
with Donald C. McKee in charge. McKee 
was formerly a claim representative in the 
Buffalo office. 


2? 


x * kk 


Home Insurance: Edward R. Smith, 
manager of the hail department at Chi- 
cago has been promoted to secretary of 
the same department. 

Henry G. Neil and Hamilton W. Gels- 
ton have been appointed assistant mana- 
gers of the Brooklyn branch office. Mr. 
Neil’s new responsibilities will include fire 
insurance underwriting, while Mr. Gels- 
ton, formerly assistant manager of the 
National Liberty office in Brooklyn, will 
be concerned primarily with production 
activities. 


really an Insurance Store? 


Is the Insurance Agency 





**MERCHANDISING”’ 
INSURANCE 





Can insurance be 
distributed 
like merchandise? 





One feature of ‘‘merchandising”’ 
applies to insurance —‘‘We 
ought to see to it that people 
know about our modern, broad- 
coverage forms of protection!” 

The store owner is a good 
“merchandiser ’’ if he gets favor- 
able publicity and wide distri- 
bution for his wares. 


The insurance agent can be 
a good “merchandiser” too— 
by seeing that people learn 
about the many forms of pro- 
tection and service his ‘‘store”’ 
has to offer. 

‘*Merchandising’”’ of the 
benefits from business-operated 
and local agency-distributed 
insurance is something we can 
hardly have too much of! 





2. 


18.48 


ZZ THE INSURANCE AGENT 15 A GOOD MAN TO KNOW 
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J. E. Sampson has been promoted from 
special agent to state agent at Jackson 
Mississippi. William L. C. Lee has hen 
promoted to special agent at Great Falk 
Montana. James J. Acha!s has been pyro, 
moted to special agent at Columbus, Ohi 


7 2 


Illinois Fire: Howard A. Marshall, jg. 
merly Iowa state agent, has Succeeded 
Emil A. Walther, who recently resigned 
as state agent in Wisconsin. : 


x * & 


Indemnity of N. A.: Malcolm Dicki 
son, general manager of the Newar 
Y. J., service office, has been transierre 
to the head office in Philadelphia. He yjj 
assist vice president C. S. Roberts in the 
administration of agency affairs, , 


“* & & 


London Assurance Group: Fred 
Saal has succeeded Homer G. Meek. wh 
retired as state agent in Indiana. Mr, Sag 
previously was Mr. Meek’s assistant 


= f= € 


Lumber Mutual Fire: Aecith Ii’. Skilii 
has been appointed special agent in New 
Jersey, Pennsylvania, Delaware, Mar 
land and the District of Columbia. Mr 
Skillin formerly assisted Clifford C. Nel- 
son in this territory. Mr. Nelson has re 
signed to enter a local agency in Chester 
Pennsylvania. 


x «we 


Marsh & McLennan: //. F. Eggert, vie 
president and director, has been elected 
vice chairman of the board. 

Fred K. Castle has taken over the 
office management and personnel duties 
of the Chicago office formerly under the 
direction of M. Dick Jack, who has re 
tired as assistant secretary. Mr. Jack re 
mains available for special assignments 


x wk * 


Maryland Casualty: Edgar W. Con 
formerly co-manager of the compense 
tion and liability department, has been ap 
pointed manager of that department. Ii 
Curtis Carroll and Wilbur Fitspatre 
have been appointed assistant managers 
of the compensation and liability depart 
ment. For many years both have bee 
underwriters in the department. 


=« & ® 


Merchants Fire: Lyman D. Bailey las 
been appointed state agent for New York 
State, outside of New York City. 


xk & 


National Fire Group: John A. Me 
Lean, formerly state agent in Kansas, his 
been appointed assistant farm  supetl 
tendent in the western department in \® 
cago. Special agent Kenneth J. Stoike has 
been promoted to state agent in Kansas 
Arthur G. Corry has been employed # 
special agent for northeastern Kansas ! 
Arthur Marow has been appointed spec 
agent in Illinois and Indiana. 
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Northwestern Mutual Fire: James C. 
Jamrick has been made an inspector for 
ne southeastern department. He will be 
4 charge of inspections and field under- 
eriting in the District of Columbia, Vir- 
inia, North C arolina and Tennessee. 


* & WF 


referred Accident: Harry E. deNicola, 
sho was division manager in charge of 
gecial risks for the Employers Mutual 
‘ability Insurance Company, has joined 
his company as secretary of the under- 
yriting department. 


x ** 


dovidence Washington Indemnity: 
ack E, Baldwin has resigned as assist- 
nt secretary of the National Association 
; Insurance Agents to join this com- 
pany. 


* ss @ 


evidence Washington & Anchor 
: Francis X. Brown, formerly staff 
ndjuster for the Home Insurance Com- 
any in Louisiana, has been made state 
bent for fire and automobile lines in 
Louisiana and Mississippi. George S. 
Kousler, Ltd., New Orleans, has been ap- 
pointed general agent for inland and ocean 
marine business in these states. 

Eugene C. Curtis, formerly state agent 
for the Virginia Fire & Marine Insurance 
Company, has been named state agent for 
North Carolina and South Carolina. Shel- 
im L. Lucas, formerly with the National 
Liberty Insurance Company, has been ap- 
pointed state agent for Virginia. The ap- 
wintment of Mr. Lucas inaugurates new 
company service in the state of Virginia 
where all business will be supervised 
directly by the company. 


x *k kk 


Royal-Liverpool Group: Joseph W. Nee 
has been appointed claim manager of the 
New England department of the Royal 
Indemnity succeeding Andrew G. Geis- 
ucker, who has been named clerk of the 
District Court for northern Norfolk 
County at Dedham, Massachusetts. As- 
weiated with Mr. Nee as assistant claim 
manager will be Lawrence Fitzgerald. 
veorge T. Bennett has been appointed 
tate agent in Vermont and New Hamp- 
shite succeeding Arthur E. Ellis, retired. 


ee € 


iy, Paul Group: D. W. Swanson has 


wen elected agency secretary and J. C. 
‘arish assistant secretary. Mr. Swanson 
Wa tormerly agency superintendent and 
Mr. Parish assistant manager for the 
tacific department. J. MW. Johnson, for- 
nerly West Virginia state agent, has been 
‘ansterred to the position of state agent 
“northwestern Minnesota territory suc- 
weding the late C. J. Wittbecker. James 
J. Streich succeeds Mr. Johnson in West 
‘iginia. L. G. Bergeron, state agent for 
torthern Indiana, has been recalled to the 
‘ome office. He is succeeded by John D. 
Pearson, formerly Insurance Commis- 
woner of the State of Indiana. Robert E. 
Aurelius of the eastern department has 
‘en appointed special agent in southern 
indiana. Walter Kennedy has been made 


for February, 1949 
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special agent in Ohio. E. A. Reed, for- 
merly state agent in Detroit, has been ap 
pointed state agent in western Pennsyl- 
vania succeeding J. E. Sautter, retired. 

L. R. Moeller has been elected assistant 
secretary of the Saint Paul-Mercury In- 
demnity Company. 


x *k *& 


Frank Sparks Co.: William H. Cousins, 
Raymond E. Edson and W. D. Miles have 
been admitted to partnership in this Cor- 
pus Christi, Texas, agency. 


xk * 


Springfield Group: Llewellyn L. Lewis 
of Toronto has been appointed manager 
in Canada succeeding Gordon E. Findlay, 
retired. 


= & 


Standard of Detroit Group: The fol- 
lowing appointments have been made at 
the home office: Ralph H. Platts, Jr., has 
been named assistant manager of the com- 
pensation, liability, burglary and plate 
glass department; Charles E. Stevens has 
been appointed assistant manager of the 
accident and health department; George 
Franklin has been named assistant mana- 
ger of the automobile department and 
Henry Carmichael has been named assist- 
ant manager of the analytical department. 
Mr. Platts is also superintendent of the 
special risks division, which position he 
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Consulting Actuaries 
Insurance Accountants 
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Consulting Actuaries 
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will continue to hold in addition to his new 
duties. Mr. Stevens was formerly chief 
underwriter of the commercial division 
of the accident and health department. Mr. 
Franklin has been automobile underwriter 
for New York, Massachusetts and the 
large eastern states. 

John W. Hewitt, Jr., field representative 
at Philadelphia, has been transferred to 
the San Francisco branch in a similar 
capacity. 


x * * 


Sun Insurance: Edward J. Hart has suc- 
ceeded John J. Durand, who recently re- 
tired, as superintendent of the supply de- 
partment in the New York executive 
offices. 


k * 
Templeman Ins. Agency: This agency 


has moved to the Littlefield Building, 
Austin, Texas. 


(Continued on the next page) 
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Field Appointments—Continued 


United States Life: Douglas J. Moe has 


been made head of the accident and health 
underwriting department. 


~ 2 


Washington National: /. /. Marcy has 
been promoted from assistant personnel 
director to personnel director, while Miss 
C. Donelda Schaible has been promoted to 
assistant personnel director. 


ASSOCIATION 
NOTES 


Buffalo Cas. Ins. Claim Managers’ 
Council: William J. Denning, Jr., district 
claim manager of the American Mutual 
Liability Insurance Company, has _ been 
elected president for 1949. 


= & & 


Casualty & Surety Club of Syracuse, 
N. Y.: The following new officers were 
recently installed: President, /. Bryon 
Neff, Travelers; Ist vice president, Her 
bert W. Wheeler, General Accident; 2nd 
vice president, Richard H. Spencer, Hart 
ford; treasurer, Harold M. Richter, 
Aetna; and secretary, Stanton lay, 
Ocean Accident. 


Chicago Cas. Ins. Claim Managers’ 
Council: Herbert L. Lockwood, western 
division claim manager of the American 
Mutual Liability Insurance Company, has 
been elected president for 1949, 


x * * 


Factory Insurance Association: £. ©. 
Andrews has been appointed supervisot 
of the newly created loss statistical de- 
partment. 


zm ® 


Insurance Brokers Exchange of Cal.: 
Herbert E. Sharpe, San Francisco insur- 
ance broker, has been elected president 
succeeding John I’. Burke of the Coast 
Service Company. Walter P. Simi has 
been elected to the first vice presidency 
succeeding to Mr. Sharpe’s former office. 
The second vice presidency has gone to 
Hal D. Willson ot Willson & Filmer. 


x & # 


Internat'l Ass'n of Chiefs of Police: 
Plaques citing the services of James S. 
Kemper, chairman, and H. G. Kemper, 
president of the Lumbermens Mutual 
Casualty Company, for promoting traffic 
safety were presented last month. 


x *k * 


Nat'l Ass'n of Acc. & Health Undrs.: 
O. J. Breidenbaugh has resigned as ex- 
ecutive secretary of this association, al- 
though he will continue to serve in an 


advisory capacity until July 1, 1949 y, 
3reidenbaugh is succeeded by Weglp 
J. A. Jones, formerly assistant X€Cutiye 
secretary. 


x * * 


Nat'l Automatic Sprinkler & Fire Coy, 
trol Ass'n: H. E. Hilton, formerly asgig. 
ant manager of the insurance departmen: 
of the Chamber of Commerce of the 
United States and secretary and direct 
of the National Fire Waste Council, has 
been named executive director and com. 
sel. 


x & ® 


New York City Claim Manager 
Council: Charles A. Steuder, manager, 
the claim department of the New Yor 
branch of the Standard of Detroit Grow 
has been elected president. 


x a 


Public Relations Society of America: 
Averell Broughton, formerly public rel. 
tions counsel of the National Association 
of Insurance Agents, has been elected 
president of this national association oj 
public relations men. 


x *k * 


U. S. Aviation Underwriters: Jerom 
Lederer, author of “Safety in the Opera 
tion of Air Transportation,” the code oi 
safe operations, has been appointed tech- 
nical adviser. 








No Business 
Direct 





NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN, President 








St. Louis — Washington 
Underwriters 


ST. LOUIS FIRE & MARINE 
INSURANCE CO. 


WASHINGTON FIRE & MARINE 


INSURANCE CO. 


ST. LOUIS, MO. 


Rated “A+,” Excellent, in Best 


OF THE 


AND THE 





———— 














104 


Best’s Fire and Casualty News 





A 





r Wesley 
EX€Cutine 


“ire Con. 
rly assist. 
partment 
© of th 
1 director 
uncil, has 
ind coup. 


anager; 
anager ( 

ew York 
it Group 


America: 
iblic rela- 
$sociation 
n_ elected 
‘ation oi 


: Jerome 
1e Opera: 
e code of 
ted tech- 








Ity News 





Edited by THOMAS E. LIPSCOMB of Thompson, Hine and Flory, Cleveland 








Automobile Liability Insurance— 
Interesting Case Involving 
Construction of Omnibus Clause 


Another interesting decision in- 
volving a “driving with permission’”’ 
dause was recently decided by the 
Supreme Court of Washington ; 
Holthe v. Iskowitz, (1948) 197 P. 
24999. As the case is largely inter- 
esting because of its facts, a some- 
what detailed statement is required. 

A Mrs. Uhlman, a resident of 
Tacoma, was the owner of a Dodge 
sedan. She carried a liability policy 
containing the standard omnibus 
cause which extended the coverage 
toanyone using the automobile “‘pro- 
vided the actual use of the automo- 
bile is with the permission of the 
named insured.” Mrs. Uhlman had 
never driven the car herself. It had 
always been driven by her daughter 
who resided with her. Attached to 
the policy was a rider in which the 
daughter was named as an addi- 
tional insured. 

The car was driven by the daugh- 
ter in chauffeuring her mother but 
considerable use was made of the 
car by the daughter for her own 
personal business and pleasure. 

The daughter worked occasionally 
ina USO canteen in Tacoma and 
became acquainted with service men 
who visited the canteen. One eve- 
ning while she was thus engaged, a 
soldier named Iskowitz, with whom 
the daughter was only slightly ac- 
quainted, asked permission to use 
the Dodge sedan for the purpose of 
making a call at the home of a friend 
of Iskowitz in Tacoma. The per- 
mission was granted. While on this 
journey, which was solely for the 
benefit and convenience of Iskowitz, 

‘became involved in a collision 
with another car and as a result 
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considerable damage was _ inflicted 


upon the latter and _ its 
sustained personal injuries. 

Upon learning of the accident the 
daughter promptly reported the 
same to the Hartford Accident and 
Indemnity Company, which carried 
the liability coverage, and represent- 
atives of that company conducted 
negotiations with the injured per- 
sons, but no settlement was effected. 
While these negotiations were in 
progress Iskowitz was discharged 
from the service and returned to his 
home in New York. Suit was insti- 
tuted by the injured parties against 
Iskowitz and statutory service was 
obtained upon him. Iskowitz made 
no appearance, however, and default 
judgment was rendered against 
him. Garnishment proceedings were 
thereupon instituted against the 
Hartford to collect on the policies, 
the theory being that at the time of 
the accident Iskowitz was covered 
under the omnibus clause of the 
policy. 

At the trial, Mrs. Uhlman, the 
named insured, testified that she had 
never driven the automobile ; that it 
had always been driven by her 
daughter; that she had not given 
her daughter permission to let Isko- 
witz use the car; that the question 
of whether or not the daughter could 
permit other persons to drive the 
car had never been discussed be- 
tween them; that the daughter had 
not previously loaned the car to any- 
one ; and that had the daughter asked 
permission for authority to loan the 
car to someone she would not say 
that she would have refused the re- 
quest. 

The daughter’s testimony was 
substantially the same as that of her 
mother, including the fact that she 
had never loaned the car to anyone 


occupants 


in the past, and that she and her 
mother had never discussed the ques- 
tion of the loan of the car. 

Upon the the 
Court resolved the issue of coverage 
in favor of the insurance company. 
It was held that the only person 
whose permission, either express or 
implied, could operate to extend the 
coverage was the named insured, and 
that the daughter, although an addi- 
tional insured, had no such power. 
While the named insured could have 
delegated the power to extend the 
coverage to the daughter, either ex- 
pressly or impliedly, such had not 
been done. As the subject had never 
been discussed between the mother 
and daughter, there certainly had 
been no express delegation of power, 
and the fact that the daughter had 
never in the past permitted anyone 
else to drive the car, was sufficient 
to negate the claim of an implied 
delegation. 


foregoing facts 


Automobile Insurance—Written 
Notice of Cancellation Effective 
Even Though Never Received 
By Insured 


The Inter Insurance Exchange of 
the Chicago Motor Club issued its 
policy of insurance to an automobile 
owner, which provided coverage for 
one year for damages to the auto- 
mobile and limited damages for per- 
sonal injury and expenses. The 
policy contained a provision for can- 
cellation which read: “This policy 
may be cancelled by the Exchange 
by mailing written notice to the Sub- 
scriber at the address shown in this 
policy stating when, not less than 
five days thereafter, such cancella- 
tion shall be effective. Whether can- 
celled by the Subscriber or the Ex- 

(Continued on the next page) 
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The delicate touch of the sculptor 
determines the fineness of the crea- 
tion. 

Similiarly the craftsman’s touch is 
easily recognized in the operation of 
the Affiliated NATIONAL HOTELS. 

Long acclaimed for their masterful 
service, these famous hotels are uni- 
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form in courteous hospitality and un- 4 
matched comfort. Z 
ALABAMA yy 
HOTEL ADMIRAL SEMMES....... Mobile 7: 
HOTEL THOMAS JEFFERSON. .Birmingham // 
DISTRICT OF COLUMBIA % 
HOTEL WASHINGION....... Washington 7 
INDIANA Z 

HOTEL CLAYPOOL.......... Indianapolis 


LOUISIANA 
JUNG HOTEL.... . ... ....New Orleans 
HOTEL DESOTO .... . .New Orleans 


NEBRASKA 
rere Omaha 
NEW MEXICO 
8 ee Clovis 
OKLAHOMA 
HOTEL ALDRIDOGE.............. Wewoka 7 


SOUTH CAROLINA 
HOTEL WADE HAMPTON...... Columbia 
TEXAS 
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HOTEL STEPHEN F. AUSTIN....... Austin 
i ee Beaumont 
HOTEL BROWNWOOD........ Brownwood 
CL, 66 ccxcccecace ad Dallas 
 — AAR REE El Paso 
Mites TOMAS........... . Fort Worth 77 





HOTEL BUCCANEER.... 


.. Gal 23 
HOTEL GALVEZ aoaee fi 


.. .Galveston // 





HOTEL JEAN LAFITTE ........ Galveston / 7 
CORONADO COURTS.......... Galveston / / 
JACK TAR COURT HOTEL... .. Galveston 4 7 
MIRAMAR COURT............. Galveston % 4 
HOTEL CAVALIER............. Galveston 4/ 
a's. accrece'ceca Laredo 4; 
HOTEL LUBBOCK... Lubbock 7 
I 0. os 4:a:n0:s'e'n'e.caa ay Marlin Z 
HOTEL CACTUS........ San Angelo 7 
HOTEL MENGER.............San Antonio % 
ANGELES COuRTS......... San Antonio 7%: 


ie te VIRGINIA 
MOUNTAIN LAKE. .Mountain Lake 7 
HOTEL MONTICELLO a Norfolk B 
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Judge Says—Continuved 


change, the Exchange shall, upon 
demand, refund the excess of pre- 
mium paid by such Subscriber above 
the pro rata premium for the expired 
term. The mailing of notice as 
aforesaid shall be sufficient proof of 
notice and the insurance under this 
policy as aforesaid shall end on the 
effective date and hour of cancella- 
tion stated in the notice.” 

Several months prior to the ex- 
piration date of the policy the in- 
surer deposited in the U. S. mails 
a letter of cancellation advising the 
insured that the policy would be can- 
celled as of a named date and that 
the unearned premium would be re- 
funded on demand. The cancella- 
tion letter, in all respects, conformed 
to the provisions of the policy and 
was addressed to the insured at the 
address stated in the policy. It so 
happened that prior to the mailing 
of the letter the insured had moved 
from that address and the letter was 
never received by the insured and 
no refund of premium was ever de- 
manded. 

While the policy was supposedly 
still in effect in so far as the insured 
was concerned, he became involved 
in an accident in which he was in- 
jured and his automobile practically 
demolished. He later brought suit 
to recover under the policy. 

The trial court apparently suc- 
ceeded in finding ambiguities in the 
policy and permitted the case to go 
to the jury. A verdict was returned 
in favor of the insured upon which 
judgment was rendered. Upon ap- 
peal, the Appellate Court of Illinois, 
Third District, reversed the judg- 


ment of the trial court. Boyle v. 
Inter Ins. Exchange of Chicago 
Motor Club, (1948) 82 N. E. 2d 


179. 

After stating that it is the duty of 
a court to construe an insurance 
policy as written and not to make 
a new contract for the parties, the 
Appellate Court held that the mail- 
ing of the cancellation notice termi- 
nated the policy on the date specified 
in the notice regardless of whether 
it was actually received by the in- 
sured. The Court further held that 
the refund of the unearned premium 
was not necessary to complete the 
cancellation. Cases from several 
jurisdictions, mostly western states, 
were cited in support of the Court's 
decision. 


N.A.I.C. COMMITTEE MEETS 
WITH F.T.C. 


HE committee appointed by the 
National Association of |; 
Commissioners page 99 
of the January issue for membershi: 
of the committee) met in \\ ashing. 
ton with the Federal Trade Commis. 
sion on December 16 to discuss g 
cooperative method of dealing with 
alleged unfair trade practices in the 
insurance industry. It was agreed 
that cooperation is desirable, that 


Insur- 


ance (see 


steps to avoid unnecessary duplica- 
tion of effort be taken and that there 
be the fullest possible exchange of 
information. The conference dis- 
cussed the organization of a liaison 
committee of the N.A.I.C. and the 
respective fields of the states and the 
F.T.C. in the administration of laws 
applying to the industry. It is felt 
by the federal officials that there need 
be no fear of dual jurisdiction as this 
problem has been successfully met 
in other fields such as the food and 
drug and the motor carrier indus- 
tries. 


BLUE CROSS GRANTS 
INFLATION RELIEF 


O HELP hospitals meet a rapid 

rise in operating costs, Associated 
Hospital Service of Philadelphia re- 
cently made another inflationary 
relief payment to its affiliated insti- 
tutions. The latest payment of more 
than $500,000 was the second infla- 
tion relief covering 1948 services. 
This Blue Cross Plan contributed 
about $600,000 to affiliated hospitals 
in January 1948 in an effort to help 
adjust differences between the rates 
which the plan had previously agreed 
to pay to its 69 member hospitals 
and the increased charges which the 
hospitals have been compelled to 
make to the public because of infla- 
tionary trends. Earned subscriber 
receipts of the Associated Hospital 
Service for 1948 totaled approxi- 
mately $12,300,000, of which ap 
proximately $10,100,000 was paid to 
hospitals through its regular sche¢- 
ule and the first inflation reliet 
of 6%. Total operating expenses 0 
the service approximated 10% of 
$1,200,000, leaving approximately 
$1,000,000 added to reserves, 0! 
which about half has now been paid 
to member hospitals as the second 
inflation relief payment. 
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ge oi are built of cake, and the shops are eager to 
dis- give you their merchandise for free. 

jaison Here, roast geese and other fowl wander 

d the about inviting folks to eat them. Here, 

id the buttered larks fall from the skies like manna. 
laws Wonderful place Cockaigne . . . this Land 

S telt that’s always free from want . . . where 

need business cycles are unknown . . . where 

S this money is unnecessary. 

" met ; as i 

er Only trouble is you won’t find this myth- 

adu ical place on any up-to-date map of the world. 

5: 

We live in a land blessed with plenty— 
true enough. But the rub is that we will 
always need hard cash to buy the things 

S we want. 
You will need money to make a good 
down payment on a new home .. . to send 

rapid the children to college when the time comes 
ciated ... or to keep well-supplied with fine food 
mo and little luxuries when itcomes time toretire. 
onary 

sasti One of the best ways you can assure your- 
nail self that you will have the money you need 
I ne 

inafla for the things you want later in life is to salr 
infla- ; 

ices. away some of the money you now earn in 
vices. 

U. S. Savings Bonds. 

buted ; 
pitals These Bonds are the safest in the world. 
help And they make money for you. Each $75 
rates you save today will grow to $100 in just 10 
greed years. 
spitals So start saving now . . . the automatic 
ch the way, on the Payroll Savings Plan where you 
ed to work, or buy them regularly through your 
infla- bank or post office. 
criber 
yspital 
proxi- AUTOMATIC SAVING 
h ap- 
aid to IS SURE SAVING- 
sched- 


relied Land of Cockaigne (COCKAYNE). This is a modern U.S. SAVINGS BONDS 


artist’s idea of that delightful paradise which was part of 
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. ms the folklore of Europeans many, many centuries ago. 

— BEST’S INSURANCE ‘NEWS 
as, 0 


n paid 


econ Contributed by this magazine in co-operation with the Magazine Publishers of America as a public service. 














Sickness Legislation—from page 84 


The California plan is financed 
hy a tax on employees of 1% of the 
first $3,000 of wages earned in any 
one year, in return for which sick 
workers are eligible for weekly bene- 
fits running up to $25 a week for 
26 weeks. The uniformity of tax 
rate leads it immediately into two 
serious difficulties—(1) a demand 
that the legislation provide, as in 
California, a so-called ‘“‘antiselection 
clause” whereby private insurers are 


allowed to do business by sufferance 
only so long as it appears that they 
are insuring some poor risks along 
with the good, and (2) creation of a 
situation whereby the state plan is 
chronically either overfinanced or 
underfinanced, one or the other, to 
the ultimate disadvantage of private 
insurance. 

An “antiselection clause” is some- 
thing new to insurance legislation. 
It arises this way. In California the 
state collects the same rate of tax 
from everyone, without regard to 
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When producers report that the addition of the first two Protector 
Policies (Accident only—Accident & Sickness) to their sales port- 
folio resulted in the doubling and trebling of sales—that’s news! 
And the Protector Hospital Expense Policy will do more, for this 
new contract is, in every way, a worthy teammate to its predeces- 
sors. Its twenty big sales features add up to a policy you can pre- 
sent with pride. It’s designed to give your clients the benefit of 
the newest, the broadest and best in Hospital Expense insurance. 
A request on your letterhead will bring the new Protector Hos- 
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the fact that the rate of claiming of 
benefits will not be the same fy 
everyone. Now as every accidey 
health underwriter — know 
women claim sick benefits at , 
higher rate than men, the old chin 
them at a higher rate than the Young 
and in California because of a certaip 
weighing of the benefit scale in faver 
of the low income groups the Joy 
wage earner claims benefits at , 
higher rate, relative to what he pays 
than the high wage earner. |t 
therefore evident that the Californi, 
law involves something more th 
insurance—it also includes a smal 
amount of redistribution of wealth 
The state plan robs Peter to pay 
Paul, a process which is justified on 
the argument that the Social §. 
curity concept requires a pooling ¢j 
good and poor risks. 


and 


Peters and Pauls 


Trouble arises when the Peters 
insure privately, leaving the state 
plan with the Pauls. This, the state 
plan tries to avoid, by requiring all 
insurers to insure an average cros 
section of risk by imposing the “anti- 
selection clause.” Aside from the 
obvious poor business policy of in- 
suring bad risks along with the goo 
in the hope that somehow everything 
will average out, it is evident that 
control of the application of the 
“antiselection clause”’ gives the state 
plan administrators, who mind you 
are our competitors, a veto over our 
right to do business. In practical 
operation, it might very well drive 
us out of the sickness compensation 
field entirely. Fortunately, the Cal- 
fornia officials have administered 
their statute in a sympathetic mat- 
ner, in recognition of the desirabilit 
of encouraging private plans. Its 
too much to expect, however, tha 
administrators of other state laws 
will always see things the same way, 
and future state sickness compenst 
tion laws should therefore be d 
signed to protect the state fund m 
some way other than including a 
antiselection clause. 

The other difficulty of the Gl 
fornia plan—chronic overfinancing 
underfinancing ; at present it is over 
financing—is perhaps even more 
rious to us than the antiselectio 
clause. It is almost inconceivabl 
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hat the inflexible 1% tax rate will 
jways be exactly  sufficient—no 
nore, no less—to provide the statu- 
ory benefits. Even if it is exactly 
right at some time, sooner or later 
his will not be true as the many fac- 
ors affecting claim rates bring about 
ariations in the state claim rate. 

If the tax becomes too much, the 
tate legislature will spend the re- 
iting surplus by raising the benefit 
ghedule, thereupon putting a 
queeze on all private insurers. If 
he tax is too little, we have the 
queeze at once, for if the state plan 
ses money with none of the acqui- 
sition expenses which insurance car- 








fers have, the carriers will try to 
wnfine their underwriting to only 
the better risks in order not to lose 
money themselves, which the “‘anti- 
election clause” will not permit 
thm to do. The solution to this 
dilemma, as I see it, is to get away 
irom the flat tax rate entirely, and 
instead set up some system whereby 
the state plan will vary its tax, or 
premium rate, automatically with 
the risks it insures. 


New Jersey Provisions 


That, precisely, is what the New 
Jesey law aims to accomplish, and 
is the significant difference between 
the New Jersey and California laws. 
The New Jersey law is financed by 
a flat 34% tax on employees plus 
an additional variable tax on em- 
ployers. The employer tax rate 
sarts at 144% but is later merit- 
rated, that is, provision is made for 
varying it up or down according to 
the claim experience of the particu- 
lr insured group. In this way the 
state fund automatically charges each 
msured group what experience 
proves that it needs for benefits to 
that group, eliminating entirely the 
wetfinancing and underfinancing 
problem. Furthermore, there is no 
longer an excuse for the antiselection 
clause. 


Merit Rated Tax 


This variable employer tax feature 
tthe New Jersey law is, therefore, 
4 great advance over the California 
plan. If other sickness compensation 
laws are passed in the future, the 
msurance business should lend every 
efiort to see to it that the law makes 
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provision for a merit-rated employer 
tax. Provision for merit-rating in 
the employee tax would theoretically 
accomplish the same result, but is 
totally impractical. 

Both the New Jersey and Cali- 
fornia laws provide, of course, for a 
competitive state insurance fund, 
which means that the state enters 
into the insurance business. Sugges- 
tions have been made by many that 
if these laws must be passed, they 
should provide only for private in- 
surance. A bill of this nature was 
originated in New Hampshire and 
later improved in New Jersey where, 
however, it was finally supplanted 
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by the competitive state fund bill. 
There is no doubt in my mind 
that the great majority of insurance 
people prefer the all-private insur- 
ance type of bill. It does have cer- 
tain disadvantages which are apt to 
be overlooked, the principal of which 
is that an all-private insurance bill 
carries with it certain political bur- 
dens and problems of public rela- 
tions. Also, it necessarily involves 
premium rate regulation, assignment 
of undesirable risks, restriction of 
commission scales, and other unde- 
sirable features. Nevertheless, there 
is no doubt that most insurance 


(Continued on the next page) 
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Sickness Legislation—Continued 




















people feel that an all-private insur- 
ance bill would be worth its price 
for excluding the government from 
the insurance business. 


A Weak Approach 


The all-private insurance bill has 
not been successful to date for a very 
simple reason: there is no one ready 
to push it strongly enough. Every 
advocate of such a bill in New Jersey 
stated his position as being in favor 
of no bill at all, but that if legisla- 
tion were deemed necessary then he 
wanted the all-private plan bill. That 
is about as weak an approach as you 


can possibly make, yet it is prac- 
tically the only one which can truth- 
fully be made with respect to an all- 
private insurance bill. There is prac- 
tically no one in the insurance busi- 
ness in favor of a compulsory meas- 
ure; the push for such measures has 
always come from outside. 

The initial legislative proposals 
are therefore almost always made by 
others who prefer state funds. Now 
you can turn a Rhode Island plan 
into a California plan, or into a New 
Jersey plan if it provides for some 
employer money, but you can’t turn 
a Rhode Island plan into an all- 
private insurance bill. The basic 
concepts are too different. The 
cause for the all-private insurance 
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bill consequently does not seem too 
good until it gets some effective 
sponsor who wants it more than 
legislation at all, and I am afrgig 
that there is little likelihood of thy 
type of sponsorship coming from the 
insurance business in the near futyre 


Employer Contribution 


A significant thing about the aj. 
private insurance type of bill and the 
New Jersey competitive state fun 
law is that they both provide for a 
employer contribution. If there j 
one single point to be borne in mini 
with all these laws, it is that the 
should provide for employer money 
It is practically essential, for reasons 
I have given, to the preservation of 
private insurance as a competitor t 
the state fund. I don’t think it wil 
be too hard to convince employer 
that they should pay something t 
these programs, for in return fora 
very modest contribution they te 
ceive great intangible benefits. Ney 
Jersey employers convinced then- 
selves of this fact and sponsored an 
all-private insurance bill, providing 
for a larger employer cost than the 
actual bill which finally passed. 

Employers have a direct interest 
in sickness compensation programs 
because sick benefits affect rates of 
absenteeism among workers. They 
have a direct interest in these pro- 
grams because labor-dominated plans 
are likely, as in Rhode Island, t 
duplicate other employer financed 
benefits such as workmen’s com 
pensation, resulting not only in an 
undermining of the finances of the 
sickness compensation program but 
sending workmen’s compensation 
rates up as well. Finally, and mos 
important, employers have a stake 
in employee welfare plans as such. 
They cannot afford, for the preset- 
vation of their place in the private 
enterprise system, for employee wel 
fare to become the sole responsibility 
of the government and the labor 
unions. It therefore behooves the 
insurance business to remind ef 
ployers of their stake and to pres 
as strongly as we can for employer 
financial participation in any sick- 
ness compensation laws which ma 
be enacted in the future. 


From an address before the Bureau of Ace 
dent and Health Underwriters. 
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REINS URANCE makes a basic contribution 
lo the strength Of the Insurance Industry 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 
GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 


Casualty + Fidelity Fire + Inland Marine 
Surety Ocean Marine 
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